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America Fore Group 
Advances 12 Officers 
And Dep’t Managers 


Carlson, on Pacdfic Coast, Elected 
Vice - President; Nelson 
Made Secretary 


TEN ASSISTANT SECRETARIES 
Walther, Williamson, Derbyshire, 


Belcher, Griffith and Byrnes 
Advanced in East 





President Bernard M. Culver of the 
\merica Fore Group announced yester- 
jay that at meetings of the board of di- 
rectors of the fire companies of the group 
held yesterday two officers were pro- 
moted and ten new officers were elected. 
At the same meetings the positions of 
auditor and assistant auditor were abol- 
ished and the offices of comptroller and 
assistant comptroller created. 

These new official appointments apply 
to the fire companies of the group con- 
sisting of the Continental, Fidelity-Phe- 
nix, Niagara, American Eagle, First 
American and the Maryland. 

Carlson Vice-President 


John A. Carlson, in charge of the Pa- 
tific Coast department at San Francisco, 
formerly secretary, has been advanced 
to vice-president, and Arthur A. Nelson, 
formerly assistant secretary at the home 
ofice, has been made secretary. 


The following newly elected assistant 
‘ecretaries are located at the home of- 
fice: F. P. Walther, engineering depart- 
ment; L. A, Williamson, loss depart- 
ment; A. H. Derbyshire, “inland marine 
department ; De Mott Belcher, general 
cover department; W. H. Griffith, auto- 
mobile department, and R. H. Byrnes, 
use and occupancy department. 


In the Western department assistant 
secretaries elected were Arthur Gabriel- 
sen, Charles J. Lingenfelder, Luke J. 
Feeney and Paul C. Otte. 

W. H. Emes, formerly auditor of the 
fire companies "and the Fidelity & Cas- 
ualty, is now comptroller, and Bert W 
Jones, formerly assistant auditor of the 
fire companies, assistant comptroller. 

An in teresting commentary on these 
promotio ons is the evidence of continu- 
ous loyalty to the organization on the 
part of those promoted and the fact 
that over a period of years that loyalty 
and industry has been recognized by 
continual progress. Of the fourteen pro- 
moted or newly appointed officers, nine 
tad their first affiliation with a fire in- 
‘irance company through one of the 

(Continued on Page 29) 
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Dr. S. S. Huebner 


To pay tribute to Dr. S. S. Huebner on his Twenty-fifth 
Anniversary, on February 21, as Chairman of the Insurance 
Department of the Wharton School of the University of 
Pennsylvania is a real privilege. 


There is widespread recognition of the fact that the 
tremendous progress in the public understanding and 
appreciation of the institution of Life Insurance during 
this quarter-century has been due in large measure to the 
great advance in distribution attitude and technique in 
the Field. Among the group of farseeing individuals who 
made possible the success of this progressive movement, 
the heart, soul, and ever-stimulating genius of Dr. Huebner 
have played a brilliant part. 


The Companies and the Fieldmen throughout the nation 
owe a full debt of gratitude to Dr. Huebner for his force- 
ful, self-sacrificing, and influential contribution toward 
establishing Life Underwriting as a highly respected career 
of professional service. 


Won. H. Kincstey, President. 


++ + 
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John Hancock Passes 
Four Billions Life 
Insurance In Force 


Admitted Assets of $855,035,384 
at End of 1937, Gain 
of 7.36% 


ANNUAL MEETING IN BOSTON 


President Cox Tells of Flow of Life 
Insurance Monies Into Building 
Country’s Progress 








The John Hancock’s seventy-fifth an- 
niversary year was one of marked prog- 
ress. The company’s membership now 
comprises more than 5,000,000 policyhold- 
ers. The increase for the year 1937 of 
insurance in force was $283,574,282, bring- 
ing the total outstanding to $4,099,237,552. 
The company’s admitted assets amounted 
to $855,035,384 on December 31, a gain 
during the year of 7.36%. 

These were some of the principal fig- 
ures given by Guy W. Cox, president of 
the John Hancock, in the annual report 
made to the policyholders at their annual 
meeting in Boston on February 14. This 
annual meeting is unique in the business, 
draws a large number of policyholders 
who follow the reading of the president’s 
report with the keenest interest and 
take pride in the company’s accomplish- 
ments. 

Principal Items of Assets 

The principal items in the assets are 
bonds, notes and stocks of $459,354,818, 
which sum includes obligations of the 
United States of $95,040,414; of the Do- 
minion of Canada, $5,309,686; bonds of 
states, cities, towns and other civil di- 
visions, $123,819,793; public utility bonds 
(almost exclusively of operating units), 
$148,927,960; railroad bonds, $39,670,962 ; 
miscellaneous corporation bonds and 
notes, $26,242,791; stocks preferred and 
guaranteed, $17,888,845; other stocks, 
$2,454,365. 

All bonds in default and all bonds con- 
sidered to be not amply secured and all 
stocks are taken at actual market values 
December 31, 1937. All other bonds are 
taken at amortized values as prescribed 
by law. 

Real estate mortgages amounted to 
$163,102,216; cash in banks and office 
$21,236,193; interest and rents due and 
accrued $12,581,677; loans and liens on 
company’s policies $90,263,014; home of- 
fice and other real estate $94,971,483 ($10,- 
077,834 of this amount is under contracts 
for sale) ; premiums due and deferred, to- 
gether with miscellaneous items, $13,525,- 
981. 

Average Interest Yield on Investments 

The average interest yield on the total 
mean invested funds was at the rate of 
446%. 

The ‘assigned liabilities amounted to 
$778,677,091. $707,674,873 of this sum 

(Continued on Page 5) 
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Life Agent From Small Wisconsin Town 
Steals Show At Philadelphia Congress 


By E. S. Banks 


A middle-aged, corpulent German—a 
life insurance agent whose center of ac- 
tivities is a small Wisconsin town in the 
heart of German dairy farmers—ex- 
plained to the Philadelphia Association 
of Life Underwriters at its annual sales 
conference Monday what is meant by 
being a center of influence. 

He was Mark Schwinn of Beaver Dam, 
Wis, an eleventh hour substitute for 
hospital-confined, million-dollar-producer 
Isaac S. Kibrick of the New York Life 
at Brockton, Mass. Unheralded and un- 
sung though the small town Wisconsin 
agent of the Northwestern Mutual Life 
may have been, he was easily the star 
of the show and he won loud acclaim 
from the throng of 1,100 men and wom- 
en, second largest attendance in the 
history of the Philadelphia sales confer- 
ences. 

It was Roger B. Hull, managing direc- 
tor of the National Association, inci- 
dentally a spectator at the affair, who 
suggested and secured Schwinn for the 
Philadelphia group. 

In simple language and homely fash- 
ion, Schwinn told his audience “how to 
win contacts and influence contracts.” 
If his stories of his experiences smacked 
considerably of food, it was, perhaps, to 
illustrate those adages that “the way to 
a man’s heart is through his stomach” 
and that “an army fights best on a full 
stomach.” Again, he may have brought 
home the fact that the best way to sell 
life insurance is to sell it to “ma and pa” 
in their own home after dinner is over, 
> children asleep and the chores all 
one, 

Louis F. Paret Gets Award 

Early in the program, the Philadelphia 
Association made the second annual 
award of its President’s Cup, given to 
amember of the association for meritori- 
ous service to life insurance and a 
maintenance of rigid standards over a 
period of years. Last year the recipient 
was Dr, S. Huebner, dean of the 
American College of Life Underwriters. 
This year the honor went to Louis F. 
Paret, general agent of the Provident 
Mutual in Philadelphia and Camden, who 
started with the company as an office 
boy forty-six years ago. Irvin Bendiner, 
New York Life, general counsel of both 
the Pennsylvania and Philadelphia as- 
sociations, who made the presentation, 
remarked that Paret had twice been 
president of the Philadelphia association, 
once president of the state association, 
and that he was the sort of man whose 
life emphasized the fact that “too often 
We pass over the traits of character 
that spell a man’s success.” 

In his acceptance speech, Paret re- 
marked that he was accepting the 
trophy “not as an award to my personal 
accomplishments but as a symbol to the 
men and women who had made life in- 
ly their career. I have done very 

c. 

McMillin of Baltimore a Speaker 

Outside of Schwinn, the program listed 
two speakers, both of them stars of the 
nth dezree. They were Joseph L. Mc- 
Millin, Mutual Life of New York, Balti- 
More, author of “Prestige Building for 
uite Underwriters,” and James E. Gheen, 
Mspirational orator of New York. 

Mr. MeMillin lived up to all of his 
Mdvance notices, giving a splendid ad- 
dress illustrated with charts. His sub- 
ect was “Developing Sales Personality 
and Prestige,” but he pooh-poohed pres- 
lige, contending that prestige as an end 





in itself was dangerous. “As a by- 
product, it is all right. If we do our 
work well, we can forget prestige,” he 
said. “It is not what we say, but what 
we are inside. It is personality that 
counts. Not the typical sales personality 
we once believed in but the life under- 
writing personality that gets itself be- 
lieved in.” 
Schwinn Gives His Philosophy 

But it was Schwinn, with his stories 
of how to get into the home to talk to 
ma and pa and get the application who 
won the large audience. His talk was 
made up almost entirely of stories to 
illustrate his point that the life insur- 
ance agent should be the model of the 
center of influence in his community. 
That “people should look up to him for 
what he does.” His address was filled 
with homespun philosophy (as well as a 
bit of an accent now and then) that 
every underwriter could take a lesson 
from. His first story told how he and 
ma went to the Dodge County Fair. A 
seven-passenger automobile pulled up. 
“Ma and pa got out of the front seat 
and eleven children piled out of the 
back. I turned around to ma and said 
‘That man needs life insurance. I’m go- 
ing to write him for $10,000 in the next 
three weeks’.” Two weeks passed and 
one night Mrs. Schwinn said, “Have you 
sold that man yet?” 

“Not yet. I am going to pick out a 
nasty evening when even a dog wouldn’t 
stay out.” One of those evenings finally 
came and Schwinn drove out to see the 
farmer. He went around to the back 
door and the man came out in his stock- 
inged feet. Now Schwinn, who has paid 
for over 100 lives for over a decade, 
takes up the story: 

“He didn’t say anything so finally I 
said, ‘Let’s go in the house. It’s rain- 
ing and snowing and you're liable to 
catch cold.’ He made no effort to open 
the door so I walked in and said come on 
in. I sat down and offered him a chair. 
I told him a couple of stories and pa 
laughed. I noticed that the kitchen door 
was a little open and I could see the 
children peeking through, They liked the 
stories so finally I said, ‘Let the children 
come in. They like the stories.’ So in 
they came. Ma got interested too and 
peeped in. I said ‘Come in, ma.’ So I 
told stories until half-past nine. Then 
ma told the children it was time to go 
to bed. I said that I would tell them 
two more stories. Finally, the children 
went to bed and ma went up with them. 
I said to pa, ‘Well, I had a wonderful 
time.’ Pa said he did too and to come 
back again. To come Monday at a 
quarter to seven because they got 
through with their chores early. 

Closed Sale for $10,000 

“T was there Monday evening. The 
children ran to meet me. I told stories 
until a quarter of nine. Then ma took 
the children up to bed. When ma came 
down I said: 

“‘Ma, I have something to tell you. 
What would happen to you and the 
children if pa died? What would you 
have left?’ 

“Ma said, ‘All the kids and a $9,000 
mortgage.’ 

“How would you meet the funeral ex- 
penses ?” 

“T couldn’t.’ 

“Art, you’ve always had a nice repu- 
tation around here as a man who always 
paid his bills. You’d want your bills 
paid, wouldn’t you?” 

“Sure, but how?’ 

“Through life insurance.” 

So Schwinn went on to suggest a 
$3,000 policy but ma up and said that 


$3,000 was not enough and to take $5,000. 
Well, the next morning, Schwinn saw 
Art in the barn and said, “Art, you know 
what your wife thinks about life insur- 
ance. Why not surprise her and take 
another $5,000.” And Art said, “By gosh, 
I will.” 

On Committee in Farmers’ Institute 

Then Schwinn went on to tell about 
the Farmers’ Institute, which runs farm- 
ers get-to-gethers. He was on the com- 
mittee and the question was how to get 
the crowds. So a meeting was held and 
he said the best way was to feed them 
free of charge and volunteered to get 
the feed. So he went to the business 
men and told them that the best form of 
advertising they could get would be to 
donate this or that to the affair. The 
first day they had 395 for dinner, the 
second day 872. There was an entertain- 
ment the first night and a dance the 
second, 

“That’s where I shone,” remarked 
Schwinn. “We had a German orchestra 
and at 7:30 they struck up a waltz but 
the farmers were shy and wouldn’t 
dance. I looked around and saw a wom- 
an bigger than me. I asked her to 
dance and by the time we went around 
the second time, others were on the 
floor. I wrote her husband life insur- 
ance four times since I danced with her. 
At these affairs, farmers say to me, 
‘Schwinn, come over some night, I have 
a little life insurance for you’.” 


Makes Osteopath a Policyholder 


Then he told of the osteopath who 
moved to Beaver Dam. He wouldn’t 
take any life insurance because the com- 
panies wouldn’t accept osteopaths as ex- 
aminers. One day Schwinn sold a man 
who was being treated by the osteopath 
and he had the applicant put that fact 
down in the application. Along came a 
letter from the company asking for a 
statement from the osteopath. 

“T took it to him and said, ‘Well, doc- 
tor, look at this. It looks like you’re 
finally accepted.’ He said, ‘Has it really 
come to this?’ And he gave me a real 
nice letter. The policy came through 
and I showed it to him. Then I said, 
‘Doctor, I don’t feel so well.’ 

“Well, after four lessons, he said, 
‘Don’t you feel more invigorated after 
each treatment?’ So I had two more 
lessons and then I called to see him one 
night and I said: 

“Moctor, you said I’d be more in- 
vigorating so I thought I’d come in and 
try it on you.’ Well, I wrote him for 
$5,000. When the policy came through, I 
told him, ‘Doctor, the only thing you 
didn’t like was the examination by the 
medical men. Now here’s a chance to 
get even with them by taking another 
$5,000 on the same examination.’ He 
now has $20,000 with me.” 

Tells of 4-H Club Work 


Schwinn went on to tell of the 4-H 
Clubs and how ‘he had volunteered his 
services free of charge seven years ago 
to the county agent. One of his talks 
dealt with staying on the farm. One 
boy and girl took it to heart. Three 
days later, he received a card asking him 
to call. He wrote pa, the boy and the 
girl. “Ma wasn’t insurable and the other 
children were too young.” 

He related the story of a young busi- 
ness man whom he approached but who 
just wouldn’t talk. He decided to wait 
until the man got married. One day the 
young fellow did. A few weeks later 
Schwinn called on the bride’s father, who 
kept a hardware store, and congratulated 
him. He asked where the couple lived 
and was told “upstairs over the store.” 








So he said to the father-in-law: “You 
believe in life insurance, don’t you?” 
“Sure.” “Does your daughter?” “I think 
so.” “Mind taking me up to your daugh- 
ter and telling her that you think life 
insurance is all right?” 

Adolph did, saying, “Helen, this is Mr. 
Schwinn. He has a good company and 
a good policy and you should have it.” 
So Schwinn talked to Helen and she 
told him to come back at 7:30 when 
Ronald would be eating. She would an- 
swer the door, take him in to Ronald 
and the stage would be set. “I sold him 
$5,000 in five and a half minutes. He 
now has $100,000 life insurance.” 


Gives Ideas to Competing Agent 

Schwinn then related how an agent 
from another company had asked him 
how he had sold a particular man. He 
said that the first time he called to see 
the man, he was told to come back the 
following week. He called for eleven 
straight weeks but the prospect was al- 
ways out. So the eleventh week he 
drove into the barn. “He was slow in 
hiding and I caught him. I said, ‘Are 
you afraid of me? You don’t have to be. 
You don’t have to buy any life insur- 
ance if you don’t want to. Let’s go into 
the kitchen.’ I could have bought him 
for 2 cents but I didn’t tell him I knew 
it. Ma was in the kitchen. 

“I said, ‘I am going to have a heart 
to heart talk with you. Watch my eyes 
so that you can see I’m telling the 


truth’.”. And then Schwinn went on to 
tell the story of life insurance. Three 
weeks later he called again. A _ stock 


salesman was talking to pa in the front 
room. “I could hear him say if you buy 
this $20,000 block of stock, you can give 
us your note for two years and I'll bet 
you that before you get ready to pay it, 
a third of it will be earned in divi- 
dends. After the salesman left, pa asked 
me what I thought and I told him that 
any man who makes a statement like 
that should be shot at sunrise; that it 
was impossible to do. I had heard pa 
tell the salesman to come back the next 
morning so I made up my mind to stay 
for supper. I was invited as they were 
sitting down to eat. I sold him $50,000 
at 11 o’clock that night.” 
Sold the Agent $10,000 

Some time later, Schwinn received a 
call to come right down for supper, Pa 
wanted to know if his sons could get 
$50,000 life insurance right away. “One 
was examined before supper; one after.” 
After telling this to the agent, the lat- 
ter remarked that it was worth $10,000. 
“So I got $10,000 from him that night.” 

He told how about six weeks after he 
first moved to Beaver Dam he was in- 
vited to a card party. About twelve 
couples were there. The men were in 
the kitchen and they wanted to know 
why one had been told that straight life 
was the best; another twenty-pay life, 
and a third an endowment. 

“Jim,” Schwinn told the first man, 
“you told me that you owed $5,000. I 
told you that the best thing for you was 
straight life because you could get more 
for your money. John, you said that 
you owed only $80 and I told you to 
take a twenty-pay life so that after it 
was all paid up, you could live off the 
proceeds. Art, I knew you had money 
and that you only wanted something to 
invest your money in, so I told you that 
the best thing for you was an endow- 
ment. . . . We had lunch at 1 o’clock, 
then I let the women in and I wrote 
every man there.” 

“I try to live an honest life,” said 
Schwinn, “to be of service to my fellow 
man.” 
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BEATRICE JONES 

Beatrice Jones of the F. H. Devitt 
agency, 60 East Forty-second Street, and 
manager of the women’s division, is hav- 
ing a tenth anniversary with the Equit- 
able Society. She is one of the two 
New York City women who have the 
C.L.U. degree. 
Miss Jones was born in Enid, Okla, 
came North and was made personnel di- 
rector of the Standard Oil Co, of N. J. 
On January 29 she was picked by WJZ 
to answer questions about life insurance 
over the radio. The questions were asked 
by Alice Maslin. That broadcast attract- 
ed wide attention and since its delivery 
Miss Jones has received 700 letters from 
women inquiring about life insurance as 
a career for them. Recently in Water- 
town, N. Y., Miss Jones addressed the 
Jefferson County Women’s University 
Club on the question of security. — 
There are twenty-five agents in the 
unit managed by Miss Jones, two of 
whom are quarter million dollar writers. 





Lincoln National Life 
Convenes General Agents 


Approximately 100 general agents and 
executives of the Lincoln National Life 
attended a two-day general agents’ meet- 
ing in Chicago, February 14-15. Among 
those from the home office were A. J. 
McAndless, executive vice-president; A. 
L. Dern, vice-president in charge of 
agencies; C. C. Cross, second vice-presi- 
dent and manager of agencies; Dr. W 
E., Thornton, second vice-president and 
medical director; S, C. Kattell, secre- 
tary and actuary; J. J. Klingenberger, 
agency secretary; W. T. Plogsterth, di- 
rector of field service; J. P. Carroll, F. 
W. Gale and A. H. Hammond, superin- 
tendents of agencies; D. B. Semans, chief 
underwriter; Lee Wilks, assistant secre- 
tary; W. C. Brudi, agency auditor; G. 
M. Bryce, manager new business de- 
partment; A. C. Fishack, supervisor of 
contracts, and D, C. Pray, agency cor- 
respondent. 

The meetings were taken up with 
panels, round table discussions and talks 
by officers on company insurance 
problems. 





WASHINGTON NAT’L TO BUILD 

H. R. Kendall, board chairman, Wash- 
ington National Life, says his company 
plans to start construction this Spring 
of a four story addition to its eight 
story home in Evanston. The new addi- 
tion will cost approximately $200,000. 


_HOSPITAL PLAN GROWING 
_ Executives of the Associated Hospital 
Service of New York in conference last 
week reported that 1,000,000 persons have 
enrolled in hospital insurance systems 
throughout the nation in five years, 








Leaders Of Columbian 
Nat’] Back From Trip 


HAD CONFERENCE IN BERMUDA 


Vice-President A. A. McFall Told of 
Company’s Excellent Year; Officers 
of Star Producers Club 
The Columbian National Life leaders 
returned last week from the convention 
held at Bermuda of its Star Producers 
Club. President Francis P. Sears was 
unable to make the trip to Bermuda so 
Vice-President A. A. McFall told of the 
excellent progress the company made last 

year. 

Last year the Columbian National had 
new paid-for business of more than $26,- 
000,000, about $6,000,000 more than the 
previous years. Life insurance in force 
increased by more than $10,000,000 bring- 
ing the total to over $174,000,000. 

Average Policy Increases 

“Your new business continues to im- 
prove in quality as well as in quantity, 
judging from the way your first year 
lapse ratio is decreasing,” Vice-President 
McFall told the leaders. “This improve- 
ment means that the Columbian National 
fieldman of today is a better qualified 
life insurance man than he was yesterday 
—that he is doing a better job of selling 
higher type prospects. 

“The increase in your average size 
policy is definite evidence of your prog- 
ress. The average sized policy issued in 
1935 was $2,869; in 1936 it was $3,511; 
and in 1937 it was up to $3,684. The 
average for 1937 was over $800 greater 
than it was for 1935. Speaking in terms 








Phoenix Mutual Life Shows 


Gains Over Previous Year 


In his report on the operations of the 
Phoenix Mutual Life during the past 
year President Arthur M. Collens showed 
that the company made excellent gains 
over the previous year. The Phoenix 
reached a new high total of insurance 
in force which at the close of the year 
amounted to $644,629,000, a gain over the 
previous year exceeding $34,000,000. To- 
tal assets amounted to $222,942,567 which 
showed an increase of more than $13,- 
000,000. New insurance paid for in 1937 
amounted to $64,327,000, a gain of $10,- 
566,925. Total income exceeded $45,000,- 
000. Surplus stands at $6,325,000. 

Referring to real estate holdings of 
the company, President Collens said that 
during the year an effective campaign 
for selling real estate at prices based on 
current appraisal of fair value was car- 
ried on with the result that the company 
sold $1,571,000 of farm and $1,508,000 of 
city properties. Real estate holdings at 
the close of the year showed a decrease 
exceeding $1,000,000. For the fourth con- 
secutive year the aggregate price of real 
estate sold brought the company a profit 
over the value at which these properties 
were held on its books. 





of an agent’s income, this means about 
$12 more commission per sale. If an 
agent makes forty average sales per year 
it means he is making $500 more per year 
just because of this increase in his aver- 
age size sale. 

President of the Star Producers Club 
is Louis J. Rosenberg, South Bend, Ind., 
who also qualified for the office of secre- 




















Back of the Mutual Benefit man stands a home 
office with a proved ability to cooperate in the draft- 
ing of even minute details of an individual life plan. 
Back of him also stands a record of stability and fair 
dealing—a record of sound protection and liberal 
treatment. The Mutual Benefit has always been 
more liberal than any insurance law required. Of 
its own volition the Mutual Benefit pioneered the 
Principle of Retroaction, which extends so far as 
possible all new benefits to old policies, making 


them in effect as modern as the newest. 
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tary of the club, producing the largey 
volume and also being the first to qualifj 
for the year. Vice-president of the Clu) 
is Russell A. Freeman of Idaho Falls 
Idaho, who took the place on the pro. 
gram of Mr. Rosenberg who was unable 
to make the trip. 

Columbian National Life is now writ. 
ing Group insurance covering life, acci- 
dent and health. 





Housewarming Party For 


Tim Foley’s New Offices 


An open house party was held the aft- 
ernoon of February 4 in the new offices 
of Timothy W. Foley, recently appointed 
general agent for the State Mutual Life 
in New York City. His general agency 
is located in suite 1602 in the Pershing 
Square Building, 100 East Forty-second 
Street. 

Nearly 100 guests visited the office dur- 
ing the afternoon, among them being 
Stephen Ireland, vice-president and su- 
perintendent of agencies for the State 
Mutual; Louis H. Pink, New York State 
superintendent of insurance; Gerald A. 
Eubank, president, Life Managers As- 
sociation of Greater New York; Horace 
H. Wilson, president, Midtown Mana- 
gers Association, and a large delegation 
from the Midtown Association of which 
Mr. Foley is secretary-treasurer. 

State Mutual general agents present 
were Frank Pennell, general agent em- 
eritus, New York City, with whom Mr. 
Foley was previously associated; Gerald 
H. Young and Robert H. Denny, New 
York City; Tom Walsh, New Haven, 
and Fred Lieberich, Jr., Newark. Mr. 
Foley received numerous telegrams and 
several baskets of flowers on the oc- 
casion. 

The quarters on the sixteenth floor are 
complete with cashier’s counter, agency 
room, medical room, conference rooms, 
supply closets and an attractive office for 
the general agent with large interior 
windows facing on the reception hall. 





RICHMOND MAKING PLANS 

The Richmond Association of Life Un- 
derwriters is making plans for entertain- 
ment of the officers and trustees of the 
National Association when they meet in 
that city March 11-12 in Mid-winter 
session. A breakfast will be given in 
honor of the national president and 4 
dinner will be held in honor of the offi- 
cers and trustees. A sales congress will 
be held the first day of the convention 
under the auspices of the Richmon 
Association. 





GREAT NORTHERN STATEMENT 


The Great Northern Life shows in its 
annual statement for 1937 total admitted 
assets of $6,472,098, an increase of $497, 
940 for the year. Liabilities include $5; 
089,632 in policy reserves. Life insut- 
ance in force increased $1,396,215 during 
1937. Accident and health premium 1- 
come amounted to $1,616,669. Disburse- 
ments to policyholders and beneficiaries 
were $1,121,888. 
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Annual Conference Of 
Hancock Gen’l Agents 


RECRUITING-T RAINING THEME 





Paul F. Clark, President of Association, 
Presides; J. Harry Wood Makes 
Opening Address 





Keynote of the annual conference of 
the general agents of the John Hancock, 
held at the Copley Plaza Hotel in Bos- 
ton last week, was recruiting and train- 
ing. Paul F. ; Clark, Boston general 
agent and president of the association, 
was in the chair. : 

Guest of honor at the general agents 
annual luncheon is the president of the 
company, and following the luncheon 
Guy W. Cox made one of his character- 
stically happy addresses in which he 
congratulated the general agents on their 
accomplishments of the past twelve 

ths. : 
4 Harry Wood, manager of Ordinary 
agencies, was the opening speaker at the 
ceneral agents’ conference. He stressed 
the importance of constant and intelli- 
vent recruiting, of effective and persist- 
ent training, giving examples of able re- 
cruiting and progressive agency building. 

Mr. Wood is generally regarded through- 
out the field as one of the outstanding 
production executives. His visits to the 
field and his talks at agency meetings, 
have made a most favorable impression 
on the field organization. 

Says Depression Has Aided Insurance 

Agency Recruiting 

In his opening remarks President 
Clark of the General Agents Association 
said that looking for new organization 
was more important than looking for 
new personal business, and the selection 
having been made the general agent 
must remember that he should approach 
every angle in assisting prospective 
agents; that many good men will come 
into the business if given convincing evi- 
dence that there are opportunities for 
success. oko ; 

Points for consideration in putting on 
new men are dominance, stability, finan- 
cial position, required living expenses, 
health, intelligence quotient, previous 
occupation, dependence, organization 
memberships, organization leadership, 
education, employment status, length of 
previous employment, amount of life in- 
surance owned. The depression has 
greatly helped life insurance recruiting, 
said Mr. Clark. 

Hans O. Clasen’s Talk 

Hans O. Clasen of the home office 
training division told of the growth of 
raining in life insurance agencies. Prior 
to 1920 there was little training. Since 
then many minds have been put to work 
on the subject with the result that train- 
ing and supervision of recruits have de- 
veloped along many helpful lines, Agents 
should be taught to prospect as soon 
after they enter the agency as possible. 
New men should be required to stick 
pretty closely to sales presentations. 
While they may be good improvisers, in 
their case the closer they stand by the 
prepared talk the more effective they 
wil become. Mr. Clasen discussed the 
company’s “Successful Selling” books. 
They are “The Problems of Life and 
Living,” “Prospects and Prospecting— 
the Market for Life Insurance,” “How 
Life Insurance Works,” “Single Needs 
‘elling,” “Program Selling, How to Get 
‘arted and How to Keep Going.” The 
ent is encouraged to keep in mind al- 
Ways that he has chosen his occupation ; 
that it offers him the possibility of a 
“ood income; that it provides great so- 
tal benefits, that the business is perma- 
lent, that there is a future in the busi- 


‘re told among other things how to 
puild a lifetime clientele, how to keep 
usiness on the books. how to overcome 


tarly obstacles, and the best sales pro- 
"tion methods. 

oe Miss Loomis’ Talk 
Corinne V. Loomis, head of the wom- 
"S division of the Paul F. Clark 
ion’: 2td whose division paid for $1,- 
. ist year, thought that an agency 
“ould spend a minimum of 3% of its 


John Hancock Passes Four Billions in Force 


(Continued from Page 1) 


constitute the legal policy reserve, which 
with future premium contributions it is 
assumed will mature all policy claims. 
$18,403,789 are set aside to cover the full 
year’s distribution of surplus to policy- 
holders during 1938. $4,053,331 are set 
aside to cover all known death, endow- 
ment and disability claims in process of 
settlement; $9,201,192 are set aside to 
care for items of prepaid interest and 
premiums, accrued taxes ($2,492,842) and 
sundry items; the sum of $39,343,905 
represents deposits under policy options 
and other sums to be disbursed in due 
course. 

In addition to these items is the sum 
of $25,000,000 of surplus resources des- 
ignated as a contingency reserve to pro- 
vide for asset fluctuation. 

The general surplus or safety fund 
makes up the remaining $51,358,292.82 of 
assets and together with the contingency 
reserve gives a total of $76,358,292.82, 
which is 9.81% of the liabilities it pro- 
tects. 

Payments to Policyholders 


Payments to policyholders under all 
headings amounted to $85,660,661.99 or 
$284,586.91 per business day. The items 
are death, disability, accident and health 
claims $38,771,943.58; matured endow- 
ments and annuities $6,202,802.06: cash 
values on policies surrendered $23,211,- 


915.76; and dividends to policyholders 
$17.474,000.59. 
The mortality experience was again 


favorable. For Ordinary business it was 
6% lower than the experience for the 
previous year, and for Industrial it was 
2% lower. Suicide cases have decreased 
in amount every year since 1933 and in 
1937 the claims from this source were 
$408,763. An examination of these cases 
shows that suicide occurs in the majority 
of cases after the policy has been in 
force for many years, in many cases 
more than twenty years, and this indi- 
cates that sickness and old age are the 
contributing factors. 
Dividends 

“The new dividend formula adopted 
for Ordinary policies last year has been 
continued with no reduction in anv of 
its factors. This formula provided for 
equitable adjustments in accordance with 
present conditions affecting the com- 
pany’s business, and it should remain in 
force. except as future experience may 
permit or require modification,” said Mr. 
Ox. 

“The same general formula is contin- 





time in recruiting. Otherwise, the 
agency cannot go ahead. Discussing 
centers of influence she said that agents 
should be patient in their cultivation of 
friendships because sometimes some 
years may go by before valuable sug- 
gestions relative to prospects: or busi- 
ness tips are given. If old contacts are 
too casually treated or are dropped it is 
a distinct asset loss to the agent. If 
there is one characteristic which a gen- 
eral agent should not have it is that of 
being lackadaisical. “Be steamed up,” 
she said. “Re enthusiastic about your 
job: it is contagious.” : 

William M. Houze of Chicago said 
that one reason why so many good men 
of general business experience are being 
recruited in life insurance is because so 
many peonle in the business world have 
grown to f-el that there is a permanence 
about life insurance which is attractive 
to business neople and which js not found 
in many other businesses. 

“The ace of the life insurance insti- 
tution, its tremendous streneth and re- 
sources, the confidence of the com- 
munity, the effects of distribution of in- 
surance proceeds, have combined to build 
up this prestige,” he said. 

Among other speakers were Guy L. 
Foster, Manchester, N. H., general 
agent; Paul H. Conway. associate gen- 
eral agent, Albany; William B. Acker- 
man, general agent, Cincinnati. 

Mr. Wood also spoke on the second 
day of the conference, his topic being 
“Selection.” 


ved in effect for dividends on Retire- 
ment Annuities and Group policies. 

“The high and satisfactory scale of 
surplus distribution on Industrial policies 
is continued. 

“The amount to be 
is $18,403,789.52, an 
175.32 over the amount set 
1937.” 

The interest allowed on 


disbursed in 1938 
increase of $957,- 
aside for 


funds which 





Blank & Stoller. 
GUY W. COX 

will be on deposit during 1938 under pol- 
icy options of settlement is continued 
at the rate of 334% and the interest al- 
lowed on dividend accumulations and 
other deposits withdrawable on demand 
is continued at the rate of 314%. 


Business in Force Increases 


Notwithstanding the general recession 
in business in the last quarter of 1937 
and its effect on all life insurance busi- 
ness, the company’s business must be 
considered as very good throughout the 
year. Its increase of insurance in force 
during the year was $283,574,282, while 
such increase for the year of 1936 was 
$222,514,748, and in 1935 it was $119,- 
181,333. These increases brought the to- 
tal of insurances in force to the sum of 
$4,099,237,552, which is the highest amount 
in the company’s history. 

A favorable experience in regard to 
lapsed and surrendered policies and with 
regard to policy loans was continued. 
This tendency was checked temporarily 
during the days of large losses in secur- 
ity values in the stock market. 

New or additional money loaned on 
policies was 5.5% more than in 1936. 
Cash repayments of such loans in 1937 
aggregated $4,610,282, a decrease of $21,- 
874, compared to the repayments made 


in 1936 
Investments 

The total investments made and re- 
newed during the year other than loans 
on policies amounted to $152,110,255.03. 
The principal items of this investment 
are as follows: mortgage loans, exten- 
sions and renewals $44,073,676.70, includ- 
ing increases of mortgage princ‘pal in- 
volved in refunding and in technical ad- 
justments; state, city, town and county 
bonds and notes $28,428 810.39; railroad 
bonds $268,572.50; public util'ty bonds 
$37,397,482.56; United States Government 
bonds and Treasury notes $17,234.26563: 
miscellaneous bonds and notes $22,507.- 
745; sundries $2,199,702.25. The whole 
investment was made at an average rate 
of 3.41%. 

“Again we observe that life insurance 
monies provided by provident policyhold- 
ers flow into all parts of the country 
where they can be most safely, usefully 
and productively employed and contrib- 
ute to our country’s progress,” said Pres- 
ident Cox. “They materially aid the 
Government and the various states and 


municipalities in the maintenance of pub- 
lic safety and public welfare; they stim- 
ulate and increase the activites of in- 
dustry, and they sustain agriculture. 
They furnish mortgage funds for build- 
ers and home owners and are a substan- 
tial factor in the maintenance and in- 
crease of employment and so—beyond 
the security for policyholders—provide 
for the prosperity of our national life. 

“The difficulty of obtaining safe in- 
vestments yielding an adequate interest 
return continued, but cash was not un- 
duly accumulated, as it seemed preferable 
to invest in the highest grade securities 
of short maturities at low interest rates 
rather than to keep on hand idle cash. 
Such investments may be changed into 
investments of longer maturities at more 
adequate interest returns if such an op- 
portunity is presented. The company 
remains in a strong position to take 
advantage of any increase in interest 
rates. 

“The cash, the United States Govern- 
ment obligations and other obligations 
in the security list with maturities with- 
in five years amount to over $147,400,000; 
within three years $136,000,000, and with- 
in two years $131,000,000. 

Farm Real Estate 


“The analysis of the farm real estate 
account is decidedly encouraging for the 
year. Sales were completed amounting to 
the sum of $7,613,990, resulting in a book 
profit of $253,882. The increase in the 
amount of sales over the preceding year 
was $3,653,310, and the increase in profit 
over the same period was $211,187. De- 
crease in this real estate account amount- 
ed to the sum of $2,414,352.” 

The company received on the total 
book value of farm real estate, after all 
rehabilitation expenses (including out- 
lays for taxes which represented 45 cents 
out of every dollar of expense), a net 
income equal to 2.29%. 

The total farm loan principal repaid 
during 1937, by borrowers and junior 
lienholders, amounted to $8,441,618.76. 

“We believe these results indicate that 
the company’s farm mortgage account 
and its farm real estate account must 
be regarded as sound investments,” con- 
tinued Mr. Cox. 

City Mortgages 

In the city mortgage field the analysis 
is also reassuring. Cash paid in reduc- 
tion of mortgage loan principal amount- 
ed to $4,958,952. 

Sales of city real estate amounted to 
$6,008,745, with a net profit of $430,865.84, 
or 7.7% over book value. This is an 
increase of sales over the previous year 
to the amount of $3,394,107 and an in- 
crease in profits of $138,077. The previ- 
ous policy of expending substantial sums 
to put and to keep in good condition 
properties acquired in liquidation of in- 
debtedness was maintained. Again all 
of this expense was charged to the op- 
erating account. These results warrant 
the belief that the company’s city real 
estate account and its city mortgage ac- 
count are assets of sound value. 

The company’s total gross income was 
$200,179,789.69, including premiums of 
$153,321,109.62. These figures compare 
with $193,089,958.02 gross income, includ- 
ing $147,519,393.67 premium income in 
1936, and constitute the company’s high 
record by over $7,000,000. 


CANADIAN OFFICERS CHOSEN 

Sheldon F. Muter, Kitchener, Ont., has 
been elected honorary president by the 
Life Underwriters Association of Canada. 
He has been president for the past vear. 
A. J. Irving, Saskatoon, was elected 
president. Other officers elected are: 
Provincial and district vice-presidents, 





G. MacKenzie, New Westminster, 
B. C.; Robert Hill, Edmonton, Alb.; 
J. W. Craise, Regina, Sask.; Mc- 


Landress, Winnipeg; F. J. Glabais, Sud- 
bury, Ont.; W. Preston Gilbride, Lon- 
don, Ont.; I. P. McNabb, Toronto; J. 
Cooper Smeaton, Montreal; E. Germain, 
Quebec; W. J. Dalziel, Moncton, N. B.; 
W. P. Moore, Halifax; A. R. McInnis, 
Charlottetown, P. E. I. 


Cc. I. O. TEXAS FAILURE 
The C. I. O. has failed in attempts to 
organize Texas agents. 
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Copley’s John Hancock 
On View At Boston 


While in Boston attending their con- 
ference the general agents of the John 
Hancock had opportunity to see the 
commemorative exhibition of the paint- 
ings of John Singleton Copley, Boston’s 
most famous artist. The exhibition is 
at the Boston Museum of Art. One of 
the most famous of these pictures is that 





COPLEY’S JOHN HANCOCK 


of John Hancock, pen in hand, as if sit- 
ting for future generations as a signer 
of the Declaration of Independence. 

Copley was born in Boston two hun- 
dred years ago, and his parents sailed 
from Ireland for America in 1736 soon 
after they were married. The exhibition 
is, therefore, a 200th anniversary com- 
memoration. 

Through the magic of Copley’s genius 
and brush those living today can see the 
chief figures of the pre-Revolution world 
—statesmen, soldiers, preachers, mer- 
chants, judges and educators. His paint- 
ings include such leaders as Samuel and 
John Adams and General Joseph Warren 
whose fall at Bunker Hill “sent an in- 
spiration of dauntlessness over all the 
Colonies,” to use the language of R. E. 
Turpin in the New York Times of last 
Sunday. Mr. Turpin also made these 
comments: “Perhaps, after all, there 
was no better place in the Colonies than 
Boston for the first American painter 
who was to be nourished exclusively by 
the springs seen and unseen of his na- 
tive surroundings. The three outstand- 
ing men at the beginning of our art were 
Beniamin West of Pennsylvania, Copley 
of Boston and Gilbert Stuart of Rhode 
Island.” 

When Copley was painting in Boston 
it was a maritime city of 18,000 


SAYS PAY THE PRICE FIRST 








R. S. Koehler Gives Pittsburgh Chapter 
C.L.U. Formula to Be 
Above Average 

No man has the right to expect suc- 
cess unless he is willing to do those 
things known to produce success. That 
was the message brought to the January 
meeting of the Pittsburgh Chapter Char- 
tered Life Underwriters by R. S. Koeh- 
ler, Jr, a C.L.U.. who for almost ten 
vears has been the leading producer in 
the M. Jay Ream agency, Mutual 
Benefit. 

The better than average men, said 
Mr. Koehler. look and act the same 
as others. They are not super people 
but they have vision. They know what 
they want to do and what must be done 
to accomplish their ends. 

Mr. Koehler submitted this simple 
formula: First, have an organized pres- 
entation or selling process; second, main- 
tain an ever brimming reservoir of pros- 
pects; third, set up a definite plan to 
accomplish the first two points and rig- 
idly adhere to such a schedule. 


Paul F. Clark Agency Training Course 


Intensive Two Weeks’ Period; Dramatic Appeal of Modern 
Contracts Demonstrated by Graphic Illustrations 


At the convention of the John Han- 
cock’s general agency conference in Bos- 
ton last week recruiting and sales meth- 
ods used in the Paul F. Clark agency, 
Boston, were described by Arthur H. 
Dalzell, who is in charge of recruiting 
and training for the agency. He is a 
€ & wv. 


All those recruited are given an in- 
ventory test of their own qualities and 
characteristics. The Paul F. Clark 
agency uses the Verne Stewart test. Any 
method which will help measure quali- 
ties and characteristics are helpful to the 
trainer and supervisor. Such inventory 
tests also have positive value in clos- 
ing the sale with desirable recruits who 
may be on the fence. 

In any inventory system the I. Q. of 
the recruit is one of the most important 
characteristics measured. Mr. Dalzell 
regards it as decidedly helpful to know 
the mentality level of the men he trains. 
Training should be given as rapidly only 
as can be ‘absorbed. Therefore, the 
training schedule should not become too 
rigid, said Mr. Dalzell. 


Two Weeks’ Training 


The Clark agency has reduced its 
formal training period from six weeks 
to a fortnight and has moulded it around 
the “Successful Selling” course designed 
by Harry Wood. 


The course is divided into several gen-" 


eral sections, although those subdivisions 
are not sharply marked during the train- 
ing period. One section is not part of 
the course itself, but is necessary be- 
cause of the Massachusetts license law. 
Licenses are only granted after the ap- 
plicant passes a written examination on 
the Massachusetts insurance laws. Prep- 
aration for this uses up one or two days. 


Another half-day is spent at the State 
House taking the examination. 

The first section of the regular train- 
ing course deals with “Problems of Life 
and Living.” This is gone into rather 
carefully and recruits actively partici- 
pate in the discussion. This leads to 
the question as to whether the recruit 
knows a list of persons who have these 
problems. Next step is naturally pros- 
pecting. “We spend at least a half-day 
drilling a proven prospecting talk and 
then go in the field with the recruit for 
half a day and use it—taking turns with 
him,” said the speaker. 

Single Needs 

Next, there is taken up a brief study 
of the rate book and then the jump is 
to settlement options. “We discuss the 
use of these from a single need, and not 
a program viewpoint—and begin to dis- 
cuss their application to actual people 
the recruit knows. From the start the 
recruit is encouraged to make out a few 
prospect cards every night—in addition 
to his assigned evening study.” 

Next step is the contract and if Mr. 
Dalzell has time he concentrates on these 
five: Endowment at 65; retirement fund, 
selective security, retirement annuity and 
family income. Then follows a_ brief 
study of rules, regulations and applica- 
tion forms. 

The agency believes in teaching the 
mechanics of life insurance by graphic 
methods. Modern contracts are easily 
explained and have dramatic appeal when 
shown on this basis. 

Next section is the real meat of the 
course—study of selling technique from 
a single need viewpoint—and drill and 
rehearsal in the office and in the field 
with a supervisor. 

“We spend as much time on drill and 
rehearsal as we possibly can and I am 
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firmly convinced it is the most profitable 
time that we spend. It is certainly sig. 
nificant that the man who gave the 


smoothest sales talk before he left the 
training room has sold eighteen policies 
in his first three months in the field” 
said Mr, Dalzell. ; 

The formal portion of the Clark 
agency course is concluded wit! a re. 
view session and a half-day on the syb. 
ject of self-organization. Each reeryit 


is given a work meter which is 


| SIV \ com- 
bination of the 


Baer work sheet and 


time control data sheet. This sheet js 
invaluable, but like many othe: things 
will only be used when its use is made 
mandatory. “That brings up another 
personal conviction—which is that we 


must use much greater discipline and 
managerial pressure in handling recruits 
and junior agents, than I have scen eyj- 
denced in most agencies,” continued the 
speaker. “Some general agents may not 
concur in this opinion, but we find ne 
difficulty if the situation is understood 
from the start. The new agent must ob- 
viously come into the business under 
your rules and not under his. 

“During the formal training period we 
have experimented with another idea 
and have found it extremely helpful. The 
new recruit in a large agency is pretty 
much in the fog at the start. We there- 
fore, show our recruits around the office 
and explain the physical layout and the 
function of the different departments. He 
is usually even more puzzled by person- 
nel and doesn’t know the doctor from 
the head cashier. 


Executive Talk 

“We, therefore, have every exccutive 
come down to the classroom and talk 
to the recruits for about five or ten min- 
utes. These short talks are wholly in- 
spirational and are not primarily de- 
signed to be a part of the instruction 
course itself. In addition to exccutives 
we have the cashier, the doctor, leading 
producers, and on one occasion J. Harry 
Wood, the company’s manager of Ordi- 
nary agencies, talked to a group.” 

This idea has been helpful for several 
reasons, 

1. It breaks the monotony of a drill and re. 

hearsal type of course. 

2. It sorts out the problem of “who’s who,” 
and “who does what” in the agency. 

3. The recruit feels himself to be in a suc- 
cess atmosphere, 

4. It gives the recruit inspiration and great 
encouragement to, feel that everyone is in- 
terested in him. 

On completion of the formal training 
period the recruit is turned over to the 
supervisor who will be responsible for 
him. He is given a desk and the physical 
equipment required—such as a mail box, 
a name slot on the ‘in and out” board. 

The supervisor is no stranger to him 
because he has either already been in the 
field with him or has had drill and re- 
hearsal sessions with him. 

“At this point we come to a matter 
that is not part of my subject today— 
field supervision,” said Mr. Dalzell 
“However, I am positively convinced that 
no training system, short or long—good 
or bad—will be worth much if it is not 
followed by immediate and efficient field 
supervision and joint field work for a 
considerable period. You can’t learn to 
swim by reading books about it, and 
blackboard study and classroom practice, 
is little better. You've got to get in the 
water—and you’d better not go alone. 
The same situation applies in golf, foot- 
ball, typewriting, or building bridges— 
and certainly in life insurance selling. 

“Ours is a complicated business. While 
I feel that two weeks is long enough for 
the formal training period—there are 3 
thousand and one things that you stil 
need to teach the recruit, and we find 
that still more practice is required 1 
selling technique. We have, therefore, 
organized all recent recruits in a Thurs 
day afternoon session or extension course 
—from 3 p.m. to 5 p.m—that will prob- 
ably run for fifteen or twenty weeks. 

“Mr. Wyatt takes them for an hour on 
selling technique and I take the other 
hour on odds and ends and further drill 
and rehearsal. Lately we have drilled a 
group of fourteen on the new readjust 
ment fund kit. Obviously several other 
executives contributed time for thes 
sessions.” 
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Many Corporations Want 


Young College Men 


RECRUITING SLANT 


Says University Officers Are Hard- 
Boiled; Want Graduates to Go 
Where Training Is Efficient 


JAMIS¢ »N’S 








Jamison, director of schools, 
rance Sales Research Bureau, 
Hartford, in a talk on recruiting before 
the general agents’ association of the 
Iancock in Boston, Saturday, said 
competition to capture young 
men from the colleges after their gradu- 
ation was pretty stiff. A number of 
leading corporations have been recruit- 
ing these graduates for years. As a 
result oe officers of the colleges are 
petty ard-boiled and not particularly 
ym ton tic and cooperative unless con- 
inced that the businesses inquiring 
rbot the graduates have something to 
ffer bes! i a mere tryout proposition of 
a hit-or-miss nature by which the col- 
lese boy will sink or swim on his own. 
They are sympathetic to young men be- 
g offered opportunities in spots where 
there is training, discipline, supervision 


ind other help. 
It was way back before 1906 when 
Gage E. Tarbell, then vice-president of 
ne of the big life companies, made the 
first visit to colleges and universities on 
behalf of an organization looking for 
salesmen of a high type. Tarbell offered 
the young men training and life insur- 
nce school attendance. Since that time 
thers have entered this recruiting field 
wd at the present in June graduating 
asses are studied by business organiza- 
t with a magnifying glass in the 
search for embryonic talent. The United 
States Steel Corporation alone hired 600 
boys out of college last June. 
“What happened to those 600 boys?” 
asked Mr. Jamison. “What of those who 
id not fit in with the steel corporation ? 
Was there not some good life insurance 
slling ability in that crowd ?” 

Small Business Men 


Mr. Jamison then made suggestions as 
toa number of channels which general 
wents can travel in order to gather tal- 
ett for their forces. He particularly 
alled attention to the men who have 
been running small businesses which 
have been swallowed up or have not 
heen able to stand the gaff of the bigger 
business competition. About 92% of the 
mall proprietors fail in business for 
themselves. Most success in recruiting 
is from the ranks of people who have 
cld At the Million Dollar Round 
Table i in 1935 32% of those present had 
wld something before entering life in- 
wance selling. 
“One of the most effective ways of 
“ening agents of potential sales possi- 
bilities conbentell after being recruited is 
4 see that they are in an office where 
eatmosphere is that of success. Agents 
‘hould be discouraged from picking out 
—— ions in an agency those men 
0 are of the pessimistic type. The 
“neral acent can do much to keep high 
the morale of the agency. 


John 11 
Life In 


John H: 
that the 








SPRAGUE NOW GENERAL ACENT 
e Lewis C. Sprague arency, Provi- 
‘ent Mutual, New York Citv, has just 


Ksued a snecial agency number of The 
5 vident New Yorker, agency bulletin. 
é twenty-page booklet, printed on hard 
‘tock, it follows the pattern of college 


munis in printing pictures of leading 
(ducers and giving a brief biographical 


Netch of each and listing his achieve- 
“nts in insurance. A review of 1937 
els that the Sprague agency regis- 


ed twe've more consecutive plus signs 


“ng its total to thirty-four. Tncrease 
1 Production over 1936 was 27%. Since 
th 1, 1935. the agency hac climbed 
= thir'y-fifth place to sixth in the 
pany. It led the company in pro- 
rary from first year men and fur- 
+ ed the three leading producers in 
' Metropolitan area for the Provi- 
“ent: He 


v G. Barnhurst. S. Roy Swen- 
exander W. Alley. On Janu- 
s C. Sprague, formerly man- 
‘:ppointed general agent. 
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Renewal Commissions 
To Employe Taxable 


“WAGES” SAYS REVENUE BUREAU 





Employe’s Services Held Performed At 
Time Contract Was Negotiated; 
Payable at That Rate 





Deferred or renewal commissions paid 
to an employe of an insurance company 
constitute. wages within the meaning of 
Titles VIII and IX of the Social Se- 
curity Act according to a ruling by the 
social security tax unit of the Interna! 
Revenue Bureau. Such commissions are 
taxable at the rate in effect for the cal- 
endar year in which the services were 
rendered although they may not actually 
be paid during that year. 

Subject to a limitation under Title 
VIII, the term “wages” as defined under 
Titles VIII and XI of the act includes 
“all remuneration for employment.” In- 
asmuch as the deferred or renewal com- 
missions admittedly are paid as remuner- 
ation for services performed in an em- 
ployment, such commissions constitute 
wages within the meaning of Titles VIII 
and IX of the act. Furthermore, for the 
purpose of those titles, an employe is 
deemed to have performed the services 
which entitle him to receive deferred or 
renewal commissions at the time the con- 
tracts negotiated by him become of Icgal 
force and effect. 

The employes’ tax imposed by section 
801, Title VIII, of the act is computed 
by applying to the wages received by the 
employe the rate in effect at the time 
of the performance of the services for 
which the wages were received (article 
202, Regulations 91), and the employers’ 
tax imposed by section 804 is computed 
by applying to the wages paid by the 
employer the rate in effect at the time 
of the performance of the services for 
which the wages were paid. (Article 302, 
Regulations 91.) Accordingly, it is held 
that the employes’ tax and the employ- 
ers’ tax imposed by Title VIII of the 
act attach at the time the deferred or 
renewal commissions are paid and are 
computed by applying the rate in effect 
for the calendar year in which the ser- 
vices were performed. 


Diehl Installed in New 
District For Equitable 


W. Paul Diehl was installed as agency 
manager of a new district of the Equita- 
ble Society for eastern Pennsylvania 
February 11 in Allentown, where his 
headquarters will be. The installation 
was made by Vice-President William J. 
Graham. Allentown’s mayor, Malcolm 
W. Gross, and Leonard Peckitt, presi- 
dent of the Warren Foundry & Pipe 
Corp., who is a director of the Equitable 
Society, opened the meeting and intro- 
duced Mr. Graham. About seventy-five 
representatives of the Equitable in east- 
ern Pennsylvania attended. The new 
territory, known as the Lehigh agency, 
includes sixteen counties in eastern and 
northeastern Pennsylvania and Warren 
County, 

Mr. Diehl has been a district manager 
for the Equitable at Reading since 1931. 
In 1936 his district ranked tenth among 
all the Equitable units in the country 
and a substantial increase in production 
was recorded last year. He was born at 
Danville, Pa., and becomes, at age 37, 
one of the younger Equitable managers. 
He is a graduate of the Peirce School 
of Business Administration, Philadelphia. 
In 1924 he joined the Equitable as a per- 
sonal producer. In 1925 he was appoint- 
ed a field assistant at Danville and dis- 
trict manager there in 1926. In 1930 he 
was promoted to district manager at 
Reading. While he was in charge the 
Reading unit more than doubled its pro- 
duction. Mr. Diehl will have as his as- 
sistants these district managers: Harry 
R. Wenck at Allentown, Frank W. 
O’Neill at Scranton, Chester E. Vastine 
at Wilkes-Barre and Ralph M. Maulfair 
at Reading. 











The LNL Man is 


SPOTLIGHTED 
IN FEBRUARY 


On Lincoln's birthday each year, field men of 
The Lincoln National Life Insurance Company 
have the opportunity to render public service and 
build prestige for themseives and their company 
through the use of Lincoln displays, novelties, and 
speeches. Authentic Lincolniana furnished by the 
Company’s Lincoln museum helps make the LNL 
man the center of Lincoln information in his com- 
munity. Influential groups contacted include: 
luncheon clubs, libraries, museums, retail dealers, 
and schools. 


THE LINCOLN NATIONAL LIFE 


~ COMPANY 


IND. 


INSURANC E~ 


FORT WAYNE, 
ITS NAME INDICATES ITS CHARACTER 
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Union Central Assets : ~ Five Earn Promotiens [| P2 
At New High Figure | In Lincoln National 
PRESIDENT W. H. COX REPORTS M. C. LEDDEN NOW CONTROLLER NE\ 
Tells of Company’s Success in Selling | FINANCIAL STATEMENT C. R. Ashman, H. A. Winters, H, F Com 
Large Volume of Real Estate a ood and Margaret Walker Ad. 

Under Contract Plan | December 31, 1937 vanced; Brief Careers Given 
P . - 

In his report on the business of the - “ Five additional executive promotion: Po 
Union Central Life for last year Presi- G al Are Lif were announced last week by Arthur F fe AC”. 
dent W. Howard Cox showed that the ener erican e Hall, president of the Lincoln Nationa ath 

Ake ae Life. M. C. Ledden was named con. fy 
company had made gains in all import- troller; C. R. Ashman, assistant actua $2,00 
ant items of its financial statement. As- asia ages nie ge Ty, man 
sets reached a new high at $359,411,000, INSURANCE COMPANY jon ee it pe Febr 
a gain of $16,376,000. Insurance in force papi : ate. » Was electe “D 

1,305,483,000, whi yas increase of , i we ’ SS mat- yo 
SIL S000. The compane’s eurplos nally WALTER W. HEAD, President garet Walker was named mathematician, Be 
at $9,194,550, an increase of approximate- ae —— were os Promo- HH put a 
ly three-quarters of a million dollars. — - a ~ | pts et ina fluen 

President .Cox stated that the company —— - : Paes and natio 
is investing more largely in city mort- = ASSETS = bad B. F. a to — manager of Ne 
gages of the highest type than in pre- : t ie reins aang ee year 
vious years including a considerable num- Cash on Hand and in Banks. .$ 7,318,784.23 Ps * edden has 1934. —— of $2 
ber of insured mortgages under FHA. 4 the me oy! since his iif native of HM force 
Farm loans have decreased steadily in | Bonds— pOrmnOme, ." h “Na . ea Life of vo of $1 
volume, the average size now being $3,- poetry Mig 7 t it ve ae agg ve} _ Asset 
608 representing only 18.9% of total as- atu: S. Government......... 14,168,142.13 Pe 1 Lif 4 1930 ag Per cage ete repre 
sets against 37.1% in 1933. ee See as junior accountant MF clude 

| Other MS ssn aitiCh eee 11,324,472.17 and was promoted to chief accountant J cover 
Contract Real Estate Sale _—_—_——_—_—_ four years later. Active in personnel bonds 

Last year the Union Central com- OO SE MIE, okie on boi cK ede o eke een ones $ 32,811,398.53 — of the omy, he is geo item 
jleted actual sales of real estate held 2 of the retirement plan council and a nd c 
ceaheniiees to $18,100,000, Commenting on First Mortgage Loans on Real Estate....... 17,819,940.65 ae - a eres, Inc, mM ; 
real estate sold, President Cox said: ape Mr. Ashman has been assistant actu- Sta 

“Moratoria and redemption laws, re- Home Office Building..................... 950,000.00 ary of = — since = Hes amout 
stricting real estate foreclosures and vious to that time he was employed by I cain « 
thereby increasing expenses during the Real Estate Sales Contracts................ 1,483,039.80 the Reliance Lite of Pittsbergh and the I the cl 
‘waiting’ period, have necessitated the anada Life of Toronto. e is a native HP cated 
increased use of the ‘Contract’ type of Other Real Estate........................ 18,880,883.28 . bmg, and “— aga! in = enous 
sale by this and other companies, which, -indsay, Ontario, schools. eis a Fel- BM trial a 
if necessary, permit immediate cancella- Stocks. ..........- 0. see cece eee eee. 4,200,149.50 — of ~ ee ae of a Firs 
tion, as opposed to lengthy expensive and an Associate o e American In- 9 cregat 
ne Other Loans and Assets................... 1,364,267.72 stitute “a Actuaries As associate acti- MM assets 

“Sales by this method operate for the **K ary he will handle Group insurance, @ were | 
benefit of the purchaser by making his Interest and Rents on Investments Accrued av - —— — = liabilit 
payments on an amortized basis, small ?. inters has been affiliated wit of $4( 
cad unk Ga Sane. Aud Gay enacts I ck Sh wedaudsonsinveees 882,090.97 the: company, since. 1928. He was bon pa 
for the benefit of the company, in that and educated in loronto, Canada, an amoun 
title is not transferred to the purchaser Interest and Rents Due on Investments (None os ond age oe eS reserv 
until a substantial portion of the princi- : : the Canada Life in e actuarial (eM amoun 
pal sum has been paid down, evidencing of which is past due more than 90 days). . 720,938.26 a After seven _— — . that 
the ability eventually to pay in full. - : - joined the reimsurance department 0 1937 

“As evidence of the popularity of the Net Premiums in Course of Collection. ...... 2,193,545.78 8 Lincoln — Life in 1928. In MF create: 
contract sale with purchasers, the com- Policy Liens 15.081.144.00 934 he was appointed reinsurance supe: @ interes 
pany sold, during 1937, farm and city i i a A aa : ' ee oo 1S oe of the Actu- I crade | 
properties totaling, net, $12,353,000. Sales Less Earnings Credited to arial Society of America. , 
contracts on the company’s books con- & Mr. Rood has been employed in the N 
verted to first mortgages during the year Reduce Reserve Liens... 1,110,671.00 reinsurance and actuarial nee . ort 
amounted to $1,478,000. a A deel eatin the company since 1931. After gradua- B 

“The amount carried on the company’s Balance of Initial Liens.................... 13,970,473.00 tion from Oberlin in 1928, he Picks 
books at the year end, under the head- A. M. degree at the University of Michi- The 
ing ‘Real Estate Sold on Contract,’ Loans to Policyhoiders.... .. 2... c ie cee. 28,665,806.81 gan and was then employed in . — agency 
represents not the total of such sales, arial department of the Travelers tH in New 
but merely the unpaid balances currently $123,942,534.30 Hartford until 1931. He is a Fellow 0! cies of 
owed to the company by purchasers.” both the Actuarial Society of America HJ ance p 

ais and the American Institute of Actuaries J hy Gra 

. . __——_ a As assistant actuary he will supervise In sec, 
Speaking Course Given In ——LIABILITIES=— the preparation of the annual and other MM Chicagc 
: : periodic statements. MB gency 

Interest of Salesmanship ION iis pesaciaws isis ieiesssi $116,947,486.17 Miss Walker has been in charge of The St 

A course in public speaking was start- ‘ iia the mathematical division of the Com HM per cap 
ed last Friday afternoon in the auditori- Premiums and Interest Paid in Advance..... 947,943.74 pany since 1924. Previously she _ Carroll, 
um of the Transportation Building, 225 employed in the actuarial department "B® French 
3roadway, New York City, by the Ley- Reserve for Taxes..........-..-.-.-.+00-. 822,588.11 the Central Life of Des ae Fad Forty-o 
endecker-Schnur agency of the Guardian Se a graduate of the University of [Ilino'@% showed 
Life. The course is for agents connected Reserve for Other Liabilities............... 396,442.97 where she — her are apehhg : gain 
with their own organization but the man- . > Die She took post-graduate work at the Ua laire, 
agers have thrown the sessions open to Policyholders’ Dividends.................. 1,148,447.03 versity of Iowa. She is an Associate Ml Angeles 
others who request to attend as specta- +g eae the American Institute of Actuaries. St. Lou 
con RE IR ow Bink 82 69 hare he SKS 120,262,908.02 mene 

In charge of the series of ten lectures : DERN MONTH TROPHY A HALE 

oo “egg hay r Pur Agree- : 
aad ora being “er am —— An Contingency Reserve Under Purchase Agree A. L. Dern, vice-president and —_ Ths > 
day afternoons at 3:30 o’clock, is Ralph ment 7 ; 3 4 of agencies; Dr. W. E. Thornton, °° of the 
Martin, former professor of See i eee sobtaeibanes ond vice-president and -medical direct" Life Un 
ing at New York University. The thirty- Capital Stock and Guaranty Fund.......... 500,000.00 and W. T. Plogsterth, director of ag" RM The spe 
five or forty men who are members of ; field service, Lincoln National Life. UB associat, 
the agency will each be given an oppor- ee eT ee ere a Pree ee 2,024,961.63 tended a mecting of the W. W. Scolll cave a 
tunity to address the group publicly at agency February 4 and 5 in Minneapolls se of 
some time during the course. The agen- $123,942,534.30 LNL representatives from the elit 
i managers are making the course avail- State of Minnesota were ay « 
able to their agents “in the interest of a . ; ; eral Agent Scott presided. At the bar a 
good salesmanship.” fore sapite atamrtige rumen mey is substantially more than $1,200,000 in excess quet Mr. Scott awarded a trophy to ogi 

———— P. Elieff and William Knudsen, CO-CEM pring 

WYATT DELIVERS ADDRESS **Interest Accrued on Assets in Default is not included. tains of the winning Dern Month teat — 

Dr. Birchard E. Wyatt, educational PEE GA SST ESS LINE Smaller 
y ven re fearon College of Life Un- Upon request, the Complete Annual BEST ADVERTISING HEAD = 
derwriters, addressed a luncheon for gen- : . “Could Your Wife Afford to PE ' 
eral agents and managers of all life | Report for 1937 will be furnished. Widow ?” caption on a Bankers Li a res 
companies doing business in Fort Iowa advertisement in the Saturé’! Men's 
Wayne, Ind. The luncheon was spon- e Evening Post of January 1, was at In 1909 
sored by the Fort Wayne Association of | ® read advertising headline in that 1 si **thorit 
Life Underwriters. co honmes SAT according to the Clark-Hooper Report . 
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Passed $2,000,000,000 
Claim Payment Mark 


NEW YORK LIFE OPERATIONS 





Company Gained in New Business Issued . 


and in Amount in Force at 


Close of Last Year 





Policyholders and beneficiaries of the 
New York Life were paid over $191,000,- 
00 in 1937, bringing the total of such 
rayments for the past ten years to over 
¢2.000,000.000. Thomas A. Buckner, chair- 
man of the board, announced this at the 
February meeting of directors. 

“Distribution of this vast sum,” Mr. 
Buckner said, “not only benefited direct- 
jy many thousands of policyholders, 
homes and families, wives and children, 
but also provided a strong stabilizing in- 
fluence upon the social structure of the 
nation as a whole.” 

New life insurance issued during the 
year amounted to $477,000,000, an increase 
of $26,000,000 over 1936. Insurance in 
force aggregated $6,770,000,000, a gain 
of $109,000,000 over the close of 1936. 
Assets amounted to $2,520,000.000, which 
represents an increase of $116,000,000. In- 
cluded in the assets are United States 
government, direct or fully guaranteed 
bonds amounting to $512,000,000. This 
item is $72,000.000 greater than at the 
end of 1936 and now accounts for about 
2% of the total assets. 

State, county and municipal bonds 
amounted to more than $254,000,000. a 
gain of over $26,000,000 as compared with 
the close of 1936. Canadian bonds aggre- 
gated over $59,000,000, and the total 
amount of railroad, public utility, indus- 
trial and other bonds was $576,000,000 

First mortgages on city properties ag- 
gregated $405,000,000 or 16% of all the 
assets and policy loans of $355,000,000 
were 14% of the total. Included in the 
liabilities is a special investment reserve 
of $40,000,000, and a reserve for divi- 
dends payable to policyholders in 1938 
amounting to $39,900,000. Surplus funds 
reserved for general contingencies 
amount to $124,000,000. Mr. Buckner said 
that although mortality experience in 
1937 was favorable, taxes paid were 
greater than for the previous year and 
interest rates obtainable on new high 
grade investments continued low. 





Northwestern Mutual Led 
By C. L. McMillen Agency 


The Clifford L. McMillen general 
agency of the Northwestern Mutual Life 
in New York City led all general agen- 
cles of the company in new paid insur- 
ance produced in 1937, it is announced 
by Grant L. Hill, director of agencies. 
In second place are Hobart & Oates, 
Chicago, while the home office general 
agency of Victor M. Stamm was third. 
The Stamm agency also ranked first in 
per capita production, with Cameron & 
Carroll, Oshkosh, Wis. second, and 
French & Horner, Madison, Wis., third. 
Forty-one general agencies last year 
showed an increase over 1936. The larg- 
est gain was by Ben S. McGiveran, Eau 
Uaire, Wis. with W. K. Murphy, Los 
Angeles, second, and C. H. Poindexter, 
St. Louis, third. 


HALDEMAN ON SETTLEMENTS 
The regular monthly luncheon meeting 
ot the Philadelphia Chapter, Chartered 
Life Underwriters, was held February 9. 
The speaker was Warner F. Haldeman, 
‘sociate counsel, Penn Mutual Life, who 
save a talk on “Current Trends in the 
Use of Settlement Options.” 


FREAK BILL 
A freak bill introduced in the New 











York A ssembly would require every 
printed ‘ontract, agreement or other 
‘atement in this state to be in type not 
‘naller than eight point. 
J.C. SWIFT DEAD 
yc “wift, a director of the Business 
-AS 


\ssurance since it was organized 
lied January 31. He was an 
on the live stock industry. 





GOODPASTER INS. DIRECTOR 


Governor Chandler of Kentucky has 
appointed Sherman Goodpaster, Owings- 
ville, director of the Division of Insur- 
ance, and Vernon D. Rooks, Paducah, 
assistant director. Goodpaster resigned 
as director of the division the first of 
the year to become chief clerk of the 
Senate, a post he now relinquishes. 
Rooks succeeds Charles Brown, Bloom- 
field, who resigned. 


TO INCREASE CAPITAL 
The National Life & Accident of 
Nashville will increase its capital from 
$3,000,000 to $4,000,000. The company in- 
creased its insurance in force as of the 
close of the year by more than $63,000,- 
000 to a total of $600,000,000. 





Columbian Nat’! Elections; 
C. C. Mullen Vice-President 


At the annual meeting of the Colum- 
bian National Life held in Boston, Febru- 
ary 11, Carl C. Mullen was elected a 
vice-president. Mr. Mullen was born in 
Amherst, Mass., and joined the Colum- 
bian National in 1912. He is a gradu- 
ate of Northeastern University. In 1928 
he was elected assistant secretary, in 
1931 made a member of the board and 
appointed a member of the finance com- 
mittee. A few years ago he was ap- 
pointed director of real estate for the 
company. 

At the same meeting T. T. McClin- 
tock, manager of the service department, 
was elected assistant secretary. 





LIFE INSURANCE on 
RENEWALS eouitasie basis 


RENEWAL PURCHASE CoO. 
Room 2312 70 Pine St., New York 
Telephone WHitehall 4-315! 











FRANKLIN LIFE FIGURES 


The Franklin Life shows in its annual 
statement total assets amounting to $35,- 
627,000, an increase of approximately $2,- 
000,000; insurance in force exceeding 
$175,000,000 and capital and surplus of 
$1,277,561. During the year the Frank- 
lin Life paid to policyholders and benefi- 
ciaries in excess of $3,000,000 




















A CONTRIBUTION 
to our country’s PROGRESS 


This Mutual Company holds for its 5 million policyholders 
95 million dollars of U. S. Government Bonds — 123 
million dollars of bonds of Siates and Civil Divisions 
thereof — and 610 million dollars invested in Public 
Utilities, Railroads, Real Estate Mortgages and varied 
JSorms of Industry and Agriculture. 





“Again we observe that life insurance 
monies provided by provident policy- 


holders flow into all 
parts of the country 
where they can be most 
safely, usefully and pro- 
ductively employed 
and contribute to our 
country’s progress. 
They materially aid the 
Government and the 








DURING OUR 
75TH ANNIVERSARY YEAR 


PAYMENTS TO POLICYHOLDERS 
$85,660,661.99 
TotaL PayMENTS SINCE ORGANIZATION 
AND Reserves HELD 
$2,030,732,930.50 
Tota INsuRANCE IN Force, DECEMBER 31, 1937 
$4,099,237,552.00 


INCREASE FOR THE YEAR 


$283,574,282.00 








various States and Municipalities in the 
maintenance of public safety and public 
welfare; they stimulate and increase the 
activities of industry; and they sustain 
agriculture. They furnish mortgage 
funds for builders and home owners 
and are a substantial factor in the main- 


tenance and increase 
of employment, and 
so— beyond the secur- 
ity for policyholders 
—provide for the 
prosperity of our na- 
tional life.” 


: President 





ASSETS 


LIABILITIES 





Loans on Company Policies 
All Other Assets 


Policy Reserves. . . «+ « 
6 a a ee ae a 


SURPLUS RESOURCES 


Contingency Reserve. . . «© © © © »© © # « 
General SurplusFund. . . . . ales 


iil ‘eae resources $76,358, 292.82 


SUMMARY OF 75TH ANNUAL STATEMENT 


December 31, 1937 


Ecnds ee i * © -@ «© «© & & © w» PRIOR CORT 
Stocks (A at ma:ket value, December 31,1937) . . . « «  20,343,210.11 
Mortgageson RealEstate . . . . «. «© + «+ « 163,102,216.06 


18,403,789.52 

All Other Liabilities « 2. 1 ts tt tt tlw hU)|CSR 898 429.396 
rotat LiasiLities $778,677,091.88 

$25,000,000.00 


90,263,014.17 
142,315,335.59 


" yorat assers $855,035,384.70 


- $707,674,873.00 


51,358,292.82 








A copy of the complete Annual Statement will be sent on request 


JOHN HANcock MUTUAL LIFE INSURANCE COMPANY 


STOM. MASSACHUSETTS 














LHC UNUCTWIILCTs, 


Page 10 





ST 








aS THE EASTERN 
UNDERWRITER 7 








a 
— 






—_ 








Bleetstein First For 

Equitable in New York 
AGENCY LEADS IN JANUARY 
Experience Shows Joint Work Gets 


General Brokers Into Life 
Insurance Production 








The Abraham Bleetstein agency, Equit- 
able Society, New York City, stood first 
among all agencies of the Society in the 
Greater New York area in January and 
placed ninth in the entire company in 





ABRAHAM BLEETSTEIN 


volume of new business. The agency 
showed a 17% increase in premiums over 
January, 1937, and a slight increase in 
volume. Five agents in the Bleetstein 
agency were listed among the 100 lead- 
ing producers of the company. 

A plan which the agency has been de- 
veloping with great success is based on 
developing the life insurance production 
of general brokers through joint work. 
Several of the agents were brought into 
the agency from the general insurance 
field. 

One broker had been in the insurance 
business for nine years but wrote little 
life insurance. His first year with the 
Bleetstein agency, 1934, he paid for $448,- 
000 writing $401,000 on a joint basis. He 
now writes from $400,000 to $500,000 an- 
nually. 

In a second case, a broker in the busi- 
ness twenty-four years entered the Blect- 
stein agency in 1935. He wrote $48,000 
in his first ten months. In November 
and December working on a joint basis 
he paid for: $315,000 giving him the best 
year he ever had. Last year he paid 
for $300,000 life insurance in addition to 
his general business. 

A third broker joined the agency in 
1935. For the first nine months he 
wanted to work alone but in the last 
three months of the year he went on a 
joint basis and paid for $120,000 of life 
insurance in that period alone. 

Mr. Bleetstein has been with the Equit- 
able since 1922, having started in the 
agency of the late C. J. Edwards. He 
was appointed agency manager in 1929. 
His agency is located on the eighteenth 
floor of the home office building. 





BROOKLYN MANAGERS MEET 


A regular monthly meeting of the 
Brooklyn Managers Association was held 
February 9 at the Hotel Bossert. The 
meeting was conducted by Secretary- 
Treasurer A. G. Correll, New England 
Mutual, in the absence of John Scott, Jr. 
A general discussion on current condi- 
tions was led by George Kederich, New 
York Life. 





LARGE AMOUNTS OF GROUP 

The Prudential has recently issued 
forty Group insurance policies for a 
total of $6,356,500 covering 8,307 workers. 








Rukeyser Talks of Insurance 
And System of Free Enterprise 


The Life Underwriters Association of 
New York City at its luncheon meeting 
last week announced that the annual 


banquet of the association will be held on 
Thursday evening, March 10, with Basil 
S. Collins, assistant vice-president Old 
Colony Trust Co. of Boston, as the 
speaker. In addition arrangements are 
being made for an entertainment pro- 
gram and for dancing. 

At the luncheon the speaker was 
Merryle Stanley Rukeyser, financial 
commentator for the New York Journal- 
American and for International News 
Service. He is author of “The Diary of 
a Prudent Investor.” A point he stressed 
in his address was this: “Life insurance 
is not big business. It is, in the aggre- 
gate, but actually the companies are vast 
and successful consumer cooperatives.” 

Mr. Rukeyser said that in the face of 
attacks he hopes the insurance companies 
do not become too defensive. He told 
the agents not to worry about silly at- 
tacks from thoughtless people and ad- 
vised: “Tell what is right with life 
insurance.” The greatest need in insur- 
ance today, he declared, is for the com- 
panies through advertising to merchan- 
dise their agents. 

Statements From Mr. Rukeyser 


Some statements from his address, 
which on the whole endorsed life insur- 
ance, the American system of free en- 
terprise, private thrift and the work of 
the life insurance agent, were these: 

Under the American system of free 
enterprise there are no “under-privi- 
leged” and there will be none as long 
as there are free public schools and so 
long as the gates of opportunity are 
kept open. There are under-competent 
but no “under-privileged.” 

The most scandalous thing in America 
is the lack of appreciation of the life 
insurance agent. Of the 64,000,000 poli- 


cyholders who own 75% of the world’s 
life insurance, the record indicates the 
overwhelming bulk of it was not asked 
for at the counter but was purchased by 
individuals to whom the life insurance 
agents went and sold their product. 

Social workers berate us for being the 
last country to adopt social security. 
While other countries had government 
social security we were making our con- 
tribution through private thrift. 

The management of real estate is the 
greatest opportunity for the companies 
to build public good-will. 

The companies could spend their mon- 
ey no better way than by paying a well- 
trained sales force. 

The proposed savings bank insurance 
plan widens opportunities for sales. 

An agent cannot recommend life in- 
surance unless he believes in the free 
enterprise system in the Unitd States. 
Life insurance and the social security 
scheme are valueless unless industry 
goes on and people work to continue 
our healthy, functioning economic so- 
ciety. 

The trustees of 64,000,000 American 
policyholders are investing in large en- 
terprises and when any person strikes 
at big business he is hitting at the in- 
terests of those 64,000,000 Americans. 

Now is a good time for the average 
man to invest in the expert investment 
service of the great life insurance com- 
panies. 

As old sources of investment dry up, 
new ones must be found. A field exists 
today for direct capital loans to small 
enterprising businesses. In many in- 
stances those small businesses are gilt- 
edged. 


PRUDENTIAL PARTY TONIGHT 

The athletic association of the Pru- 
dential will hold its annual men’s smoker 
in the home office tonight. 











the insurance salesman. 


personalized instruction. 


225 Broadway, New York City 








We inaugurated, on Friday, February 11th, 1938, a series of 
ten lectures given by a professor of public speaking. 


We believe that this type of instruction will be invaluable to 
The class is being limited to a number which will permit 


If you would be interested in attending these classes as a 
spectator, telephone our Mr. Spaulder. 


THE 
LEYENDECKER - SCHNUR 
AGENCY 


IN THE INTEREST 
OF 
GOOD 
SALESMANSHIP 


BArclay 7-3670 








February 18, 1938 
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Since 1848 
UNION MUTUAL LIFE 


INSURANCE COMPANY 
PORTLAND, MAINE 








Great-West Life Statement 
Makes Excellent Showing 


The Great-West Life of Winnipeg ex- 
perienced a most satisfactory year dur- 
ing 1937, according to the report of its 
president, G. W. Allan. New business 
for the year including annuities exceeded 
$53,000,000, which was an increase of 
more than $3,000,000 over the previous 
year, bringing insurance in force close 
to $590,000,000, a gain of approximately 
$14,000,000. 

Total assets of the Great-West at the 
close of the year exceeded $156,000,00), 
which was increased by nearly $7,000,000. 
The mortality rate, interest rate and ex- 
penses remain at satisfactory levels and 
liberal participation returns to policy- 
holders are being continued. Payments 
to policyholders and beneficiaries during 
the year totaled $15,269,000, 74% of the 
payments going to living policyholders. 

The Great-West has invested in bonds 
and debentures 49.4% of its assets; in 
city mortgages and properties 17%; farm 
mortgages and properties 13.8%; policy 
loans 16.6%; stocks 1.2%. 


NEW “COVER-ALL” POLICY 


Non-Can. Sickness and Accident Con- 
tract of Loyal Protective Has 30-Day 
Grace Period; Renewals to Age 6 
The Loyal Protective Life of Boston 

is now issuing a “Cover-All” sickness and 

accident contract, non-cancellable and 
non-prorating, which is sold in conjunc- 
tion with its life insurance _ policies 

While it may be written with any of the 

various forms of Loyal life policies with 

the exception of term and juvenile, its 
special appeal as a companion to the re- 
tirement income plan is stressed. This 
combination will provide in one packet 
an income in case of disability due ‘ 
sickness or accident, a definite and guar 

anteed life income upon retirement 4 

age 60 or 65 and an income for the bene- 

ficiary in case of death prior to retire 
ment. 

Other features are a thirty-one 4a 
grace period, no increase in premium 
after issuance and guaranteed renewable 
to age sixty. : 

The company has designed this new 
policy as the result of a demand in the 
field for a high-grade, moderate-pricet 
non-cancellable disability policy available 
to all prospects desiring complete Pe 
sonal insurance. 











Members of the Columbian National 
Life Star Producers Club, which held @ 
conference at Bermuda, returned [a 
week on the Queen of Bermuda. 
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Savings Have Built America 
Linton Tells Provident Leaders 


Without thrift and savings civilization 
would all back to the level of primitive 
man, according to M. A. Linton, presi- 
dent of the Provident Mutual Life, who 
addressed the opening session of the 
Provident Leaders Club convention which 
was held at the Roosevelt Hotel, New 
Orleans, last week. “Our great factories, 
railroads and power plants would be un- 
known if it were not for the savings of 
many thousands of individual investors 
through the years. From these invest- 
ments of capital our high American 
standard of living has been produced, 
Mr, Linton said. 

“Therefore tax laws which penalize 
thrift and discourage the expansion of 
business enterprise help to retard re- 
covery and stave off the better times 
which we are all seeking. But whatever 
course the economic system takes, life 
insurance will still be bought by millions 
because it is the only system specifically 
designed to fill the financial void caused 
y death.” 

Yue Pree Wise Announces New Club 

Vice-President Willard K. Wise ad- 
dressed the convention on “Our Prod- 
uct,” in which he told the Provident 
leaders that in describing life insurance 
as security, protection and old age in- 
dependence the underwriter sometimes 
modestly neglects to realize that one of 
the most vital ingredients of his prod- 
uct is himself. It is the agent’s creation 
of emotional values that gives peace of 
mind and satisfaction to the policyholder 
long before he ever receives a dollar of 
dividend or a ledger credit of cash value. 

Mr. Wise stressed the necessity of 
production leadership at a time when 
high tax rates, low interest rates and 
prevailing confidence in life insurance 
make the sale of large units particularly 
practicable, and announced a new or- 
ganization to be known as the Provident 
Round Table, membership in which will 
be on the basis of a quarter million of 
paid business in each calendar year. Re- 
gional conventions will also be held. 


Some Others on Program 

Speakers on the program February 7 
were Franklin C. Morss, manager of 
agencies; Henry Bossert, Jr., manager 
of the agency research department; Sam 
Fowlkes, Jr., sales promotion manager of 
the Roosevelt Hotel, and Pat Aldrich, 
president of the New Orleans Association 
of Life Underwriters, who took his hear- 
ets through an amazingly vivid oral tour 
of historic New Orleans, past and pres- 
ent. Clyde L. Baer of Newark, presi- 
dent of the Leaders Club, introduced the 
speakers at this meeting. In the evening 
a reception and dance was held in the 
Gold Room of the Roosevelt. 


Hold Round Table Sessions 


Three concurrent séminars on the spe- 
tialized and technical phases of the life 
underwriter’s job were held February 8. 
Henry Sonneborn, Jr., of Philadelphia, 
third vice-president of the club, conduct- 
ed a seminar on insurance and taxation ; 
Ralph S. Babcock of Los Angeles pre- 
‘ded at a business insurance discus- 
sion, and Harry W. Andrews, Seattle, 
ed the round table on estate planning. 
us tour of metropolitan New Or- 
ans featured the afternoon with a visit 
') the Old French Quarter, the Cabildo, 
the St. Louis Cathedral, the St. Louis 
Cemetery, the fine suburban sections of 
sestty and the busy levees of the Mis- 
. 1, 
AS is customary at Provident conven- 
ons, an evening session was devoted to 


® Open forum in which President Lin- 
i, and Vice-Presidents Wise, E. W. 
“arshall! and F. Phelps Todd answered 


fuestions on many life insurance topics. 

vB \aderson of Cincinnati, second 

e-presilent of the club, presided. 
Ten-a-Month Plan 

a r 1938 occupied the spotlight 

\o Vednesday. Vice-President Wise, 

“sency .\ssistant Ernest A, Farrington 


and Advertising Manager Nelson A. 
White described the company’s effective 
“Ten-a-Month” plan and the advertis- 
ing material which has been built around 
it. 
Dr. Samuel Stevens, professor of psy- 
chology at Northwestern University, con- 
cluded the session with an address on 
the psychological aspects of life insur- 
ance which brought his hearers to their 
feet in spontaneous and sustained ap- 
plause. He cited confidence, concentra- 
tion and contacts as the three biggest 
assets of the life underwriter. Dr. Stev- 
ens gave a number of practical and help- 
ful suggestions as to the development of 
all three and encouraged his listeners 
to keep up with the facts of a changing 
world. Life insurance as a career ful- 
fills the great underlying urge of men 
to perpetuate their influence in terms 
of human need, Dr. Stevens said. Ed- 
ward A. Sawin of Philadelphia, fourth 
vice-president, presided. 


Movies of Mountain Climbing 


A great treat was enjoyed when Pres- 
ident Linton showed colored movies tak- 
en during his recent climbing tours in 
the Canadian Rockies and the Swiss 
Alps. Views from Mt. Assiniboine and 
the Jungfrau were among the best 
“shots” of the evening’s pictures. 

A joint luncheon of the Leaders Club 
and the New Orleans Association of Life 
Underwriters heard Mr. Linton’s talk on 
the problems of old age security. Craw- 
ford H. Ellis, president of the Pan- 
American Life, introduced the speaker. 


Describes Canvassing Book 


“The House of Buckley,” a unique 
canvassing book, was described by its 
originator, L. Mortimer Buckley of Chi- 
cago, the opening speaker in the final 
session. Mr. Buckley told in detail his 
plans for more interviews and greater 
time control, paid tribute to the com- 
pany’s direct mail service which has 
brought him some fine contacts and di- 
rect sales and showed the group the 
canvassing book that has formed the 
basis of hundreds of programming inter- 
views. 

Guy C. Lyman, general agent Pacific 
Mutual, New Orleans, did a magnificent 
job and pleased his audience with an 
inspiring address on the needs of the 
right mental attitude in the life insurance 
business. 





SAMUEL L. JOSEPH DEAD 





Outstanding Figure in Production for 
New York Life Dies in New York 
of Heart Attack 
Samuel L. Joseph, agents’ councillor 
for the New York Life, died suddenly 
February 9 of a heart attack. He was 
82 years old. He had been with the 
company for forty years during which 
he sold a large volume of insurance. 
In 1908 he was the company’s leading 
producer, was president of the Two Hun- 
dred Thousand Dollar Club and in 1937 
was made a member of the company’s 

Top Club. 

Mr. Joseph was born in Uniontown, 
O., and entered the jewelry business. 
In 1898 he became an agent of the New 
York Life in the Chicago Clearing House 
branch, When Mr. Joseph asked to be 
transferred to New York, the present 
Chairman of the Board Thomas A. Buck- 
ner, who was then superintendent of 
agencies, established a new branch of- 
fice in which Mr. Joseph was the lead- 
ing agent. 





ESTATE COLLECTION TAX 


Under the provision of a bill No. 778 
introduced in the New York Assembly 
by Fred A. Young, Section 249-11 of the 
tax law is amended relating to limitation 
of time for collection of tax on estates 
of residents and non-residents to provide 
that no claim for additional taxes shall 
be valid after two years from date of 
payment if proceedings to determine tax 
shall have been had. 
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ot stereotyped, but in- 
dividually designed to suit a 
man’s needs... that’s the mod- 
ern Life Insurance Program. 


To impress this point, the 
Metropolitan advertisement in 
the February magazines* pic- 
tures a potter working at his 
wheel. Around him are vessels 
of clay which his clever hands 
have molded into many differ- 
ent shapes—each one fash- 


ioned for a particular purpose. 


The picture and the text make 
clear to the reader that his 
Program can be shaped to suit 
his needs. With the help of his 
Life insurance Field-Man, he 
can arrange for the kind of 
protection he wants his family 
to have. 


*Business Week, Collier's, Cosmo- 
politan, Forbes, Nation's Business, 


Saturday Evening Post, Time. 


METROPOLITAN LIFE 
INSURANCE COMPANY 


Frederick H. Ecker, Chairman of the Board 
Leroy A. Lincoln, President 


ONE MADISON AVE., NEW YORK, N. Y. 
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r IDEAS that CLICK | 
By Paul Troth 


No two agents sell insurance in exactly 
the same way, which also applies to the 
way they get prospects. What they sell 
and how they sell it is principally an idea. 
Some ideas which have proved successful, 
and which are now being employed, will 
be offered readers of The Eastern Under- 


writer in this column from time to time. 
No. 20 


To take the fives and tens that are 
just so many policies and to fit them 
with some purpose into a man’s life in- 
surance delig rht of those 
agents ahead of 


estate is the 
who put 


service not 





It’s like 


bricks or are 


that—Have you only a pile of 
you building something? 


selling, but as an important preliminary 
to future sales. 

Timothy W. Foley, recently appointed 
general agent for the State Mutual Life 
in New York City, makes his approach 
on that basis. He has sufficient confi- 
dence in his own ability and in his pres- 
entation of planned life insurance to 
say: “Mr. Prospect, when you have your 
life insurance worked out for you like 
this, you’ll never again be bothered with 
people trying to sell you insurance, you'll 
buy it.” 

Life insurance to him is tied up tight 
to life itself and the dollars that a man 
invests in life insurance are sacred dol- 
lars. His first interview in which he 
sells himself and the programmed meth- 
od of life insurance to his prospect is 
accompanied with illustrations and with 
visual material drawn from eighteen 
years in the business. He was 16 when 
he started. To his new prospect he 
presents reasons why a man’s life in- 
surance should be programmed and gives 
evidence of life insurance in action. 

That illustrated sales talk comes closer 
than any I have ever heard to breaking 
down the alibi that an insurance agent 
has no wares to display. 

By his prepared list of questions; by 
clippings; by an album of snapshots of 
children whose futures he has protected 
with insurance; by copies of claim 
checks; by duplicates of actual pro- 
grams he has sold; by testimonial let- 
ters he has received from young widows, 
from older annuitants and from policy- 
holders who have grasped a new mean- 
ing of the value of their life insurance 
since each policy was programmed to do 
a definite job, Tim Foley shows that life 
insurance perpetuates income just as 
vividly as the vacuum cleaner salesman 
demonstrates that his machine will take 
dust out of the rug. 

In that interview Tim Foley sells ser- 
vice; shows a man that his life insur- 


ance policies can be built into a wall 
of protection for his wife 
3y that 


and children. 
method makes clients. 


Westchester County Men 
Organize Association 


W. LESLIE RADCLIFF PRESIDENT 
Meetings to Be Held Third Thursday 
Each Month; Membership 
Is Now Fifty-One 





One of the newest organizations 
among the life underwriters 
is the Life Underwriters Association of 
Westchester. The president is W. Les- 
lie Radcliff, Travelers, Yonkers, N. Y. 
Vice-president is Charles B. Heartfield. 
Secretary is Kris Kristensen, Equitable 
Society, Yonkers. Treasurer is Fred- 
erick J. Elder, Equitable, Irvington. 

The following were elected directors: 
W. A. Gindele, Northwestern Mutual, 
New Rochelle; Frank H. Meyer, Penn- 
Mutual, Yonkers; Curtis H. Deming, 
Connecticut General, White Plains; 
Charles A. Egenolf, Prudential, New 
Rochelle; H, Edwin Brown, Equitable, 
Ossining, and Waller V. Morgan, Provi- 
dent Mutual, Mt. Vernon. 


Chester O. Fischer a Speaker 


The association was formally organ- 
ized at a dinner meeting held in Leigh- 
ton’s Inn on the Saw Mill River Park- 


associations 


way. Charles B. Heartfield was chair- 
man of organization committee. Fifty- 
one charter members were enrolled. 
Principal speaker at this meeting was 


Chester O. Fischer, vice-president Massa- 
chusetts Mutual. 

At a subsequent meeting Frank H. 
Meyer was elected National Association 
committeeman and Curtis H. Deming 
submitted his. resignation as he has been 
transferred to Buffalo. The resignation 
of Messrs. Meyer and Deming from the 
board created two vacancies which were 
filled by the election of Raymond J. 
Casey, John Hancock, Mt. Vernon, and 
Ernest H. Slaybaugh, Northwestern Mu- 
tual Life, Yonkers. 

Delegates to the State Association are 











No. 27 Wall Street, in the heart 
of the financial district of New 
York in the 1850's —first home 
of the United States Life. 





On February 11, 1850 


the financial committee of the newly formed United 
States Life reported the entire stock issue subscri}». 
the first day offered, and resultant capital invested jn 
the soundest securities — entirely Federal and State. 


The Company's tradition of conservative investment has 
carried it securely throughthe warsand depressions of 88 
years. Progressive as well as venerable, it now offers «world. 
wide, continuing service, arapidly expanding domestic 
business, a full line of guaranteed-cost contracts, anda 
profitable future for agents in a fast-growing Company, 


THE UNITED STATES LIFE 
INSURANCE COMPANY 


IN THE CITY OF NEW YORK 
101 Fifth Avenue 


1 on 


New York, N.Y. *~ 


os sadifas —- 





\W. Leslie Radcliff, Kris Kristensen and 
J. Monroe Kenney, Jr., the latter with 
the Travelers in Yonkers. Field Robin- 
son, Northwestern Mutual, Yonkers, is 
alternate delegate. 

[inner meetings are held at the Hotel 
Gramatan, Bronxville, the third Thurs- 


day of each month, and judging from 
the enthusiasm demonstrated to date, 
there is the makings of a real live 


organization. The committees are all 
functioning and the membership is in- 
creasing. Speakers have included Harry 
Everts Morrow, former president of the 
ae Underwriters Association of New 

York City, and Hubert E. Davis, secre- 


tary to the president of the C. B. 
Knight Agency, Union Central, New 
York City. 


An all-day sales congress is scheduled 
March 17 at the Hotel Gramatan. Three 
delegates attended the recent meeting of 
the State Association in Albany called 








pects. 





One of a series— 
Giving facts about 


the Fidelity. 








SIMPLE AS ADDING TWO AND TWO 


It is a simple matter for Fidelity 
agents to find exactly the extent and 
frequency of their use of its Direct Mail 
service to produce a given result. 
over twenty-two years the company has 
compiled information on its mailings in 
thirty-seven states to millions of pros- 


eral returns are immeasurable. 


THE FIDELITY MUTUAL LIFE 


INSURANCE COMPANY 
PHILADELPHIA 


Walter LeMar Talbot, President 


For 











The nearly half a million direct leads 
received have represented an average 
reply of 16.7% of all those circularized 
and each eight cents invested by agents 
have brought in a first year premium 
over these years, ranging from two to 
three dollars. 


* ° 
These are direct returns—the collat- 




















for the purpose of discussing the savings 
bank bill. 
The committee chairmen are these: 
Meetings, J. Karr Kelly, Northwestern 


Mutual, Yonkers. 

Program, Charles Jones, Travelers, 
Yonkers. 

Business Standards, Frank H. Wiley, 


Penn Mutual, Yonkers. 
By-laws and Legislation, H. Edwin 
Brown, Equitable Society, Ossining. 
Education and Publicity, Field Robin- 
son, Northwestern Mutual, Yonkers. 
Finance, John H. Cooper, Travelers, 
Yonkers. 
Membership, R. A. Bush, Mass. Mu- 
tual, White Plains. 


Newark Trust Co. Dines 
Life Association Members 


We are learning to give and take and 
we must all play our parts, Frank M. 
Totton, second vice-president Chase Na- 
tional Bank, New York, told members of 
the Life Underwriters Association of 
Northern New Jersey at a_ testimonial 
luncheon to members by officers of the 
Fidelity Union Trust Co., Newark, Feb- 
ruary 14. Mr. Totton continued: 

“As long as we have something to 
give we must give it. There are some 
things which are made to stand, two of 
them are the banking business and the 
life insurance business. Let us _ not 
think of war, but of the things that are 
building up our nation and the many 
problems we are facing daily in both 
the business and social field.” 

President Lloyd D. Harrison of the 
association presented to Louis G. Rude 
a handsome plaque for his untiring ef- 
forts in building up the membership. 
Mr. Rude, who is a member of the 
Louis D. Day agency in Newark for the 
Mutual Benefit, has held various pos 
tions with the association and is one 
of the charter members. 

A report by Ernest D. Finch, Jr., sec- 
retary of the association, showed that the 
membership has reached a_ new high 
mark, 353. 








TORONTO SALES CONGRESS 


The fourteenth sales congress of the 
Life Underwriters Association of Toronto 
was held February 17. Special speakers 
were E. E. Reid, hoc -president and 
managing director, London Life; Et 
ward Morton, adv ertising manager Nort 
American Life, and A. R. Jaqua of Gi- 
3ulletins 


cinnati, editor Diamond Life 

Among underwriters taking part we 
Tohn Macpherson, Sun Life; Bernar' 
Vise, Imperial Life; David Mennic 


Metropolitan Life, and Ryrie Smith, Mu 
tual Life of Canada. 





ROUND TABLE LIFE MEMBER 
Edward L. Arthur, independent inst 


ance broker of Tampa, Fla., has beet 
notified of his election as a ‘member of 
the Million Dollar Round Table fo 
1938-39, which qualifies him as a lif 


member of the Round Table. 
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HOME LIFE INSURANCE COMPANY COMPANY OF 
256 Broadway, New York OPPORTUNITIES 
a 
— ETHELBERT IDE LOW, Chairman of the Board JAMES A. FULTON, President 
he savings 
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rthwestern 
H. Wiley, 
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Tembers WHAT IS MODERN In 1933, a retail store in Detroit deal- 
1 take and ing in electrical appliances liquidated 
bone? LIFE INSURANCE’S its business. Arthur D. Sutherland 
vember of was its thirty-five-year-old President. 
ciation ol x . . . 
neers MOST SALEABLE He decided to enter the life insurance 
—a business and became a producer for 
 — SERVICE ? the Home Life with a natural in- 
1ething . 
‘are. som terest in Management methods and 
nd, two of seilssbtet 
ss and the Arthur D. Sutherland possiblities. 
t us not - , 1c ‘ _ _ : 
rs that are Arthur Sutherland says it is His progress was rapid. After a 
the many limited period of supervisory activity he realized his objec- 
, ot ss 4 . 
dip Planned Estates, pioneered by tive when he was appointed a General Agent. His agency in 
ae Home Life in 1933. It was thc 1937 was one of the Company’s ranking five in total paid 
eS Oe ye premiums. To attain such leadership in s0 short a period 
ex of - 4 with a seventy-eight-year-old company is a_ creditable 
irk for me ak ° - i . 
‘ious. posi eral Agent. If you would like achievement. However, Mr. Sutherland points to Home Life 
sealcoas a review of its features that methods as the factors that contributed most to his success. 
bee ee ee rn “Tl had something to work for.” he says, “and a plan by 
s : 
new high ill which to work. I peli as I looked into the business of 
alike, write for a booklet called life insurance selling that Agency Management was the 

ane “Planned Estates”. field I probably would like best, and Client Building 
of Toronto Through Planned Estates seemed the most saleable service 
11 speakers wo i er 

ident = Address modern life insurance could offer. In addition, I felt fully 
cee North confident that Home Life would reward my efforts with 
se a C. C. FULTON, Jr. an Agency appointment the moment | fully qualified. 
part wert They did.” 

; Bernarl ncy Vice President : eo ‘ 
Lg aan Home Life’s ability to reward trained and able men with 
smth, Me . +a . + . 

| greater opportunity is its pride. That it continue to be a 
EMBER Company of Opportunities is a definite Company policy. 
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HEARD On The WAY | 





An item of outstanding interest to all 
interested in insurance history is the 
identification of the site of the office 
in London where life insurance as based 
on mortality statistics was first trans- 
acted. This site is given in “The Birth- 
place and Genesis of Life Assurance,” a 
book just published by Frederick Muller, 
Ltd., as being in St. Nicholas Lane, 
Lombard Street, in the heart of the city. 

In an introduction by W. Palin Elder- 
ton, the distinguished actuary, it is re- 

alled how, when J. G. Anderson retired 
from the secretaryship of the Equitable 
Life, he undertook to investigate the 
earliest records and discover what data 
could be obtained from them. Mr, An- 
derson’s investigations commenced with 
a scrutiny of the ancient minute-books 
of the Society for Equitable Assurances 
on Lives and Survivorships and extend- 
ed to an accumulation of the notebooks 
of collectors of sewer rates in the Guild- 
hall Library and to the tithes book of 
the Church of St. Nicholas Acons. 

Various shreds of evidence, including 
a note on one of the Society’s papers 
showing that the lessor of certain prem- 
ises in Nicholas Lane was the Dean of 
Exeter, were collected to secure identi- 
fication. The success of Mr. Anderson’s 
painstaking researches justified the City 
of London Corporation in 1937 in placing 


a plaque on the Westminster Bank 
Building in Nicholas Lane, stating that 
it marked the site of the parsonage 
where scientific life assurance began in 


1762 
After reading of these fascinating re- 
searches it is something of an anticlimax 


to learn that the actual inauguration of 
permanent life insurance took place in 
the White Lion Tavern, not far away 
in Cornhill, where the board of the 


Equitable held its first six weekly meet- 


ings in 1762 and accepted twenty-seven 
prop sals while the office in Nicholas 
tome was being prepared. The White 
Lion Tavern was destroyed by fire in 


1765, having provided quarters for the 
directors for only a few weeks, whereas 
the first offices of the Equitable were 
at Parsonage House, Nicholas Lane, for 
many years. From that small beginning 
life insurance rapidly spread to the four 
corners of the earth. 
Uncle Francis. 





NEW BOSTON GENERAL AGENT 





George R. Clark, Assistant Superintend- 
ent of Agencies, Security Mutual, With 
That Company Since 1925 


George R. Clark, assistant superintend- 
ent of agencies, Security Mutual Life, 
has been made general agent in Boston. 
His insurance career began with ‘the 
Tre ave lers in 1913 at the head office cash- 
ier’s department, and, later, he was with 

that division in several branch offices. 
During the World War he went overseas 
as a first lieutenant, 86th Division. Re- 
turning to this country he became per- 

mnel manager of a Chicago manufac- 
turing outfit. 

In 1925 Mr. Clark joined the Security 
Mutual, and after success as an agent in 
Philadelphia was made field supervisor 
at the head office, and then assistant su- 
perintendent of agencies. 





WOFFORD AGENCY WRITINGS 


Harris L. Wofford, manager Manhat- 
tan Ordinary agency Prudential, New 
York City, reports paid January busi- 
ness $444,718 which is more than 8% 
increase over January, 1937. 


NO REINSURANCE DEDUCTION 


Oklahoma Rules on Manner in Which 
Foreign Companies Shall Report 
Premiums for Taxation 
The Oklahoma Insurance Department 
has advised all foreign companies that 
in computing premium tax on 1937 busi- 
ness they will not be permitted to de- 
duct from gross premium income rein- 
surance premiums paid to admitted com- 
panies. This action is the aftermath of 
the decision by the United States Su- 
preme Court in the case of Connecticut 
General Life versus Charles Johnson, 

treasurer for the State of California. 
The Oklahoma laws make no provision 
for such reduction, which has been per- 
mitted in the past as a means of more 
equitably distributing premium taxes due 
the State of Oklahoma. Heretofore re- 
insuring companies have paid the tax on 
premiums ceded to them instead of the 
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ANNOUNCING! ~ A New Loyal Policy ~ 
“THE COVER -ALL” 


A Unique Sickness AnD Accipent Poticy To Be Sotp Wits Lire INsurince 








No Premium Increase At Any Time 





NON-CANCELLABLE—NON-PRORATING 


Thirty-one Day Grace Period—Guaranteed Renewable to Age 60 
Sickness Coverage for Non-Confinen 


COMPLETE PERSONAL INSURANCE IN “ONE PACKET” 
LOYAL PROTECTIVE LIFE INSURANCE COMPANY 
BOSTON, MASSACHUSETTS 





rent 








state collecting direct from the writing 
company. This action will not affect the 
amount of taxes collected by the state 
but will change the responsibility of the 
companies, 


E. A. Woods Co. Staff Honors 
Wm. M. Duff on 60th Birthday 





WILLIAM M. DUFF 


The entire organization of the Edward 
A. Woods Co., representing the Equita- 
ble Society throughout western Pennsyl- 
vania, staged a two-day production cam- 
paign in honor of the sixtieth birthday 
of William M. Duff, president of the 
Woods Co., during which they produced 
$13,550,000. The event was celebrated 
February 2 with a dinner at the William 
Penn Hotel, Pittsburgh, which was at- 
tended by the officers and personnel of 
the Woods agency from Allegheny Coun- 
ty. William J. Powell, vice-president and 
treasurer of the firm, was the principal 
speaker. Similar dinners were held si- 
multaneously in ten other districts by 
the branch offices of the Woods agency. 

Mr. Duff, who rose from the position 
of messenger boy to president of the 
largest insurance agency in the country, 
joined Edward A. Woods in 1898. after 
graduating from Allegheny High School. 
He has many and diverse interests in- 
cluding education, philanthropic, business 
and civic affairs, being trustee of West- 
minster College, director of Colonial 
Trust Co. of Pittsburgh, member of Pitts- 
burgh Chamber of Commerce, the Civic 
Club, Historical Society of Western 
Pennsylvania and other organizations. 





Left to right: R. G. Lafean, W. J. Powell, Dorothy Paulin and Robert Piper 





STAFFORD H. PARKER DEAD 

Stafford H. Parker, with the mortgage 
loan department of the Life Insurance 
Co. of Virginia, died last week, age 60 





a unit of men. 


Write giving all particulars. 


94 Fulton Street 





WANTED: A SUPERVISOR 


An established life agency located in Newark, New Jersey, requires the 
services of a supervisor, one who is qualified in recruiting and supervising 


Compensation will be on a salary plus basis. 


Address Box 1322 
THE EASTERN UNDERWRITER 


New York City 





LEADERS IN PURCHASING 

Brokers, bank managers and real 
estate company officials led all other oc- 
cupational classifications last month in 
total amount of life insurance purchased 
in big policies, according to the Lincoln 
National Life monthly survey of buyers 
of policies for $10,000 or more. 








Insurance Company 


BINGHAMTON, N.Y 











Frances McCaffrey 25 Years 
With Clyde F. Gay Agency 


A quarter century of service with the 
Aetna Life brought a Valentine Day 
celebration to Miss Frances K. McCaf- 
frey of the Clyde F. Gay agency, Bos- 
ton, who entered that office February 
14, 1913. At an agency meeting at- 
tended by members of the Aetna field 
and office personnel, and guests, Miss 
McCaffrey was presented with séveral 
large floral remembrances as well as a 
portfolio, a twenty-five year service pin 
from President Morgan B. Brainard and 
a fountain pen desk set from the office 
staff serving under Cashier Julian T. 
Williams. 





HERMAN GENERAL AGENT 





Leaves Agency in Cincinnati to Become 
Associated With Northwestern 
National Life There 

The Northwestern National Life has 
appointed Thomas M. Herman general 
agent in Cincinnati. For five years he 
has been agency supervisor in one of the 
principal agencies in that city. 

A graduate of University of Michigan, 
Mr. Herman entered life insurance in 
Detroit as a personal producer. He went 
to Cincinnati in 1933. Although his work 
there has been chiefly supervisory he has 
continued to write a substantial volume 
of personal business. Mr. Herman's 
agency will be located at 530 Chamber of 
Commerce Building. 





HELD VIRGINIA PRESIDENT 

Lewis I. Held, agent at Richmond 
for the Northwestern Mutual, has been 
elected president of the Virginia Asso- 
ciation of Life Underwriters, succeeding 
Wilson M. Brooks. 


St. George Grinnan was appointed sec- 
retary-treasurer. Five vice-presidents 
were elected as follows: E. Dudley Cal- 
houn, Roanoke; Walter W. Bridges 
Danville; E. B. Felde, Lynchburg; E. W. 
Fenn, Newport News; Lloyd Grove, Nor- 








Az WANTED: A UNIT MANAGER <i 
By a New York City life insurance company. Must be a good 
personal producer. Write giving age and present connection. 


Box No. 1323, The Eastern Underwriter, 94 Fulton St., N. Y. City 
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Round Table Members 
Cultivate Attorneys 


MOST PROSPECTS SEE COUNSEL 
Million Dollar Writers Tell Experiences 
At Hotel Roosevelt Dinner; Know 
All Term Insurance Answers 





rs persons solicited for life in- 
airance said they wanted to discuss the 
matter with their wives. Now, in most 
cases Where the insurance is for $5,000 
r more, agents are told that the pros- 
pect wants to discuss the matter with 
his lawyer. What should be the atti- 
ude of the agent in handling the pros- 
nect’s C unsel ? 

'That was theme of a dinner meeting 
{the Million Dollar Round Table mem- 
bers in this area, held at Roosevelt 
Hotel, Tuesday night. Jack Lauer, Cin- 
cinnati, chairman of the Round Table, 
and Paul C. Sanborn, Connecticut Mu- 
tual, Boston, sat at the head of the table. 
Felix Levy, Penn Mutual, led off the dis- 
cussion. He made a plea for a minimum 
{ friction between agents and lawyers. 
Iulius Eisendrath, Guardian, told of en- 
countering a lawyer for one of his pros- 
pects during his early insurance days. He 
thought he could set the lawyer right 
in an argument; went to the bat about 
it; but at conclusion of the discussion 
the lawyer gained the idea that Eisen- 
drath had tried to be a lawyer once but 
had failed. “Since then,” said Mr. 
Fisendrath, “I do not argue with law- 
vers, I listen to what they say with 
greatest respect; pretend their objec- 
tions are first time I encounter the ob- 
jections; then make a comment or two 
to set the lawyer thinking. Sometimes 
I walk out with an application on the 
lavyer and his assent to the prospect’s 
taking insurance, too.” 

Others present also agreed that law- 
yers should be handled with respect and 
friendliest of cooperation. 


Other Speakers 


Terrific lambasting given life insur- 
ance through muckraking books and 
some other sources came up for review. 
Lester Rosen, Union Central, told how 
he met term insurance arguments by 
long range illustration. Meyer Gold- 
stein told of effectiveness of selling com- 
bination of retirement annuity and busi- 
ness insurance. One of the speakers 
compared effect on future estates of ad- 
vice given by investment advisers as 
compared with results from insurance 
policies. 

Among speakers were these: 

Frel S. Goldstandt, Equitable; Gerald A. 
Eubank, Prudential; Maurice A. Blate, Mutual 
Benefit; Isidor Herzfeld, Equitable; Tom K. 
ey inl Eugene Klein, Northwestern Mu- 
tal; A 


Massachusetts 


For y¢ 


Louis G. 


Crandon, Henry Stockman and Albert Hopkins. 


NEW BUSINESS 12% LESS 
New life insurance for January was 
21% less than for the first month of 
1937, according to the Association of 
Life Insurance Presidents. New paid- 
lor life insurance—exclusive of revivals, 
mereases and dividend additions— 
amounted to $589,165,000 last month in 


comparison with $670,390,000 in Jan- 
lary of last year. 
Ordinary insurance was $377,789,000 


‘Sainst $432,934,000 in January of 1937— 
a decrease of 12.7%. Industrial was 
$179,975.44) against $195,405.000—a _ de- 
‘ease of 7.9%. Group was $31,401,000 
Sainst $42,051,000—a decrease of 25.3%. 


KIGER SUCCEEDED BY KELLY 
_ Forest \. Kiger, Massachusetts Mu- 
tual age in Wheeling, has announced 


a ion to return to personal pro- 
Whects He will continue with | the 
“heelins agency. Chester D. Kelly, 
with the a rency for two years, has been 


‘point. ‘eneral agent in Wheeling. 





HOWLAND MADE GENER’L AGENT 


Frank W. Howland, agency assistant 
ae ctts Mutual, has been ap- 
pointed <cneral agent in Memphis suc- 
ceeding 


lhomas C. Looney, deceased. 





Returns to Wells Agency 
Of National Life of Vt. 


Percy A. Peyser has resigned his con- 
nection with the Lloyd Patterson agency 
of the Massachusetts Mutual Life, New 
York City, to become associated with 
the Edgar T. Wells agency of the Na- 
tional Life of Vermont, 55 Liberty 
Street. Mr. Peyser was formerly a 


member of the general agency firm of 


PERCY A. PEYSER 


that company with Mr. Wells. Widely 
known among life insurance people in 
New York Mr. Peyser is not only a 
substantial personal produccr but has 
had unusual experience in management 
and training of agents. Before enter- 
ing life insurance about a dozen years 
ago he was treasurer of the Fiat Corp. 
of America, distributing that make of 
foreign automobile. 

Maurice W. Metzler, Jr., and A. Wat- 
son Bremner, both formerly of the Pat- 
terson agency, will also become affiliated 
with the Wells agency. 

ANNUITY RATES ADVANCED 

Complete revision of rates for Cana- 
dian government annuities, involving in- 
creases of from 8% to 19% above those 
of two years ago, has been finished and 
the new scale placed in effect. The new 
scale contains added increases in the 
higher age groups, particularly for wom- 
en, while payments are less than the in- 
terim rates for younger pcople, par- 
ticularly for men and boys. The rates 
continue to be based on a 4% return. 


GIRARD ASSOCIATE ACTUARY 

Directors of the Girard Life of Phila- 
delphia have appointed H. M. Horne 
associate actuary of the company. Mr. 
Horne, who has been assistant actuary 
for some years, is an associate of the 
Actuarial Society. 


TO SEE LEHMAN WEDNESDAY 





New York State Savings Bank Insurance 
Bill Amendments Will Be Discussed 
With Life Underwriters 
The New York savings bank insurance 
bill is in the amendment stage. The com- 
mittee of the State Association of Mu- 
tual Savings Banks met yesterday and 
the committee of the New York State 


Association of Life Underwriters has 
been meeting. The life underwriters 
will see Governor Lehman next Wed- 


nesday. 

The bill as introduced put the New 
York State Insurance Department 
squarely into the insurance business as 
a competitor of insurance agents and 
would have made the Department oper- 
ate in this direction for the benefit of 
savings banks, most of whom do not 


want to be in the life insurance busi- 
ness. The amendment will kill that 
feature. Amendment of the mutual sav- 


ings banks is for a corporation financed 
by the savings banks which would issue 
life insurance to be sold by the banks 
over the counter and for a $7,500 limit 
on one life. 


Some Additions to A. L. C. 


Financial Group Program 


Several additions have been made to 
the program for the Mid-winter meet- 





ing of the Financial Section of the 
American Life convention in Chicago 
February 22. Franklin Briese, assist- 


ant manager, investment department, 
Minnesota Mutual Life, will give a pre- 
pared discussion of the paper of M. H. 
LeVita, statistician of the Fidelity Mu- 
tual Life, on use and value of tabulat- 
ing machine equipment in an investment 
department. Richard Calkins of the New 
World Life’s investment department, 
similarly will discuss the paper of Grant 
Torrance, assistant treasurer, Business 
Men’s Assurance, on investment costs 
and their determination. Succeeding this 
will be a discussion by Frank Travers, 
second vice-president, Lincoln National 
Life, following an address by Paul 
Fisher, treasurer, Indianapolis Life, on 
some problems of public utility inden- 
tures. 

Other features will be “Some Reflec- 
tions on an Investment Policy for 1938,” 
by G. Robley Mackay, assistant treas- 
urer, Sun Life of Canada; “Meeting To- 
day’s Conditions in Bond Investments,” 
by David Gordon, investment secretary, 
Monarch Life. 


CAPT. PEDRICK ELECTED AGAIN 

Captain William J. Pedrick on Wed- 
nesday was re-elected president of the 
Fifth Avenue Association of New York 
City for the eighth consecutive term. 
He is a general agent for the Equitable 
Society. 





FIRST OHIO CONVENTION 


The Ohio Association of Life Under- 
writers will hold its first annual conven- 
tion in Cleveland on April 8 and 9. Pro- 
gram chairman is C. Vivian Anderson 
of Cincinnati. 
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offered for sale. 


New York. 





Seven Volume Court Record 
Armstrong Investigation of 
Life Insurance Companies 


The advertiser has the court record in seven volumes of the 
Armstrong Investigation of Life Insurance Companies, which is 
This investigation record constitutes an invalu- 
able addition to an insurance library. 
A. M. W., Box 1321, The Eastern Underwriter, 94 Fulton Street, 


SALE= 


If interested address: 





R. G. Engelsman Agency 
Celebrates 10th Year 


DINNER AT HOTEL WARWICK 


Two of Company’s Largest Writers In 
Agency; Six Former Representa- 
tives Are General Agents 


The tenth anniversary of the Ralph ( 
Engelsman agency of the Penn Mutual 
was celebrated at the Warwick Hotel, 
New York City, last week at a dinner 
dance. Among those from home office 





ENGELSMAN 


RALPH G. 


were Mr. and Mrs. John A, Stevenson, 
Major and Mrs. Alexander E. Patterson 
and Mr. and Mrs. George White. 

This agency started from scratch at 2 
Park Avenue; moved to 150 Broadway, 
and then to the forty-sixth floor of 500 
Fifth Avenue. Since its start six of 
the Engelsman organization have been 
made gencral agents. In the agency 
are some of the company’s leading 
writers, including Felix Levy and Harry 
Phillips. Eric Wilson, production man- 
ager, has not only been a _ successful 
agent but has done well as a talker and 
writer. A book he wrote is “There Are 
No Strangers.” 

Mr. Engelsman became an agent 
when very young. It was nineteen years 
ago. He soon was a large personal pro- 
ducer. He has written a number of 
books; has presided at unusually large 
gatherings of insurance men; has talked 
in all parts of the country; has won a 
national reputation as an educator. A 
campaign by the agents resulted in 100 
applications being written in ten days. 

WESTERN RESERVE IN A. L. C. 

The Western Reserve Life, Texas, 


has been elected a member of the Amer- 
ican Life Convention. 


WOODWARD and FONDILLER, Inc. 


@ Consulting Actuaries @ 








90 John Street, New York 
Telephone BEekman 3-6799 














HAIGHT, DAVIS & HAIGHT, Inc. 


Consulting Actuaries 
FRANK J. HAIGHT, President 
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Woodward, Ryan, 
Sharp & Davis 
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SCHOOL INSURANCE CONFUSION 
The education law New York Stat« 
treating with the insurance powers and 
duties f boards and trustees 1 si 
loosely drawn, sometimes contradictory, 
that the boards and trustees of the 
schools are considerably confused in 
their placing of insurance 


The insurance responsibilities of school 


boards and trustees as prescribed by the 


education law are discussed consider- 
able detail in an article in a 

issue of the New York State 

Boards Association’s by 
sell M. L. Carson, president of the 
Falls Board of Education and chairman 
if the 1 bondin 


school 


recent 
School 
Journal Rus- 
Glens 
nsurance ane problems’ 


cominittee of the state’s boards’ 


association. 


An 


ance 


suid- 
kinds 
to which schools can be 
liability 
to direct 
llaneous hazard. 


for 


prog the 
boards lists twenty 


insurance 
school 


ram 
of 
of property loss 
subject; ten 
ages; 


types of for dam- 
financial 
All 


claim 


two exposures 
loss; and one misce 
not exist as serious 


one school, 


of them do 
hazards in any and in many 
cost of insurance for some of 
them would be out of proportion to the 
risk but 
tioned to illustrate the claim trends that 
have developed since the turn 
tury, while the sections of the 
affecting insurance 
little change. 


cases the 


involved, their number is men- 
of the cen- 
education 
law have undergone 
of the 
law which cover insurance in 

Mr. C 
ing, rather 
that the district 
that comes under an exception in Sec- 
tion 868 after the 
need its 
ap- 
be- 


sub- 


There are four sections educa- 


tion some 
regards it “as 
for 


school 


way arson amus- 


than serious,” instance, 


board of a city 
learn searching 
references that it insure 
school buildings and their furniture, 
and appurt but that, 
the exc pti n is only 
livision of 


can 
not 
paratus enances, 
causi of a 


one section and not a sub- 


another that it is re- 
the 


school 


division of section 

school library in a 
district 
library is vested in the 
liability 
assumed 


be 


quired to insure 
fixed by a 
title to the 


there is nc 


sum meeting 
If the 
city to be in- 
that 


fixed at a 


school 
sured, and it can bs no 
sum of insurz 
direct 
The 


clause 


ance will 
meeting 

other 
that it 
property, 
to 
chools 

icable to the 
school property, 


wording f an 
makes it clear 
insurin: 


insurance 
compre- 
that it is 
legal 
section is 
of fire 
meaning 


hends 
not a 


and 


mandate insure lia- 


the 


any 


This 


matter 


bilities of 
appl 
insurance 


wholl, 


on 
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Single copies 25¢ 

by Postal or Express Money Order by Bank 
the New ) ct under the act 
primarily buildings, and there has never 
becn any construction placed upon 
trustees or boards of education to carry 
other forms of insurance. Nevertheless, 
the language is very broad and in the 
absence of a specific limitation to fire 
insurance, conceivably could be con- 
strued in the courts to impose a duty 
on the schools to insure all recognized 
kinds of property losses to which the 
school property might be subject 


MANY ARMY AND NAVY OFFICERS 
SOON ENTER AVIATION 

committee on aviation of the Ac- 
of America at its last 
discussed other topics 
Navy offi- 
In connection with 


The 
tuarial Society 
meeting among 
the Army 
cers entering aviation. 


proportion of and 
restrictions should 
imposed on policies issued to West 
Point cadets or of the 
Army ascer- 
classes 


the question whether 
be 
recent graduates 
Academy the committee 
tained that out of the West Point 
of 1929-1935, inclusive, 32% of the gradu- 
ates had gone into aviation by the end 
f 1936. The percentage of the several 
varied from 19 to 41, the per- 
centages being lower for the more re- 
cent Of 627 members of these 
graduating classes who went into avia- 
tion 560 within the first 
after graduation, most of these being as- 
to the Air Corps immediately 
graduation, About half of those 
started flying craduated 
from the course and received a pilot’s 
rating. It appears, therefore, that the 
risk is rather small of officer’s 
tering aviation except at the time of his 
graduation from West Point. 

In the Annapolis 
had gone into aviation by the end 
1935. The general practice in the 
Navy is to Annapolis graduates 
0 two years of sea duty before allow- 
them training. Of 
those classes which had been exposed 
long to allow for this, 
H% taken up flying. The number 
who gone into aviation after they 
been out of Annapolis more than 
years is small. 


classes 
classes. 


entered year 
ened 
upon 


who training 


an en- 


1929-1934, 


classes of 


assign 
t 
ing to take aviation 
enough about 
have 
have 
have 
three 


M. J. Cleary, president Northwestern 


Mutual Life, and an alumnus of Uni- 
versity of Wisconsin, was a speaker at 
the Founders’ Day dinner of the Alumni 


Association in Chicago Febru iry 11, 
brating the eighty 
the ienndioee 


cele- 
eighth anniversary of 


* . 
Cecil F. Shallcross, North 


British & 
Mercantile, visited Sea Island, G 














WILLIAM H. DALLAS 


James B. Slimmon, Murray J. Waters and William H. Dallas are 
elected 
Slimmon has been secretary 
Aetna Life; 
Association 


Life 
Mr. 


new vice-presidents of the Aetna 
the company a.number of years. 
Dallas is chief underwriter of the 
of the Minneapolis Mortgage 
in 1933. 


Bankers 
* 


Miss Elizabeth Haviland, daughter of 
Mr. and Mrs. John T. Haviland of West- 


field, N. J., and Charles A. Whitney, Jr., 
of New York City were married Feb- 
ruary 12. Mr. Whitney, a Harvard 
graduate, is with the Equitable Society. 
Mr. Haviland is manager in the Dore- 
mus-Haviland agency, Guardian Life, 
New York City. The bride’s only at- 


tendant was her twin sister, Miss Janice 
Haviland. 
* * 

Frederic W. Ecker, vice-president of 
the Metropolitan Life, and Mrs, Ecker 
gave a dinner Thursday night of last 
week at the American Museum of Natu- 
ral History in the interest of the ten- 
year development program of the insti- 
tution. Junius Bird of the Department 
of Anthropology gave a talk on his re- 
cent expedition to the southernmost tip 
of South America to investigate the re- 
mains of prehistoric man and to study 
the primitive tribes inhabiting that region 
today. After dinner the guests were 
conducted on a tour of the various ex- 
hibition halls now under construction. 


* * x 

Josephine Lawrence, the Newark news- 
paper woman who wrote “Years Are So 
Long” and “If I Have Four Apples,” is 
the author of a new book, “Bow Down 
to Wood and Stone” which has to do 
with the lives of three sacrificing sisters. 

* * * 


George F. Warch, vice-president of the 
Merchants Fire, Merchants Indemnity, 
and president, Ww ashington Assurance of 
N. Y., of the same group, is on a com- 
bined business and pleasure trip to the 


Pacific Coast and Hawaiian Islands. He 
will be back in New York about 
March 12. 


* * * 


Mr. and Mrs. Spencer R. Keare, Chi- 
cago, are parents of a daughter, Nancy 
Keare, born February 3 at the Grant 
Hospital. This is the second child, the 
first, Douglas Hamilton Keare. being 
born January 6, 1935. Mrs. Keare is 
the former Miriam Hamilton, daughter 
of Isaac Miller Hamilton, 3500 Lake 
Shore Drive, Chicago, TIIl. 

* * * 

M. F. Crumpacker, formerly claims 
manager for Aetna Casualty & Surety 
in Tacoma, Wash., is now in the south- 
ern California claims department in Los 


Angeles. 


* 








MURRAY J. WATERS 

of th 
been with 
since 1925; Mr 
Waters was the first president 
before joining the Aetna Lif 


three 


last week. They have 


Mr. 


* 


Clifford L. McMillen, eceneral 
Northwestern Mutual Life, New York 
City, and Mrs. Ann Mary De Cond 
announce their marriage which took place 
on February 12 at the Church of th 
Covenant, New York City. 

* * x 


agent 


Edward D. Duffield, president of th 
Prudential, and Mrs. Duffield will leave 
about March 1 for their annual stay at 
Hotel Carolina, Summerville, S. C. 

* * * 


W. H. La Boyteaux, president, John- 
son & Higgins, insurance brokers, an! 
Mrs. La Boyteaux are on a Pacific 
Coast visit. 

* * o 

Miss Ruth Luty, accomplished daug 
ter of W. H. Luty, Aetna Life = 
man at Oklahoma City, made her Nev 
York debut at Town Hall recentl 
when she gave a piano recital under 
management of the National Broadcast 
ing Co. Artists Service. She has been 
studying and doing concert work 
Philadelphia. 
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Career of Dr. Vaclav Peca 

One of the best known insurance meti 
n Central Europe is Dr. Vaclav Peca, 
veneral manager of the First Czech Mu- 
tual Insurance = of Prague, which was 

stablished in 1827. Born in Moravia, 
lr. Peca was wed at the Classical 
(College at Brno, also the Faculty of Law 
it Prague. From the time he was 16 he 
has devoted his life to insurance. While 
attending the Brno college he worked in 

, local insurance office. Upon finishing 
his law studies in 1903 he entered the 
ervice of the Cracow Mutual. He joined 
the First Czech Mutual and became sec- 
retary. 

In 1916 he was appointed chief mana- 
ver and in 1926 general manager of the 
company. From 1922 to 1927 he was 
chairman of the Association of Czecho- 
lovakian Insurance Companies. Since 
194 he has been chairman of the So- 
ciety for Insurance Sciences of Prague. 
Dr. Peca is author of the following 
books: Fire and Third Party Insurance, 
Insurance Law, Law and Practice and 
Commemorative Book to the Centenary 
of the First Czech Mutual Insurance Co. 
He has also written numerous news- 
yaper articles. 

The First Czech Mutual is the oldest 
nsurance company in the territory of the 
Czechoslovak Republic. It was founded 
by members of the National Diet of the 
former Czech Kingdom. 

The company was successful from the 
start. Within four years after its found- 
ing more than 100,000 buildings were in- 
sured in the company. At first its activi- 
were limited to fire insurance on 
buildings, but in the ’60’s the company 
tarted to write contents of buildings and 
also hail insurance. 

The favorable economic conditions pre- 
vailing at the beginning of the present 
century led to the foundation of an affili- 
ated life office—the Czech Mutual Life 
Insurance Co., and to a great extension 
f the activities of the fire office to other 
branches of business—burglary, accident, 
third-party, machinery, — car, plate 
glass and bell insurances. Following this 
the company undertook indirect busi- 


tess from abroad, the effect of which is 
that it n Ww 


participates in the business 
pen every part of the civilized 
World, 


When economic and political conditions 


Mprovei in 1918 the company expanded 
Mvarious ways. It took part in forming 
1919 the First Slovak Insurance Co. 
of Brat lava; had part in formation of 
—" ral Insurance Co., Ltd., 3rno, 

sk over the fire and hail busi- 
re (and, later, the life business) of the 
sacow \utual. Then it joined with the 
rovincia! Firemen’s Association and the 
éskyd-Russian Insurance Co, in aiding 


Me economic development of Slovakia 
= Russo-Carpathia. 

nee the company was 100 years old 
: € next year the company published 
‘centenary volume which constitutes a 
“lew of insurance conditions with par- 





































Czechoslovakia and 
company itself. 


reference to 


ticular 
a historical review of the 
Subjects covered by the book are as fol- 
lows: 
“ 4 
Introduction to the 
First Czech Mutual Insurance 


Centenary of the 
Company”; 
“Some Notes on the Question of the 
Law-Character of the Mutual Insurance 
Companies”; “Definition of Mutuality”; 
“The Economic Development of Czecho- 
slovakia”; “A Study of the Frequency of 
Building Fire Losses.” The book also 
contains photographic reproductions of 
documents relative to the history of the 
company as well as a full page photo 
of the chairman of the board of direc- 
tors, photos of the present members of 
the board, a photo of the great fire of 
the National Theatre in Prague in 1881, 
in which the company was involved to 
the extent of 279,869 goldens, and a re- 
production of the Votive window pre- 
sented by the company to St. Guy’s Ca- 
thedral in Prague, on the occasion of 


the centenary celebrations of the com- 
pany. 
x * x 
Alfred L. Merritt 
About thirty-five insurance men, in- 


cluding some newspaper men, welcomed 
to New York Alfred L. Merritt, now 
joint United States manager of the Pearl, 
at a luncheon given by Charles S. Conk- 
lin, United States man: iger, at the Drug 
& Chemical Club, New York, Tuesday. 
Col. Howard Dunham, vice-president 
American Surety, was principal speaker. 

Mr, Merritt is a picturesque executive 
who has had a background during which 
he got pretty close to the soil and has 
met a large variety of people. At one 
stage of his life he was a miner. First 
work in that connection was between 
the time he left high school in Berkeley, 
Cal., and went to University of Califor- 
nia. For a time he ran burley drills, 
which means machine drilling under- 
ground, 

As a boy miner he had a series of 
dramatic experiences which brought rec- 
ognition and understanding to him in 
later years of the importance and neces- 
sity of Riot and Civil Commotion insur- 
ance. He was working in a mine on 
the “mother lode” in California during 
the top of the excitement which accom- 
panied activities of the Western Federa- 
tion of Miners when “Big Bill” Hey- 
wood was going strong as a radical 
leader in the West. Heywood later died 
in Russia where he was a pet of the 
Soviets. Merritt and a dozen other 
intelligent non-radicals formed a local 
of which Merritt became an officer and 
that action resulted in saving the mine 
as the radical organization was putting 
mines out of commission in various parts 
of the lode through terroristic methods. 

For a year and a half Merritt lived in 
Alaska, near Nome, where he built gold 
dredges. There he was a sourdough; 
in other words, remained in Alaska dur- 
ing the Winter period. In the entire 





territory of Alaska there is only 25,000 
population. 
Finally, 
he went to 


job with the 


fed up with the frozen North, 
Spokane where he got a 
Jones & Mitchell insurance 


agency which represented the L. & L. 
& G., National of Hartford and Pala- 
tine, as well as National Surety. Frank 
jones of that agency proved a real 
friend; decidedly helpful. Mr. Merritt 
wrote at the time that Jones “was the 
kind of a fellow who takes an interest 
in a kid.” Anyway, sometimes Jones 
would remain after hours in order to 
help young Merritt with his insurance 
education, giving his idea of what con- 
stitutes an expert underwriter. Finally, 


for more money he left and joined the 
Lumbermen’s Indemnity Exchange as 
that outfit was looking for an engineer 
to do inspection work. This inspec- 
tion work consisted of surveying haz- 
ards and conditions in a large number 
of sawmills once every three months, 
but the first tour took eight or nine 
months, Trains do not run daily in 
that vast territory, and often the jour- 
ney had to be made on horseback. Any- 
way, it was a fine experience in field 


training as he also had to adjust some 
losses. 

Mr. Merritt then joined the stock com- 
pany ranks; was a special agent for a 
time; then manager of the local agency 
of Rule & Sons, Los Angeles. He then 
joined a large fleet, eventually becoming 


its Pacific Coast manager. He resigned 
in 1934 to become Pacific Coast manager 
of the Pearl. 
* * * 
New York’s Chief Builder 

If there is any man in the building 
construction world who knows more 
about the physical side of insurance 
companies than Andrew J. Eken, this 
week elected president of Starrett 


Brothers & Eken, Inc., New York City 
builders, I do not know who it is. 


Mr. Eken’s acquaintance with out- 
standing insurance men of the East is 
unusually large. He was the principal 


contact between the insurance companies 
and Starrett Brothers & Eken, Inc., in 
the building of some of the most strik- 
ing and modern buildings in the insur- 
ance world. They include the Annex 
Building of the Metropolitan Life, across 
the street from No. 1 Madison Avenue; 
the New York Life’s building a short 
distance to the north; the Mutual Benc- 
fit and the Firemen’s of Newark build- 
ings in Newark; a building for an in- 
surance company in Philadelphia and 
the printing building of the New York 
Life on the east side. 

Starrett Bros, & Eken, Inc., also built 
the Empire State Building, tallest in 
the world, and containing many insur- 
ance offices, not only of companies but 
of brokers. Some of the life companies 
having general agencies in the Empire 
State Building are the Northwestern 
Mutual, Travelers, New England Mu- 
tual, Connecticut Mutual, New York 
Life, Mutual Life, Guardian, Metropoli- 
tan and Berkshire. 

am 


Large Insurance on “Spot News” 
Films 
Considerable insurance is being writ- 
ten on news films rushed across the Pa- 


cific or the Atlantic for the news agen- 
cies. According to Editor & Publisher, 
nearly half a million dollars was taken 


out covering films showing the b: mbing 
of the United States war vessel “Panay’ 
on the Yangtze River. Employers of 
Norman Alley, photographer for Univer- 
sal Pictures, Inc., who had been wound- 
ed twice as he filmed the bombing from 
aboard the Panay, but shot more than 
4,500 feet of film before he left the ship, 
took out $325,000 on the pictures. He 
returned with them and they were 
rushed by special United Air Lines plane 
from the coast to New York where the 
New York Daily News, and through the 
Associated Press, had obtained exclusive 
rights to the stills from the newsreel. 
Eric Mayell, photographer for Fox 
took about 2,500 feet 
was sent via Transconti- 
and Western Air plane from the 


Movietone News, 
of film which 
nental 









DR. VACLAV PECA 
coast. He did not accompany his pic- 
tures which were insured for around 
$150,000. News of the Day, a Hearst 
newsreel, under a joint working agree- 
ment with Movietone, released the same 


pictures. 
* * * 


Invited to Lecture at Harvard 
interna- 


Dr. Alfred Manes, famous 
tional professor of insurance and now 
lecturing on insurance at University of 
Indiana, has been invited to deliver two 
lectures at Harvard School of Business 
Administration, 

A new book compiled by him and soon 
to be published is called “Insurance 
Facts and Problems.” It consists of 
twelve selected lectures promoted by the 
Patton Foundation of Indiana Univer- 


sity. 
* ¢ © 


Insure “Milton’s Elm” Against Crash 


If Milton’s elm tree at Chalfont St. 
Giles, England, should fall on anyone, 
they will be covered by a third-party 
policy taken out by J. Kemp, secretary 
of the local ratepayers’ association, and 
two friends. The policy covers acci- 
dents up to £500 should the tree fall on 
anyone. The rate is 10s. ($2.50) a year 

When this tree, under which the 
author of “Paradise Lost” used to sit, 
was condemned some months ago the 
villagers protested against its proposed 
removal. Nothing has been heard from 
the authorities since and, should it be 
argued again that the tree is unsafe, it 
will be pointed out that members of the 
public are covered by the policy. The 
village trades people wish to preserve 
it as it attracts sightseers from all parts 


of the world. 
* * 
Invited to See Fire Marks 
In sending out its annual financial 


statement to stockholders the Insurance 
Company of North America includes an 
invitation to visit the home office and 
see the company’s collection of early fire 
marks. In this great collection is the 
“star” fire mark used by the Insurance 
Company of North America for a brief 
period in and about 1794, after which the 
company’s eagle fire mark was adopted 
The old star symbol is doubly interesting 
in view of the fact that it has six points, 
and, today, after almost a century and a 
half of operation the organization con 
sists of six companies: In addition to 
the parent company, the companies in 
the group are the Central Fire, Alliance, 
National Security Fire, Indemnity I 

surance Co. of North America and Phila 
delphia Fire & Marine. 


*” * * 
Can Make Tax Deduction of 
Insurance Society Gifts 
Gifts of the Insurance 
York are deductible by 
ing at their taxable net 
gist of a communication 


Society of New 
donors in arriv 
income, is_ the 
from the Com- 


missioner of Internal Revenue. 
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Gives Agents’ Support 
To Nat’l Board Drive 

PITTSBURGH TALK 

Alexander, Bepler and Menard Also 


Address Fire Men at Insurance 
Day Meeting 


LISCOMB’S 


Strong support for the newly launched 
public relations campaign of the National 
Board of Fire Underwriters was given 
by Charles F. Liscomb, president Na- 
tional Association of Insurance Agents, 
when addressing the hundreds attending 
the Pittsburgh Insurance Day banquet 
at the William Penn Hotel, Pittsburgh, 
Monday evening. “That is a commend- 
able enterprise, and those of us who be- 
long to the agency forces will be failing 
in our obligations if we do not further 
that program,” he said. 

Mr. Liscomb paid tribute to John M. 
Thomas, president of the National Union 
Fire of Pittsburgh and also chairman of 
the National Board public relations com- 
mittee. “This commitee is embarking on 
a program which I sincerely believe will 
mark a new era in the history of capital 
stock fire insurance. This new enter- 
prise of the National Board is a shining 
example of where courage and necessity 
should drive us forward together. We 
believe the story the National Board 
has to tell, and in all good conscience 
we can advance its program.” 


R. H. Alexander Speaks 


R. H. Alexander, manager of the Fire 
Insurance Agents Association of Pitts- 
burgh, used Lincoln’s Gettysburg ad- 
dress as a model for his brief talk. 

“Four score and more years ago, our 
fathers brought forth on this continent 
a business, conceived in the need of 
previous centuries and dedicated to the 
protection of property so that capital 
might concentrate, enterprise enlarge and 
prosperity increase. Now we are en- 
gaged in testing whether that business, 
as developed by capital stock companies 
under the American Agency System, can 
long endure,” he began. 

Other speakers included Henry S. Bep- 
ler, general agent, Virginia Fire & Ma- 
rine, and Manhattan Fire & Marine, and 
president of the Insurance Club of Pitts- 
burgh, sponsors of the day’s program,and 
Insurance Commissioner Owen B. Hunt. 

A. R. Menard, assistant director, 
Business Development Office, cautioned 
against using wrong tactics in meeting 
non-stock competition at the fire and 
marine round table in the afternoon. Ag- 
gressive and not defensive selling should 
be the object, he asserted, commending 
the Fire Insurance Agents Association 
of Pittsburgh for making this one of the 
policies in its eight-point program. 

Security and agency service are the 
stock-in-trade of the seller of capital 
stock insurance, Mr. Menard stated, and 
warned against harping upon features 
other than the security of the product 
when selling against non-stock opposi- 
tion. He described the Business Develop- 
ment Office formula for comparing the 
two types of insurance to show rela- 
tive security. Walter Bell of the Amer- 
ica Fore Group was chairman. 


JANUARY FIRE LOSS HIGHER 

Fire losses in the United States in 
January, as reported by the National 
Board of Fire Underwriters, amounted 
to $27,676,337 compared with $25,069,895 in 
January, 1937, and $27,729,930 in January, 
1936. The Januarv, 1938, figure is an 
increase of $2,606,442, or 10.4% over the 
corresponding month a year ago, but a 
decline of $2,496,615, or 8.3% from the 


preceding month, 


F. A. MORLEY CELEBRATES 


Member of Old Hartford Firm of Gen- 
eral Agents Was Active in Adjust- 
ing San Francisco Losses 

Franklin A. Morley, senior partner of 
Morley, Watson & Baldwin, Hartford, 
observed the fiftieth anniversary of his 
connection with insurance February 15. 
One of Mr. Morley’s most vivid recol- 
lections is his visit to San Francisco to 
adjust losses for the Orient of Hartford 
after the San Francisco earthquake and 
fire. When Mr. Morley arrived a few 
weeks after the fire San Franciscans 
were still preparing their meals on open 
fires in the streets and seeking shelter 
in tents and partly ruined buildings. He 
spent more than five months in the city 
adjusting losses. 

In 1888, at age 15, Mr. Morley ob- 
tained employment with the old Con- 
necticut Fire. That same year the famous 
blizzard arrived. Morley lived in Ken- 
yon Street and he didn’t get home that 
night. 

In 1895 Mr. Morley formed a partner- 
ship with Isaac Cross, which continued 
to 1902, when the firm became known 
as Wakefield & Morley, under which 
name it did business until 1927, when 
Morley, Watson & Baldwin was organ- 
ized. During the early years the firm 
wrote only local insurance, but it de- 
veloped steadily until its field has be- 
come’ state-wide. Mr. Morley and his 
associates are credited with developing 
the general agency plan in Hartford. 


Tuchbreiter President Of 
New Chicago Fire Company 


The Transportation Insurance Co., new 

fire running mate of the Continental 
Casualty of Chicago, has received its 
charter. While permitted to write all 
fire and allied lines the company will 
confine writings to inland marine and 
automobile fire and theft. Directors in- 
clude six officers of the Continental Cas- 
ualty and Roy M. Strom of Strom, Carl- 
son & Lauer. The officers follow: 
_ President, Roy Tuchbreiter, vice-pres- 
ident Continental Casualty; first vice- 
president, M. P. Cornelius, president 
Continental Casualty; second vice-presi- 
dent, Roger M. Simpson; secretary and 
treasurer, Willard N. Boyden, a vice- 
president Continental Casualty; general 
counsel, E. V. Mitchell, who holds a sim- 
ilar position with Continental Casualty, 
and controller, Rollin M. Clark, control- 
ler Continental Casualty. Mr. Simpson, 
the only officer not previously identified 
with the Continental Casualty interests, 
is a man of broad experience in the in- 
land marine business. He started with 
W. B. Brandt & Co. of San Francisco 
in 1924 and subsequently became con- 
nected with Newhouse & Sayre, Inc. 
In 1930 he was transferred to Chicago 
as manager of their office there. 








“As an Agent Thinks...so is he." 


It is the thoughtful Agent who is the 


successful one; the Agent who realizes 


that he—and through him his client— 


must be certain of the character and 


strength of the Company. 


By this cer- 


tainty alone can he be equally confident 


of sure protection. 


PHILADELPHIA 
FIRE and MARINE 
INSURANCE COMPANY 


HEAD OFFICE: 1600 Arch St., Philadelphia, Pa. 
NEW YORK OFFICE: Central Fire Agency, Inc. 


2 William St., N. Y. C 


CHICAGO OFFICE: 209 W. Jackson Boulevard 
SAN FRANCISCO OFFICES: 


§ Fire—425 Montgomery Street 
| Marine—231 Sansome Street 





AE tna Fire Group Elects Four New 


Secretaries; Other Promotions Made 


Several officers of the Aetna Fire 
group were promoted at meetings of 
stockholders held in Hartford this week. 
Graham H. Anthony, president of Veeder 
Root, Inc., was elected a director of the 
Aetna. The four assistant secretaries 
who were made secretaries of the Aetna, 
the World and the Piedmont are Robert 
S. Garvie, Gordon Kyle, John E. Doyney 
and G. Harold Grant. General Agent 
M. B. Seymour was made assistant sec- 
retary of the Aetna, the World and the 
Piedmont. The Pacific department pro- 
motion elevated Clyde M. Marshall to 
a of assistant to Manager H. 
F. Mills. 

Mr. Anthony is president of Veeder- 
Root, Inc., and is a director of the Con- 
necticut Mutual Life, the Hartford Elec- 
tric Light, the Hartford National Bank & 
Trust Co., president of the Manufactur- 


Standard Insurance Company 


of New York 


Head Office: 80 John Street, New York 


J. A. Kexsey, President 


G. Z. Day, Vice-President 


C. L. Henry, Secretary 


Statement December 31, 1936 


CAPITAL . . ° : 
PREMIUM RESERVE . 
OTHER LIABILITIES . 
NET SURPLUS . . ° 
TOTAL ASSETS . : 


New York Insurance Department Valuation 


. . $1,500,000.00 
° ° 1,488,604.23 
° ° 229,289.95 
° ° 3,450,793.34 
. . 6,668,687 .52 


Basis. Securities carried at $60,488.02 





in the above are dep in 


States as required by law. 


ers’ Association of Hartford County, d- 
rector of the Connecticut Manufacturer’ 
Association, Colt’s Patent Fire Ars 
Manufacturing Company, the Holo 
Krome Screw Corp. and Billings & Sper- 
cer. He is also a member of the Gov- 
ernor’s Advisory Committee on Unem- 
ployment Insurance and is a member oi 
the Finance Board of the Town of West 
Hartford. 


Robert S. Garvie 


Robert S. Garvie was born in Hartford 
and, after completing his education in the 
local schools, began his insurance careet 
in 1910 as an employe of the Hartford 
Fire in the underwriting department. Six 
years later he joined the New England 
Insurance Exchange in Boston. Leaving 
in 1918 to enlist in the United States 
Army, he was commissioned a_ second 
lieutenant of infantry. In January, 19! 
on concluding his military service, he tt 
turned to the Hartford Fire as examint! 
and a year and a half later became spt 
cial agent for the Hartford General Ager 
cy Company, representing the Federal 0 
New Jersey and the Sterling of Indian 
With this background of practical & 
perience, Mr. Garvie took up the wots 
of special agent for the Aetna Fire, 
April, 1923, in western New York Statt 
eventually becoming state agent for this 
territory, Ten years later Mr. Garvit 
won recognition for his notable work ! 
New York State by being called to tht 
home office from Rochester as assistatl! 
secretary of the Actna, the World an! 
the Piedmont. 

Gordon Kyle is a native of Lynth- 
burg, Va. After attending public scho* 
there he entered the Virginia Milita‘ 
Institute in 1918, and was graduated with 
a B.S. degree in chemical engineering 
Two years later he retired from the a 

(Continued on Page 27) 
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Hanover Fire Fieldmen Present Ideas On 
Building Premium Income of Local Agents 


l‘ieldmen of the Hanover Fire from the East, Middle department 
and South held a conference with home office executives in the New York 
City last week. Papers were read by many of those present covering a 


wide range of topics. 


Several of those papers are of special interest 


generally and extracts from them are presented herewith: 


Where to Find Prospects for 
Numerous Inland Marine Lines 
By Fielding Logan, 
Special Agent North Carolina and Virginia 


There are two ways of creating inland 
marine income—one, the brokerage busi- 
ness—which we hear so much about. The 
second, giving the agent worth while 


ideas and assistance in securing new 
premiums. The average agent who re- 
ceives brokerage business worries him- 
self half to death wondering if he is 
coing to have it next year. However, 
lines developed or even suggested by the 
company which the agent secures are a 
source of satisfaction to him, inasmuch 
as it is his own business and bolsters 
his pride. : , 

The company receives more considera- 
tion than if it had been handed to the 
agent on a silver platter. If this line is 
lost, he is not resentful toward the com- 
pany, as he is in the case of brokerage 
business, and often suspicious that it 
has been deliberately taken away from 
him. But, on the contrary, feels a little 
guilty that he has lost it, and has a 
tendency to try to make it up. ; 

Most agents are fully supplied with 
literature on inland marine business and 
know what to sell—but they do not seem 
to know where to sell it. It is up to us 
to supply a few ideas on where to sell it. 

Agents’ Common Objections 

The two most common replies from 
Mr. Agent when questioned about the 
inland marine business are—First, agent 
says he knows nothing about the busi- 
ness and is afraid to solicit it. Secondly, 
that there is none of that business around 
here anyway. 

The first objection should be welcomed 
by the special agent as the agent would 
feel more indebted to the special agent 
should any results be obtained. The sec- 
ond reply—that there is none of the 
business in his town—is obviously a mis- 
statement since the inland marine pre- 
mium last year in the United States 
equaled about 10% of the total fire 
Premium—and furthermore, inland ma- 


tine, by its nature, is not confined to 
certain sections of the country, like 
tornado, windstorm, earthquake, etc. 


It is true that certain lines are more 
abundant in the more wealthy sections 


~—but only in proportion to the more 
abundant fire business. Mr. Agent, like 
Many of his contemporaries, thinks of 
Jewelry insurance in terms of great 
strings of pearls and diamonds running 
into thousands of dollars, whose owners 
live in $100,000 homes. How much fire 
busin s would he have if he only con- 


sidere| dwellings and other risks in ex- 
cess of $100,000 value? He does not 
hesitate to solicit a $1,000 or $1,509 dwell- 
Ing} fire—which carries a minimum 
Premitim of $3 or $7.50 for three years. 
Suppose the agent depended only on 
adil s and Packards for his automo- 
bile business. Ask him what percentage 
= ! auto business is derived from 
Plym ths, Fords and Chevrolets. 

: Jewelry Lines 

If \e fieldmen can point out and im- 


press upon our agents that not only 
the wealthy are prospects, our agents’ 
commissions are going to increase, which, 
after all, is what we are after. People 
of moderate means own by far the ma- 
jority of jewelry in this country in an 
even more pronounced ratio than in the 
case of automobiles. 

Some few years ago the M.P. on jew- 
elry was $25. Now it is $10, which means 
$400 insurance at 2%4% rate. Practically 
everyone you know has $400 worth of 
jewelry. 

As for underwriting, I will not try to 
go into that but will say that in the 
case of jewelry and other personal lines, 
it is about 75% moral hazard, which haz- 
ard is no greater with the little fellow 
than with his more affluent brothers or 
sisters, as the case may be. Many losses 
are suffered through carelessness—which 
is a more common fault among the 
wealthy than among the less fortunate. 

The agent has the same reaction to 
the mention of furs as he does to jew- 
elry. Yet here is an identical situation. 
Not many years ago most women wore 
cloth coats. This is very different now, 
particularly north of Washington—and in 
a great number of cases these fur coats 
represent a couple or three months’ 
hard work for the owner. Why should 
they not protect them to the tune of 
$5 which is the M.P.? 

You have not an agent in your ter- 
ritory who would not walk all over town 
to secure the insurance on a $2,000 brick 
dwelling which would produce a pre- 
mium of $4.80—and on top of all that— 
by writing it, cause one of us poor 
devils to follow his footsteps inspect- 
ing it. In the case of the fur policy, 
the furrier has to do the inspecting. That 


in itself ought to be incentive enough 
for us fieldmen to interest our agents. 
Personal Effects Lines 

Again, Mr. Agent replies when ques- 
tioned about personal effects, “Well, Mr. 
Ziltz went to Europe in 1929 and I sold 
him a policy but since then there has 
not been much demand for tourist bag- 
gage insurance around here. At this 
point the fieldman feels like giving up 
completely. But don’t do it. Explain 
that the tourist baggage policy is a very 
limited coverage and a coverage for bag- 
gage only as the name implies. While 
the P.E. policy is designed to cover per- 
sonal effects under all circumstances 
against all risks outside of the as- 
sured’s domicile, it might be pointed 
out that more losses are paid to per- 
sons who are actually traveling than 
to those traveling. 

Typical losses—hat blown off and run 
over by auto—rain—children carelessly 
leaving or losing coats and other remov- 
ables—coats and hats stolen in public 
places. 

Unusual losses—breaking fishing rod 
while landing fish and losing reel over- 


board—breakage of whiskey botile while 
in suit case or otherwise being trans- 
ported. 

Bad risks—traveling men and special 
agents. 

Prospects: The head of any house- 
hold—the more members the better the 
prospect. Here again the M.P. amounts 
to $16 for $100 insurance and $20 for 
$500 insurance. 

Jewelry, furs and personal effects are 
commonly known as the personal lines 
and are probably the best known lines. 

However, there is another line that 
should come in this classification and at 
present offers the special agent a chance 
to be of service to his agent—cameras. 

The candid camera business in this 
country has outgrown the wildest expec- 
tations of any of its manufacturers. This 
line, like the personal lines, is con- 
trolled by the I.M.U.A. for personally 
owned equipment. But the instalment 
sales policy for dealers is not controlled 
—which means judgment can be used in 
arriving at a rate. The coverage is 
more saleable than ordinary instalment 

(Continued on Page 20) 


How Fieldmen Can Help Small 


Town Agents Produce Business 
By M. J. Martin, 
Special Agent Western New York 


The first object of the fieldman is to 
learn all about his agent and the clerk 
handling the business. Do not try to 
impress the agent with your importance 
but rather be interested in his hobbies 
and interests. Next try to learn some- 
thing in particular about the town where 
the agent is located. Keep abreast of 
local conditions and changes as every 
small town agent thinks that the city or 
town in which he is located is the most 
important in the state. Make frequent 
visits to the agency and allow the agent 
to do most of the talking. In that way 
you will learn his interests and hobbies. 

Next comes what can be put under 
one general heading known as “service.” 
Service consists particularly in solicit- 
ing with the agent, inspection of the 
larger risks which he may have in his 
agency in an effort to improve the prop- 
erty thereby lessening the insurance cost. 


President Clark Dinner Guest of Staff 





Standard Flashlight Co. 


Keep abreast of all changes in rates, 
rules and forms. Be of assistance to the 
agent in correcting violations, not only 
for your own company but violations 
which the agent may receive from the 
rating organization pertaining to any 
company in his agency. I try to leave 
with the agents a small supply of self- 
addressed envelopes to myself and in- 
form the agent that at any time he re- 
ceives violations that are not particularly 
clear to him regardless of the company, 
if he will mail them to me I will en- 
deavor to obtain the necessary informa- 
tion for the removal of the violation 
from the rating organization. 

A recent important change in New 
York State is the budgeting on an an- 
nual cost of the insurance covering 
churches, schools and municipal proper- 
ties. Every case of this class that I 
have had an opportunity to work on I 
find not only can you give the public 
more complete form of coverage at a 
lower cost, but also find numerous non- 
concurrency in policies covering the same 
property. 

Furthermore, I always try to carry 
with me a few copies of the various 
pamphlets which are supplied us by the 
home office, namely, the explanation of 
the coinsurance clause, supplemental con- 
tract for attachment to the present fire 
insurance policies and other advertising 
matters such as the comprehensive auto- 
mobile policy which are prepared by the 
home office, I always endeavor to leave 
one or two of these pamphlets carrying 
the company’s name on the agent’s desk 
so that after I have completed my visit 
there is a constant reminder before the 
agent. I do not believe this advertising 
matter should be distributed promiscu- 
ously as in such a manner that they are 
merely dust and dirt collectors rather 
than obtaining the purpose for which 
they were intended. 

I try to impress the agent with the 
fact that he should submit to me all his 
insurance troubles and worries, and oc- 
casionally should the agent ask some 
question pertaining to our business that 

(Continued on Page 22) 
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Underwriting Gain By 
Phoenix of Hartford 


FIGURES FOR ENTIRE GROUP 
Parent Comey Increased Surplus 
$625,555; Investment Earnings Slight- 
ly Over 1936 Figure 





An underwriting profit of $1,289,018 
was made by the Phoenix of Hartford 
in 1937. In his annual report to stock- 
holders President George C. Long, Jr., 
says that the net premiums gained $883,- 
674 and reached $15.176,112. The com- 
bined experience of the three major 
companies in the group—the Phoenix, 
Connecticut Fire and Equitable Fire & 
Marine, is shown as follows: 

Losses incurred, $5,452,605, 35.9% of 
premiums; loss adjustment expenses, 
$291,907, 1.9%; taxes $918,556, 6.1%; gen- 
eral underwriting cost $6,629922, 43.7% 
The total was $13,292,992, making a net 
gain of $1,883,120, up $408,966 compared 
with 1936. 

Increase in unearned premium reserve 
was $563,925 and loss from underwrit- 
ing profit and loss items was $30,176, a 
total of $594,102, giving an underwriting 
profit of $1,289,018, an increase of $189,- 
897 compared with 1936. 

Effect of Market Decline 

Parent company assets declined $4,- 
469,338 to $57,936,856, due chiefly to mar- 
ket depreciation. Surplus was increased 
$625,555 to $38,807,872, with securities 
adjustment reserve cut from $7,500,000 
to $2,000,000 net. 

The Phoenix balance sheet showed a 
drop in the stock portfolio of $4,080,247 
the total being $36,162,438 at the close 
of the year. Bonds were off $945,385 to 
$14,492,175; cash up $306,547 to $4,264,541. 

Net investment earnings of the parent 
company were $1,605,245, up $23,796 com- 
pared with the 1936 figure, giving com- 
bined earnings from investment and un- 
derwriting of $2,349,030. With gains from 
unadmitted assets the total was $2,357,- 
865, of which $1,500,000 was paid in divi- 
dends, $232,309 transferred to security 
adjustment reserve and $625,555 carried 
to surplus. 

Results Among Affiliates 

Figures of affiliates, which are carried 
in the Phoenix portfolio at a total of 


$25,942,131, are as follows: Connecticut 
Fire—assets, $21,623,234, surplus, $13,- 
190,811; Equitable Fire & Marine—assets, 
$6,711,704, surplus, $4,434,071; Minneapolis 
Fire & Marine—assets $2,626,359, sur- 
plus $1,040,689; Central States Fire— 
assets, $2,355,010, surplus, $928,271; At- 


lantic Fire—assets, $500,781, surplus, 
$140,838; Great Eastern Fire—assets, 


$653,996, surplus, $326,216; Reliance In- 
surance—assets, $810,256, surplus, $531,391. 





AMERICA FORE CHANGES 


Gabrielsen Succeeds Edmundson In 
Western Field; Joseph H. Cooper 
Given Cook County 

E. A. Henne, resident vice-president of 
the America Fore’s western department, 
has announced the following administra- 
tive changes. To succeed Agency Su- 
perintendent H. Clyde Edmundson, who 
was transferred to the Pacific Coast de- 
partment, Arthur G. Gabrielsen has been 
chosen. He has been agency superin- 
tendent of the Cook County department. 
Succeeding Mr. Gabrielsen in Cook 
County is Joseph H, Cooper, who was 
manager of the brokerage department. 
Succeeding Mr. Cooper, State Agent 
Thomas R. Dungan, who was with the 
Fidelity-Phenix and First American in 
Indiana, has been transferred to Chicago. 

Mr. Gabrielsen became associated with 
the America Fore organization in 1919, 
starting as an examiner with the Amer- 
ican Eagle when that company first 
opened its Chicago office. He was later 
put on field work in Illinois and lately 
has been with the Cook County depart- 
ment. 

Mr. Cooper was associated with the 
Chicago Board of Underwriters in the 
engineering department. He has been 
with America Fore since 1923. Starting 
as an office boy in the offices of the old 
Phenix of Brooklyn, Mr. Dungan served 
as assistant special agent in the Moun- 
tain territory for Fidelity-Phenix before 
his removal to Indiana. 








LOCAL BOARD OFFICERS 


The Northampton, Mass., Board of In- 
surance Underwriters has elected Dana 
J. Lowd as president. Gustav A. Finck 
is vice-president and Roscoe K. Noble 
secretary-treasurer. 


JOINT COMMITTEE MEMBERS 





Canadian Committee to Interpret Un- 
derwriting Powers Is Appointed 
For Year 

At a recent meeting of the Canadian 
joint committee on definitions and in- 
terpretation of underwriting powers of 
fire, marine and casualty insurers H. D. 
McNairn, Ontario insurance  superin- 
tendent and chairman of the standing 
committee on this subject of the Asso- 
ciation of Superintendents of the Prov- 
inces of Canada, named the following 
representatives to serve on the joint 
committee for 1938: 

Chairman, Arthur Tucker, Dale & Co., 
Toronto; vice-chairman, W. R. Hough- 
ton, London & Lancashire, Toronto; W. 
E. Baldwin, Continental, Montreal; B. 
W. Ballard, Hartford Fire, Toronto; J. 
A. Blondeau, Fire Insurance Co. of 
Canada, Montreal; F. B. Dalgleish, Cana- 
dian Hardware & Implement Underwrit- 
ers, Toronto; H. W. Falconer, Dominion 
of Canada General Ins. Co., Toronto; 
W. P. Fess, Toronto General, Toronto; 
A. C. Hall, Ocean Accident & Guar., 
Toronto; R. H. Leckey, Aetna Fire, 
Toronto; H. C, Mills, Insurance Co. of 
North America, Toronto; J. L. Noble, 

. C. Underwriters Association, Van- 
couver; Alfred Powis, Jr., Marine Ins. 
Co., Montreal; E. W. Schauffler, West- 
ern Assurance, Toronto; R. C. Steven- 
son, attorney for Canada, Non-Marine 
Underwriters at Lloyd’s, Montreal. 

Secretary, J. H. King, Canadian Under- 
writers Association, Toronto, 





Merchants Fire Employes 
Present Silver Plaque to Co. 


In grateful appreciation of the recent- 
ly announced E. L. Ballard Pension plan 
of the Merchants Fire of New York 
and affiliated companies the employes 
have just presented to the company a 
silver plaque mounted on oak wood, 
which will serve to perpetuate the mem- 
ory of E. L. Ballard, founder and first 
president of the Merchants Fire. The 
pension plan, which became effective De- 
cember 31, 1937, and has practically 100% 
employe participation, has attracted con- 
siderable attention. 
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FINANCIAL STATEMENT 


UNITED STATES BRANCH 


DECEMBER 3ist, 1937 





ASSETS 
U. S. Government Bonds 


State & Municipal Bonds 
Railroad Bonds 

Public Utility Bonds 
Miscellaneous Bonds 


Public Utility Pfd. Stocks 
Public Utility Common Stocks 
Bank & Trust Company Stocks 
Industrial Preferred Stocks 
Industrial Common Stocks 
Miscellaneous Stocks 


Cash in Banks and Offices 

Agents’ Balances Not Over 90 
Days in Course of Collection 

Accrued Interest on Bonds 


Funds held under Reinsurance 
Treaties 


Notes Receivable 


Due from Reinsurance Com- 
panies on Paid Losses 


Other Assets 
Total Admitted Assets 


LIABILITIES 








25.03% $1,509,826.00 Reserve for Unearned Premiums $1,900,344.24 
3.12 187,910.00 Reserve for Unadjusted Losses and 
14.62 881,639.00 Adjustment Expenses 528,118.61 
9.61 579,408.00 Res 
ys 21,021.00 eserve for State and Federal Taxes 75,439.55 
_ 360,550.00 Reserve Miscell. Accounts Payable 33,840.00 
3.05 184,000.00 Reserve for Funds held under Rein- 
20 54,600.00 surance Treaties 179,285.60 
2.44 147,200.00 Contin , , 
gency Reserve, representing differ- 
16.76 1,010,900.00 ence between total values carried in assets 
.40 24,140.00 for all bonds and stocks owned and total 
values based on December 31, 1937 market 
8.51 513,027.63 quotations . 
58,947. 
3.13 188,953.05 a 
61 36,719.58 Total Liabilities 2,775,975.00 
2.97 179,285.60 Statutory Deposit 400,000.00 
.16 9,780.11 Net Surplus 2,855,366.65 
2.19 132,038.32 ; 
47 10,343.36 Surplus to Policyholders 3,255,366.65 
‘100.00% $6,081,341.65 $6,031,341.65 


Securities carried at $562,150.00 in above statement are deposited with various States as 


required by their laws. 


All other securities are held by Bankers Trust Company of 


New York, Trustee appointed in accordance with the laws of the State of New York. 


—} 


CARTOON POSTER ISSUED 
Fidelity & Guaranty Fire Uses Com, 
Supplement Style to Advertise 
Comprehensive Policy 
To assist agents in explaining (o pros. 
pects the variety of coverages Wrapped 
up in its new comprehensive aut mobile 
policy, the Fidelity & Guaranty Fire has 
produced a poster so unconventional in 
character that it is sure to receive wide 
notice in the automobile insurance field 
Designed by Yardley, the cartoonist 
the poster shows automobiles being syh. 
jected to almost every known form of 
demolition and disablement, while , 
proud agent takes advantage of the 
wholesale damage and destruction to re. 
mind a startled prospect that ‘any of 
these things, and more, can happen to 
your car and you'll be covered under oy; 

comprehensive automobile policy.” 

It is believed this is the first time that 
the comic supplement style of treatment 
has been applied to automobile insurance 
advertising. The poster is attractively 
printed in two colors and measures 20x24 
inches. In releasing it for use by agents 
and brokers the company announces that 
requests for copies will be honored as 
long as the supply lasts. 





Inland Marine 
(Continued from Page 19) 


sales policies because of the values wh'ch 
run for $50 to $300 for each camera which 
is enough value to set up a little catas- 
trophe in itself, and the insurance cost 
can be tacked on to the carrying charges, 

In writing one of these policies, the 
agent is put in a position to know all 
the purchasers and should be a double 
interest policy—which is customary—has 
an excellent chance of securing the re- 


newal upon completion of the instal- 
ments, 
In soliciting these various personal 


lines the agent will, in a number of 
cases, be told by the prospective insured 
that since his fire insurance covers the 
items under discussion, he feels ade- 
quately protected. This statement should 
be welcomed by the agent as nine out 
of ten prospects do not have adequate 
household furniture insurance, and since 
the topic of discussion has been values, 
this offers the agent a golden opportu- 
nity to bring home forcefully just how 
under-insured the client is. 

Policies on laundries, dry cleaners— 
rug and carpet cleaners all bear watch- 
ing as the bailee coverages are a great 
source of income for the underwriting 
company. 

Probably the greatest producer of pre- 
mium( and losses) in the inland marine 
business outside of the garment and fur 
centers is the motor truck cargo policy. 

You are all familiar with fire, theft 
and collision on truckers. Well, the 
cargo business underwriting follows that 
very closely. The long distance carrier 
is less desirable than the local ones. 

Many a desirable truck fleet has been 
held or taken from a competitor by 
the differential in the cargo rates which 
are not controlled. The chances are if 
it is a desirable risk from the fire, theft 
and collision standpoint, it is also de- 
sirable for cargo. 





OVERDUE BALANCES INCREASE 


Reports of unpaid fire and casualty 
agency balances in the Canadian Prov- 
ince of Ontario as of December 31, 1937, 
show that as of that date balances over- 
due more than ninety days totaled $385, 
759, a decline of $27,400 from the total 
for September 30, 1937. On December 31, 
1936, overdue balances totaled $264,072. 
so that the report covering the close of 
last year shows an increase of $121,000 
over the 1936 figure. 





AGRICULTURAL DIVIDENDS 


At the last meeting of directors ©! 
the Agricultural a special dividend was 
declared, amounting to 25 cents a share. 
This will be paid with the regular divi- 
dend of 75 cents a share on April 1 to 
all stockholders of record at the close 
of business on March 19. 








February 


‘apped 
mobik 
re has 
mal ir 
. wide 
» field 
toonist, 
ng sub- 
rm of 
hile 
ot the 
to Te- 
‘any of 


pen t ’ 

ero There's extra 
time that 
insaran premium income 
ures 20x24 


by agent in the sale of 
the America 


~“ Fore All Risk 


ues whch rd 
era which IS 7-110 policy 
tle catas- 
‘ance cost 

g charges 

licies, the 

know all 

a double 

nary—has 

@ the re- 

1e instal- 


personal 
umber of 
re insured 
overs the 
eels ade- 
‘nt should 
nine out 
adequate 
and since 
-n_ values, 
opportu- 
just how 


leaners— 
ar watch- 
e a great 
lerwriting 


or of pre- 
d marine 
t and fur 
go policy. 


lows that 
e carrier 
nes. 

has been 
etitor by 
tes which 
es are ll 
fire, theft 


also de- 


REASE 
casualty 
an Prov- 
r 31, 1937, 
ces over- 
led $38. 
the total 
ember 31, 
$264,072, 
close of 


f siz, 00 America Fore Insurance and Indemnity Group 


THE CONTINENTAL INSURANCE COMPANY NIAGARA FirRE INSURANCE COMPANY 
NDS AMERICAN EAGLE FiRE INSURANCE COMPANY MARYLAND INSURANCE COMPANY OF DELAWARE 
ane FiDELITY-PHENIX FiRE INSURANCE COMPANY THE FIDELITY AND CASUALTY COMPANY 


Jend was 


share First AMERICAN FIRE INSURANCE COMPANY "AMERICA FORE PO ny a a ol 
ular divi- INSVRANCE 


gp ee Eighty Maiden Lane, |i) New York,NY. 


GROUP 


x. 





NEW YORK CHICAGO SAN FRANCISCO ATLANTA DALLAS MONTREAL 








— 


—— 

















THE EASTERN = 














Page 22 Ss — == UNDERWRITER === February 18, 193g 


Assisting Agents to Increase 


Premiums on Automobile Risks 
By E. G. Dunn, 


Special Agent Maine 


It seems unnecessary for me to 
very much about the private passenger 
section of the automobile manual. There 
is little contained in it that might con- 
fuse an agent of the calibre we wish as 
a representative if they will only go to 
the trouble of mastering it. When pos- 
sible, I try to have an agent carry a 
copy of the rate and premium card with 
him together with one of our pocket 
sized application blanks and also try to 
have an application book near his tele- 
phone. : ; 

The comprehensive form of coverage 
has now become firmly established and 
the scepticism of most agents as to its 
comparative merits with the other forms 
; : : : 
is practically a thing of the past. We 
do find that some agents still prefer the 
old form, but there is every reason to 
believe that in a short time most risks 
eligible for this particular form will be 
so written. Any agent of ours not al- 
ready properly informed about that broad 
form should be instructed without delay 
to prevent his losing the good will of a 
policyholder whose neighbor might re- 
cently have been indemnified under the 
comprehensive form by another company 
for a claim identical to that upon which 
we would have to deny liability under 
the more limited form of contract. At 
least, that agent has only himself to 
blame if such an awkward situation 
should later arise. This has happened in 
my field, at least, during the past few 
years. 


Building Up Small Premium Business 


say 


I have talked with agents who do not 
attempt to sell these small premiums 
policies on private passenger cars be- 
cause there is a small monetary return 
involved and because they are often con- 
sidered claim breeders, It should not be 
difficult to point out to that agent that 
the life blood of his business is actually 
in his small accounts and the fact that 
an agency commends a higher sale price 
if the ratio of small policies is high 
should bear us out in our efforts to in- 
crease the number of small policies writ- 
ten. The sale of collision insurance 
naturally increases the premium and does 
away with the first mentioned objection. 

It seems to me that the commercial 
automobile section of the Eastern manual 
is well designed to take care of the 
average situation coming before our lo- 
cal agents. It can’t be denied that some 
of them do throw up their hands when 
they are called upon to quote on a ve- 
hicle in this classification and for that 
reason I have endeavored to review this 
subject whenever the occasion arises dur- 
ing an agency visit. Unusual cases arise 
occasionally and I urge them to call 
upon us for the proper answer after 
full knowledge of the facts are in his 
possession. Many times I have found 
that an agent is well versed himself in 
the application of the automobile manual, 
but his assistants do not share that 
knowledge. An offer to go over it 
with those persons who often can divert 
business to us if they so desire is, to 
my mind, time well spent. It is in- 
creasingly evident that the most welcome 
special agent today is the one who is 
not only capable, but also willing and 
anxious to make his call one of benefit 
to an agency. A competent discussion 
of automobile insurance often affords 
that opportunity for the fieldman. 

The public automobile and the miscel- 
laneous type sections are a bit more 
complicated, but having mastered them 
ourselves, let us try to impart to the 
agents at least a portion of what we 
know about these sections in our effort 
to educate our representatives. Many 
vehicles in this classification are now 
uninsured due to the lack of adequate 


and New Hampshire 


or intelligent solicitation by the local 
agent. Let us try to rectify this con- 
dition wherever possible. 


Trying to Get Local Banks to Finance 
Auto Purchases 


Dealers’ automobile accounts and the 
attendant finance methods are by far 
the most discussed insurance issues in 
my territory, and while I am not very 
conversant with the local finance situa- 
tion except as it applies in New Eng- 
land, I can assure you that the handi- 
caps under which you all work are in 
existence there. Much has been written 
about having the local banks undertake 
the financing of automobile paper, there- 
by permitting the insurance account in- 
volved to remain with a local agent of 
the dealer’s choice. I am sorry to say 
that the conservative Yankee bankers 
in my territory have not taken to that 
idea very well despite the fact that many 
of them have already been supplied with 
facts and figures proving conclusively 
that it is a class of small loan upon 
which they should secure a good margin 
of profit. 

May I suggest that we tell our agents 
that we are anxious to go to their local 
banks with them to advance reasons 
and show figures in support of the con- 
tention that these banks should finance 
local automobile paper for reliable deal- 
ers. Occasionally, a local banker will 
agree to this arrangement, but we had 
a case recently where the bank was so 
stringent in its acceptance of accounts 
that the dealer had to go to one of the 
larger banks in Boston and as a result 
that bank is now placing insurance and 
the policies being countersigned by an 
agency two hundred miles from the loca- 
tion of the garage dealer. I talked with 
that agent before I left for New York 
and he says that he will continue to bring 
pressure to bear locally and he hopes 
to regain this account. Our form was 
acceptable to all concerned, but the co- 
ercive tendencies common to most of the 
large finance companies were at work 
here as they are on most fronts. 

It seems to be an excellent plan to get 
an agent to visit prospective garage deal- 
ers with us and to go over their finance 
and insurance problems in detail. I have 
found cases where a garage had a low 
fire contents rate and yet the dealer was 
paying a finance charge of $1 for the 
insurance on every car that came into 
his garage even though some of these 
cars were sold in a few days. In the 
case at point, a monthly reporting deal- 
ers’ policy written by the local agent not 
only represented the considerable saving 
during the year of about $200, but we 
were also able to give him a broader 
coverage, because the finance policy cov- 
ered the cars only while inside the 
building. Having seen a policy from 
our home office prepared to protect the 
joint interest of a local bank and garage, 
I feel that we have the tools to work 
with and we should therefore try to run 
down all possible leads that an agent can 
give us. One of these accounts will not 
only increase our premium income, but 
also our prestige with the producer. 


Fleet Risks 

Fleet risks are a study in themselves. 
In some cases I have found that an 
agent does not know the present qualifi- 
cations for fleet rating and that it can 
now be secured if the policyholder or 
prospect has not less than five cars in- 
stead of ten as was the case nor do they 
know that there is a preferential rating 
for 100 or more cars under Formula A. 
That last would not apply in too many 
cases. Frequently we find that an agent 
has been writing individual policies in 
several companies on different units be- 
longing to an assured, some on an actual 
cash value basis and others on a stated 
amount form. It should be an easy 


matter to convince the agent that he 
should have his assured or prospect com- 
plete the standard fleet rate application 
and permit us to send it in to be figured 
and thus get the entire line. 

The home office will list the cars we 
now write on the application. I en- 


deavor where possible to secure an af-* 


fidavit of experience from the assured 
rather than furnish just the name of 
the former carriers. Unless the fleet 
is very large, it is not too difficult to 
get this experience and by so doing the 
other company or companies are not 
bulletined. A pick up policy is in order 
in cases where all cars are not already 
placed with us. The advantages of the 
automatic coverage endorsement is a 
good talking point as is the mechanics 
warranty if the fleet is eligible. The 
N.A.U.A, handbook goes into this sub- 
ject to such an extent that it is possible 
for us to tell accurately what the rate 
will be when the experience is known. 
I have made it a point to check up 
locally with the different concerns hav- 
ing five or more vehicles in an agent’s 
locality and then ask him if we can visit 
that prospect. Quite often he is already 
writing some form for the prospect. 
Several trucks having the same markings 
often furnishes the necessary clue to 


Hanover Fire Reports Good 


Statement For Last Yea; 
The Hanover Fire closed 1937 with as. 
sets of $15,527,853 and policyholders’ sur. 
plus of $9,213,048, composed of capital of 
$4,000,000 and net surplus of $5 213,048 
The unearned premium reserve of $4. 
805,714 shows an increase of close to 
$260,000, indicating an expansion in Pre. 
mium income last year. The loss fe. 
serve is $700,762. 





work on as does the classified section 
of the local phone book. 

The agency mutuals in my vicinity 
write their fleets at very high rates 
and sometimes do not attach the proper 
riders. On two city vehicle lines that 
came my way during the past six months 
it was an easy matter to overcome the 
mutual companies’ net cost and I did 
not have to do as some conference com- 
panies are now doing in competition— 
that is to take the 10% credit for at- 
taching the 2% monthly reduction clause 
or the three-fourths value clause—these 
clauses not to be operative in the event 
of loss. Don’t let the agent dismiss 
a prospect if his insurance is known to 
be in the mutuals. Study the forms, ete. 





What Can Fieldmen Do to Obtain 


More of An Agent's Business? 


By R. W. Kelsey, 
Special Agent Massachusetts and Rhode Island 


In these days of increased facilities 
the need for a large number of compa- 
nies by the agent has gone. He prob- 
ably has too many as it is. In the 
smaller agencies we find a number of 
companies receiving a small income but 
not doing much ahout it. It may well 
be that they are grateful for what they 
have and for being permitted to stay in 
the agency—even though their business 
is more or less dormant. 

As fieldmen what can we do? To my 
mind the answer lies in a closer personal 
contact with the agent. 

How can we achieve this closer per- 
sonal contact? Sometimes handling a 
loss personally will put a special agent 
in closer touch with the agent. Small 
losses promptly settled are a valuable 
source of good-will. This is trite in- 
deed, but these same small losses al- 
lowed to drag can be conversely a source 
of irritation to the agent. To sum it up, 
I would say that a closer supervision of 
pending losses and the knowledge of 
their present status is worthwhile. 

Furnishing information on rate manual 
changes is helpful. The average agent 
might easily pass by a change which 
should be of vital concern to him and 
which would be of vital concern if it 
were called to his attention. We re- 
cently had a rate change in my territory 
which will serve as an example. On 
account of the class being profitable as 
well as increasing competition for the 
business, the rating organization recently 
promulgated 80% rates upon apartment 
houses, which coinsurance rates were 
not hitherto available. In discussing this 
rate change with the rating organization, 
they advised that not only were these 
rates being used generally by agents, but 
in many cases the agents were using the 
100% coinsurance clause, thus obtaining 
the additional credit for the assured. In- 
formation such as this is of extreme 
value to the agent, but he can obtain 
it from only one source—his fieldmen. 

Almost every agent has these two 
things in common—a “pet” line (that it 
would break his heart to lose) and an- 
other line that is not on his books but 
which he is striving to get. It is very 
plain to see what course our procedure 
might well take. To service the line 
the agent already has. To survey the 
line he aspires to write. Constructive 
thought is welcomed by- any agent. 
Changes in our business are constantly 
occurring. Rare is the line that has 
not been affected by these or which 


cannot be re-surveyed in the light of 
changing conditions. 


I have never felt particularly comfort- 
able in pleading for more business know- 
ing full well that every other special 
agent in the office is doing the same 
thing in the same way. However, there 
is a pleasant glow of satisfaction in help- 
ing an agent. And the average agent 
responds in a tangible way—by giving 
you an increased business. 

Personality is of inestimable value in 
this as in any other calling. But even 
to those of us who do not possess it to 
the nth degree there is still vouchsafed 
the privilege of studying our agents and 
playing our cards in a manner best 
calculated to win the confidence and re- 
spect of most of them. 

Certain agencies have key individuals 
who are entrusted with the placing of 
business, It is well to remember that 
these people are only human and that 
giving them a little time and courtesy 
may pay big dividends. Many a lowly 
clerk has climbed the ladder and it cer- 
tainly is worth the time to cultivate 
the personnel of each of our agencies. 

Then, there is another source of con- 
tact which I hesitate to mention for 
obvious reasons—inspections. They give 
one a chance to discuss something con- 
crete with the agent and even affor 
the opportunity of soliciting an addi- 
tional line. Here again is a chance of 
constructive thought and the possibility 
of ascertaining that the assured has the 
proper coverage. 


M. J. Martin Talk 


(Continued from .Page 19) 


is not perfectly clear I advise him that 
I feel the need of a little time in order 
to look up the matter and if I cannot 
solve the problem myself I do not hes! 
tate to pass on my worries to the home 
office, which I have found is always ready 
and willing to render assistance. | 

I do not believe that my field is any 
exception to the average territory and 
most small town agents represent more 
companies than are needed for the con- 
ducting of their agencies. Therefore, ! 
the fieldman does not make frequent 
visits and try to render some material 
assistance to the agent, his is one ° 
the companies to be dropped should a 
agent decide to operate with fewer com 
panies. 
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Ewing Galloway Photo 


N the Lake of Galilee there stood, in ancient 
among 





days, nine cities and many villages 
them Capernaum, Magdala and Tiberias. Insepa- 
rably associated with biblical history, only the last- 
named remains. Here in Tiberias, 683 feet below 
sea-level, the Royal-Liverpool Groups are to be 
found insuring modern buildings— including the 
Hot Springs Baths on the fringe of the Lake. 


This is No. 6 of the Series," Round the World with the Royal- 
Liverpool Groups.” No. 5 depicted the Groups in South 
America, insuring property two miles above sea-level. op Mee ope MM 


ROYAL’ LIVERPOOL GROUPS 


ONE HUNDRED FIFTY WILLIAM STREET, NEW YORK, N.Y. 


AMERICAN & FOREIGN INSURANCE COMPANY e BRITISH & FOREIGN MARINE INSURANCE COMPANY, LTD. . CAPITAL FIRE INSURANCE COMPANY OF CALIFORNIA 
THE LIVERPOOL & LONDON & GLOBE INSURANCE CO, LTD, °¢ THAMES & MERSEY MARINE INSURANCE COMPANY, LTD. e¢ QUEEN INSURANCE COMPANY OF AMERICA 
THE NEWARK FIRE INSURANCE COMPANY . FEDERAL UNION INSURANCE COMPANY . ROYAL INSURANCE COMPANY, LTD. . STAR INSURANCE COMPANY OF AMERICA 
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Agricultural Reports 
Increase in Premiums 


LOSS-EXPENSE RATIOS DOWN 


A'lyn L. Hollenbeck ‘onl Kenneth E. 
Chapman Advanced to Post of 
Assistant Secretaries 





Highlights of the report of President 
H, R. Waite at the eighty-fifth annual 
meeting of the Agricultural of Water- 
town, N. Y., included a_ satisfactory 
premium income, together with 
a reduction in both loss and 
Allyn L. Hollenbeck, manager of 
risk department, and Ken- 
neth E. Chapman, manager of the loss 
department, were elected assistant sec- 
retaries. Immediately following, the 
tenth annual meeting of the Empire 
State Insurance Co. was held and mect- 
ig of the identic al boards of directors 
both institutions. 

eateinnnd for both companies,” said 
Mr. Waite, “increased $948,264, or about 
10.5%. Of this, approximately 65% came 
on fire and allied lines and some 24% 
on automobile business. Marine premi- 
ums were up 11% 

“While our total losses are up some 
—as must be expected with our increased 
volume for the past three years—our gen- 
eral loss ratio including adjustment ex- 
pense, has declined to 41% for the Agri- 
cultural and 32% for the Empire State. 
At the same time with some increase in 
expenses—notably taxes—our total ex- 
ratio has been reduced to 47.2% 
showing is 

busi- 
. €spe- 


vain in 
expense 
ratios, 


the special 


pense 

“Unfortunately, this good 
not readily apparent. Increased 
ness requires higher reserves 
cially on three and five-year term poli- 
cies. Also all expense, even on those 
long policies, must be entered in the first 
year. Hence the simple figure statement 
does not do full justice to operations 
without an understanding of all factors.” 

According to the statement submitted 
to stockholders, the Agricultural closed 
the year with a policyholders’ surplus 
of $7.014,483, and tctal assets of $13,- 
555,735. The Empire State surplus_was 
$2,435,863, with total assets of $3,537,606. 

Mr. Waite eangyr official announcement 
to stockholders of the appointment of 
Appleton & Cae, Inc., as marine mana- 
gers for the Empire State, thus giving 
agents of that company complete facili- 
ties equal with the Agricultural’s. He 
commented on the establishment of the 
brokerage office in New York last May 
and its subsequent operations for the 
benefit of agents generally. 


Hollenbeck and Chapman Careers 


Mr. Hollenbeck joined the Agricultural 
in 1915 as map clerk in the general un- 
derwriting department. He served in 
this capacity and as examiner until Janu- 
ary, 1925. During this period he did some 
special field work with the late George 
Shaw in the New England states. In 







Wetpesene aa ert 
Sy OS 20 LO ATee 


oat 
- 


ae? 


January, 1925, he was appointed special 
ae for the entire central part of New 
York State, and subsequently took over 
the northern part of the state as well. 

In 1930 the acquisition of new  busi- 
ness made it advisable to call Mr. Hol- 
lenbeck back to Watertown to assist A. 
*. Wallace in the supervision of under- 
writing special lines. He was made man- 
ager of the special risk department on 
January 26, 1935. 

Mr. Chapman began work with the 
\gricultural as map clerk in 1920. In 
this capacity and as examiner, he served 
in the Middle department until 1928. 
In June, 1928, he was appointed state 
agent for both companies in Kentucky 
and Tennessee, with headquarters at 
Louisville. In June, 1931, he was _ re- 
called to the home office to the loss 
department. He was made manager of 
the loss department on January 26, 1935. 





DEARBORN NATIONAL FIGURES 
Capital and Surplus of New Company 
Exceed $1,000,000; Four New 
Directors Elected 
Election of four new directors of the 
Dearborn National of Detroit is an- 
nounced by David F. Broderick, presi- 
dent. They are Frank Couzens, chair- 
man, Children’s Fund of Michigan, for- 
merly mayor of Detroit; Stark Hickey, 
local Ford dealer; John T. Higgins of 
Wurzer & Higgins, attorneys, and Don- 
ald F. Valley, vice-president, National 
Bank of Detroit. Other members of the 
board are Mr. Broderick, D. P. Din- 
woodie, L. G. Goodrich, M. Robert Olp 

and C. M. Verbiest. 

The company, the first of its kind to 
be chartered in Michigan in twenty-five 
years, was organized in December, 1936. 
It began writing business in July last 
year when M. Robert Olp, formerly of 
the Travelers, was elected vice- president 
in charge of operations. Original capi- 
tal, $200,000, and surplus $210,000, have 
been increased to $400,000 and $725,055, 
respectively. Total admitted assets are 
reported to be $1,211,483, with cash in 
banks and trust companies of $607,581. 
Policyholders’ surplus as of December 31, 
1937, was $1,125,055. 

Premium writings in the few months 
of active operations exceeded $100,000, 
and the company already has more than 
150 agents throughout Michigan. Im- 
mediate expansion to other states is 
contemplated. 





U. S. FIRE 1937 REPORT 


The United States Fire, a member of 
the Crum & Forster fleet, reports ad- 
mitted assets of $30,301,114 as of Decem- 
ber 31 last. With capital of $2,000,000 
and net surplus of $16,277,857 the sur- 
plus to policyholders is $18,277,857. The 
unearned premium reserve of $9,773,756 
is $457,000 larger than at the close of 
1936, indicating an increase in premium 
volume last year. The company made 
$1,069,000 underwriting profit and the in- 
vestment income was $1,348,000. 


WHY 


New York Jump Drove January 
Building to Seven-Year High 


Volume of building permits issued in 
the principal cities of the United States 
during January made a further sharp 
expansion, according to the latest month- 
ly report, compiled by Dun & Bradstrect, 
Inc. The increase, however, again was 
due to the tremendous rise in permit 
values in New York City, 
was scheduled to go into 


where a new 
building code 
effect on January 27. 

Reports from 215 cities of the Un'ted 
States gave $146,849,695 as the total val- 
uation of building permits for January. 
This was an increase of 23.7% over the 
December figure of $118,716,151 and a 
rise of 114.2% from the $68,542,828 for 
January, 1937. It was close to a seven- 
year peak, surpassing all monthly totals 


preceding back tc April, 1931, at $152,- 
029,087. 
New York City permit valuations 


jumped to $106,072,040 from $74,818,104 
for December, an increase of 41.8%. The 
January total was almost nine times 
larger than the corresponding 1937 fig- 
ure of only $12,639,272. 

The value of permits issued during 
January in the 214 outside cities contin- 
ued the steady decline which began last 
July. The aggregate dropped to $40,- 
777,055 from $43,898,047 for December, 
from $55,903,556 for January a year ago 
These represented declines of 7.1 and 
27.1% respectively. 

Six of the eight geographical divisions 
showed increases in January over the 
preceding month. The year-to-year com- 
parison, however, revealed gains in only 
two groups outside of the Middle At- 


lantic division, 
is a part. 
December volume of building j.crmits 
for the country as a whole expanded 
sharply from the November figure. This 


of which New Yor’ City 


was due entirely to the tremendous rise 
in the permit total for New York occa- 
sioned by the rush to file permits before 
the new city building code went into 


cifect on January 1. Excludine Ney 
York from the compilation, there was a 
decided drop in December from the No- 
vember total, as well as from that for 
the corresponding 1936 month. 

Permit values for 215 cities of the 
United States for December, as reported 
to Dun & Bradstreet, Inc., amounted to 
$118, 763,851, as compared with $69,567,549 
in November and $83,557,063 for Decem- 
ber, 1936. This represented respective 
increases of 70.7 and 42.1%. 

The New York City total rose from 
$19,388,948 in November to $74,818,104 in 
December, which contrasted with only 
$16,363,201 in December last year. The 
214 cities outside of New York accounted 
for only $43,945,747 last month, a drop of 
12.4% from the November figure of $50- 
178,601 and a decline of 34.6% from the 
$67,193,862 recorded in the like month a 
year ago. 

The final record for the calendar year 
1937 compared favorably with that of 
recent years. With gains in all of the 
veographical divisions except one—the 
South Central—total value of building 
for which permits were issued in the 215 
cities during the twelve months of 1937 
aggregated $1,130,624,471, against $980,- 
496,615 for the similar 1936 period, or 
an increase of 15.3%. The 1937 figure 
was the largest since 1931, being only 
slightly under the amount for that year. 





EDMUNDSON TRANSFERRED 





Agency Superintendent in Chicago Office 
of America Fore Group Goes 
to San Francisco 


Vice-President Ernest A. Henne, in 
charge of the America Fore Western de- 
partment, announces that H. Clyde Ed- 
mundson, an agency superintendent in 
the Chicago office, has been transferred 
to the San Francisco office to assist John 
A. Carlson in an official capacity. 

Mr, Edmundson first served the Scot- 
tish Union & National as a special agent 
in the Mountain field and later entered 
the service of the Niagara Fire as state 
agent for Minnesota and North Dakota. 


In 1927 he was called to the home office 
and assigned to Western department bus- 
iness. In 1929 he was transferred to 


Chicago. He is familiar with Coast con- 
ditions and has a large acquaintance 
there. 


NOT? 


Join the “Hanover Family’— You'll 


like our personalized agency 
Service and Contact. 


INDIANAPOLIS PROTECTION 

Fire Chief Kennedy of Indianapolis 
has announced plans for spending $246,- 
140 during the coming year to repair 
several fire stations. He said the re- 
building program, which is to start Feb- 
ruary 21, is to be financed by $155,184 
of WPA funds and $90,956 provided by 
the city. Included in the program is 
the wrecking of several buildings for- 
merly used as stations, which since have 
been replaced by new buildings. 





WHO SAYS 13 IS UNLUCKY? 


The number 13 figured rather promi- 
nently in a transaction of the Citizens 
Insurance Agency of Lawrenceville, Va, 
on January 13, the thirteenth day of the 
New Year, the agency issued a_ policy 
bearing number 1113 for a premium of 
$13 and received therefor a check dated 
January 13. 





$4,000,000 CAPITAL JAN, 1, 1937 


$12,746,031 POLICYHOLDERS’ SURPLUS 





$18,425,922 ASSETS 


The HANOVER FIRE INSURANCE COMPANY of New York 


LOSSES PAID SINCE ORGANIZATION $84,945,098 


Montgomery Clark, Pres. 
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¢ WHOOPS—down he goes! 
Broken bones are bad enough, 
but WORRY about loss of 
earning power, hospital and 
medical bills and increased 
household expenses causes 
far greater suffering. © e 


e ACCIDENT INSURANCE 
cannot prevent accidents, but 
it will eliminate financial 
worry and keep the home 
fires burning. e 











| aa The Grr Fr rine Imran Co. orcanrzen 1853. 























LOYALTY GROUP 


PUR aaccnbecagae ar hack: Won Mises aes 1855 


























Milwaukee Mechanics’ Insurance Company orcamizen 1852 
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S. T. Skirrow 30 Years 
With Great American 


A LEADER IN THE LOCAL FIELD 





Well Known in Underwriting and Insur- 
ance Education; Six Years Head 


Of New York Dep’t 





Sinclair T. Skirrow, secretary of the 
Great American in charge of the New 
York local department and a man widely 
respected for his excellent judgment and 
unfailing good nature, celebrated his 
thirtieth anniversary with the company 
two weeks ago today. He also then com- 
pleted thirty years in insurance for he 


has spent his entire career with the 
Great American. To mark the occasion 
his associates presented him with a 


handsome pen and pencil set. 

Born in Savannah, Ga., Mr. Skirrow 
came North with his parents when he 
was about 2 vears old. He was brought 
up in East Orange, N. J., and has lived 
in that city ever since. After attending 
school in East Orange he joined the 
Great American—then known as the 
German American—as an office boy on 
February 4, 1908. His early training was 
in underwriting but after a few years 
he went into the engineering department. 
Then followed several years in the field 
in the New York suburban department. 
Recalled to the home office, where his 
efforts had attracted the favorable at- 
tention of company executives, he be- 
came assistant manager of the combined 
automobile, side-lines and brokerage de- 
partments. In those days these branches 
of the business had not developed to 
their present state of importance. 

Because of his broad experience in un- 
derwriting in the New York City area 
Mr. Skirrow next was advanced to as- 
sistant manager of the local department 
and on April 1, 1932, was made manager. 
On October 5 of the same year he was 
elected an assistant secretary of the 
company, becoming secretary on April 
4, 1934. 

Modest and of quict disposition Mr. 
Skirrow has, nevertheless, attracted wide 
attention through his ability and indus- 
try. He is chairman of the arbitration 
committee of the New York Fire Insur- 
ance Exchange, a director of the New 
York Board of Fire Underwriters, and 
director and chairman of the general 


education committee of the New York 
Insurance Society. His interest in in- 
surance education dates back many 


vears as he was one of the early stu- 
dents in Edward R. Hardy’s night classes 
at New York University before the So- 
ciety courses were organized. In recent 


vears Mr. Skirrow has himself been a 
lecturer on fire insurance subjects for 
the Socicty. 


BROKERS TO HEAR W.A. RIORDAN 

William A. Riordan, manager of the 
New York office of the Automobile In- 
surance Co. of Hartford, will address the 
members and guests of the Brooklyn In- 


surance Brokers Association at the reg- 
ular monthly luncheon-meeting to be 
held at the Hotel Bossert, Wednesday, 
February 23. 

Mr. Riordan will speak on use and oc- 


cupancy insurance. He has studied the 
many problems confronting brokers en- 
deavoring to sell this type of insurance 
and his talk should prove instructive and 
educational. 


Insurance Group Named For 
Scout Drive in Brooklyn 


Supreme Court Justice Albert Conway, 
formerly New York Insurance Superin- 
tendent, is chairman of the finance com- 
mittee of the 1938 Brooklyn campaign 
for funds being conducted by the Boy 


Scout organization. He has appointed 
as members of the general insurance di- 
vision the following: 

Chairman, Andrew J. Schmitz of Mc- 
Cooey & Schmitz, Inc.; William Bower, 
agent; James E. Donovan, agent; S. P. 
Eisemann, Brooklyn manager, America 
Fore Group; Harry R. C. Hickey, Brook- 
lvn manger, Fidelity & Deposit; Edward 
McLoughlin, Deputy Supt. of Insurance; 
George W. Minett of Benedict & Bene- 
dict; Tohn H. Ray, Brooklyn manager of 
Hartford Accident; James W. Smith of 
Smith & Quigley; David K. Tuttle, agent; 
M. L. Nathanson, agent, and Michael J. 
Zaengle, Brooklyn manager of National 
Liberty. 





BOSTON AGENCY CHANGES NAME 

Kingman P. Cass, who purchased the 
Boston general agency of Berry & Par- 
sons, Inc., four years ago, has changed 
the name of the agency to Kingman P. 
Cass, Inc., and has removed to new 
offices on the eleventh floor of 141 Milk 
Street. The agency represents the East- 
ern Underwriters of the Camden Fire, 


British General, Richmond, Homeland 
Underwriters of the North British & 


Mercantile Group, Employers’ Liability 
and Travelers. 


McANDREWS WITH PHOENIX 

John J. McAndrews is now with the 
metropolitan and brokerage departments 
of the Phoenix Assurance Co. at 90 
Maiden Lane, in the production of busi- 
ness. He has been connected with the 
Hartford Fire in a similar capacity for 
seven years, both for the Brooklyn and 
New York offices. Prior to joining the 
Hartford he was with Hall & Henshaw. 


JAMES JAY CLOONEY DIES 
James Jay Clooney, head of the fire 
and marine departments of H. Mosen- 
thal & Sons, Inc., insurance brokers at 
1 Cedar Street, New York City, died last 
week from a complication of ailments. 
He was 3 years old and had been with 

the organization since August, 1924. 


G. F. SANFORD. JR.. WINS CAR 
G. Foster Sanford, Jr., vice-president 
of Smyth, Sanford & Gerard, insurance 











brokers, and Mrs. Sanford have just 
won a Studebaker car and 1,000 gallons 
of was in an essay contest of Procter & 


Gamble Co, to popularize Ivory Soap. 


PHOENIX OF LONDON--AMERICAN 
lL. &lL. &G FIDELITY-PHENIX 


COMPLETE 
FACILITIES 


HARTFORD NATIONAL 
NORTH AMERICA U 


Service Since 1893 


Death of Gordon Was 
Shock to Fraternity 


MAN HELD IN HIGH ESTEEM 


Executive Vice-President New York 
Board Had Been in Insurance 
For Forty-five Years 








Death of Daniel F. Gordon removed 
from the insurance fraternity in New 
York one of the most universally liked 
men in the business. Mr. Gordon had 
been with the New York Insurance De- 
partment for more than thirty years. He 
died February 9 at age 69 after being in 
poor health for a considerable time. He 
was executive vice-president of the New 
York Board of Fire Underwriters until 
some months before his death. In 1891 
he was appointed an examiner in the 
New York Department when Robert 
Maxwell was superintendent. He became 
chief examiner of fire companies, then 
second deputy superintendent and later 
first deputy. He served under every 
New York superintendent from Robert 
Maxwell to Albert Conway although dur- 
ing part of his service employes of the 
department were not protected by civil 
service, 

Shortly after the close of the World 
War Mr. Gordon was induced to leave 
the Department to become vice-president 
of the International Insurance Co. and 
assistant United States manager of the 
foreign reinsurance companies in the 
group controlled by Sumner Ballard. 
When James A. Beha became superin- 
tendent in 1924 Mr. Gordon returned to 
the department as first deputy and he 
remained there until 1929. Shortly after 
that he became vice-president of the 
New York Board filling a new position 
made to bring about various activities of 
the board. In that work Mr. Gordon ef- 
fected changes that saved the board $1,- 
000,000 in five vears without in any way 
impairing its efficiency. He resigned in 
1936. He had two sons who died and 
that bereavement aggravated his im- 
paired health. 





BROKER’S RIGHTS UPHELD 





Court Grants Injunction Restraining 
Former Solicitor From Taking Busi- 
ness From Employer’s Clients 
A case of considerable interest to the 
insurance field has been decided by Jus- 
t'ce Lloyd Church of the Supreme Court, 
New York. In that case Schiff Terhune 
& Co., Inc., New York City, sought an 
injunction and judgment for an account- 
ing against a former solicitor, Edwin 
Cope, who after leaving the employ of 
the broker, solicited and obtained ac- 
counts which he had handled during his 
employment. The ex-employe contended 
that the accounts were his by reason of 
the fact that he had either brought 
them in or had salvaged them for the 
brokerage firm when there was an al- 
leged possibility of the firm’s losing them. 
The court held that under the terms of 
his employment agreement the defend- 
ant was obligated to devote full time to 
the business of his employer and that 
if he developed any business it belonged 
to the employer. The court granted the 
employer an injunction restraining the 
employe from soliciting or accepting 
business from customers on the books 
of the plaintiff for himself or others 
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Host at Opening of New 
Offices at 115 William St. 
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C. A. SIEBOLD 


Several hundred insurance men attend- 
ed the housewarming party Monday aft- 
ernoon given by Jones & Whitlock, Inc, 
at their new headquarters at 115 Wil- 
liam Street. Numerous beautiful bou- 
quets of flowers, gifts of friends of the 
organization, were in evidence. The 
present move is only one of several the 
agency has made in its 98-year history. 
When W. R. T. Jones and James A. 
Whitlock organized the firm in 1840 they 
opened an office on the south side of 
Wall Street between Broad and William 
Streets. That was in the middle of the 
insurance district at that time. Both of 
the original partners were still active 
when C. A. Siebold, now president of 
the corporation, became connected with 
the firm. He became a partner in 1912. 

This agency was a pioneer in inland 
marine insurance, originated various 
forms of cover and is still a leader in 
that field. Jones & Whitlock, Inc., act 
as United States managers of the inland 
marine department of the Globe & Rut- 
gers Fire, the Insurance Co. of the 
State of Pennsylvania and the American 
Home Fire, having branch offices and 
agencies throughout the United States. 
Within the past few years they entered 
the fire field locally, suburban and coun- 
try-wide and represent the Allemannia 
Fire of the Crum & Forster group, the 
American National of the Great Ameri- 
can group and the American Home Fire. 
In addition they also represent for casu- 
alty insurance the Protective Indemnity 
of New York and for automobile the 
American National. 





than the employer, or from interfering 
directly or indirectly with the business 
or customers of the employer, and judg- 
ment for an accounting of all commis- 
sions earned by the employe on business 
of customers of the employer. 

While this ruling accords with well 
established principles of law, there was 
no exact precedent in litigation arising 
in the insurance field. The ruling also 
establishes the confidential nature of the 
relationship between the broker and as- 
sured, which must not be_ interfered 
with by ex-employes of the broker. 

Schiff Terhune & Co. was represented 
by Samuel R. Feller of Mullen & Feller 
and the defendant was represented by 
David von G. Albrecht. 





WITH BUTLER & BALDWIN, INC. 


Arthur T. Fleischhauer has been clect- 
ed an assistant secretary of Butler & 
Baldwin, Inc., 385 Madison Avenue, New 
York City, and will act as assistant man- 
ager of the insurance division under 
Ward Chase, vice-president in charge. 
Mr. Fleischhauer was associated for se 
eral years with the brokerage and service 
department of the Phoenix Assurance. 
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NOURSE ELECTED CHAIRMAN 





New York Fire Insurance Rating Or- 
ganization Elects Four New Govern- 
ing Committee Members 
Evercit_W. Nourse, United States 
manager, London Assurance, and presi- 
dent of the Manhattan F. & M,, has 
been elected chairman of the governing 
committee of the New York Fire In- 
surance Rating Organization. J. C. 
Stoddart, New York Underwriters, was 
elected vice-chairman. At the annual 
mecting February 8 four new members 
were clected to the governing commit- 
tee as follows: H. H. Clutia, Northern 
of New York; A. E. Gilbert, Hanover; 
]. L. Parsons, United States Fire, and 
Pp. B. Sommers, American of Newark. 
They succeeded H. S. Poole, Home of 
New York; W. F. Dooley, Continental; 
E. J. Sloan, Aetna, and A. A. Moser, 
Merchants Fire, whose terms expired. 
Reports of officers and committees 
were received and accepted. William 
J]. Ward, secretary, reported that there 
are now 252 companies members of the 
organization, one having discontinued its 

membership and two having joined. 


BOSTON FIRE PREMIUMS 

Fire premiums written in Boston dur- 
ing the last half of 1937, as reported to 
the Boston Protective Department, to- 
taled $2,689,412, of which $283,262 was 
written by mutuals and the balance by 
stock companies. For the last six months 
of 1936 premiums amounted to $2,698,392, 
or just slightly above the 1937 figure. 
The ten leading companies for the sec- 
ond half of 1937 were as follows: Home, 
$69,516; Insurance Co. of North America, 
$63,939; Aetna, $57,846; Pennsylvania, 
$56,019; Continental, $55,137; Royal, $54,- 
915; Hartford, $53,202; Boston, $47,227; 
Fidelity-Phenix, $44,620, and National 
Fire, $40,715. 


Aetna Promotions 


(Continued from Page 18) 
tomobile business in his native town to 
become a member of the engineering de- 
partment of the South Eastern Under- 
writers Association. In May, 1923, he 
joined the Aetna’s field force as special 
agent for Virginia and four years later 
he was appointed to a like position for 
its subsidiary, the World. In December, 
1933, Mr. Kyle, then located in Rich- 
mond, Va., was called to the home office 
as assistant secretary. 
John E. Downey 

John E. Downey, a native of Provi- 
dence, R. [., and a graduate of Dartmouth 
College, has been associated with the 
Aetna Fire since 1921 in the capacity of 
assistant superintendent and_ superin- 
tendent of its special risk department. 
He was elected assistant secretary of the 
Aetna, the World and the Piedmont in 
1935. During his sixteen years of service 
with the organization Mr. Downey has 
traveled widely in the field and has be- 
come one of the best known men in the 
ire group’s service. Thirty years ago, 
immediately after his graduation from 
college, Mr. Downey embarked on an in- 
surance career as inspector for the Fac- 
tory Insurance Association. This was 
followed by six years of inspection work 
with the Underwriter’s Bureau of New 
England. In 1916 he accepted a position 
with the Continental of New York as 
cngineer, where he remained for nine 
years prior to joining the Aetna Fire 
Organization. 

G. Harold Grant has been with the 
company since March, 1916, first as an 
accountant and later as actuary. Except 
or a brief interval, after leaving school, 
with the Bush Manufacturing Co. of 
Hartford, Mr. Grant has spent his whole 
usiness life in the services of the Aetna 
‘ire croup. Beginning in a clerical ca- 
Pacity the bookkeeping department, 








he showed marked ability both as an ac- 
— t and statistician. Nine years 
et ‘n_ 1925, he received the appoint- 
filled ; actuary, a position which he 
In 19 th distinction for eleven years. 
ot ne was rewarded by being elect- 
Daniee — out Secretary of all four com- 
Mr *s comprising the Aetna Fire group. 


vrant’s birthplace was Wapping, 


Conn., where he also received his educa- 
tion in the public schools. 


M. B. Seymour 

M. B. Seymour has spent fifteen of 
his sixteen years of service with the 
Aetna-World in the field. In November, 
1936, he was called to the home office 
with the title of general agent and given 
supervision over all state and _ special 
agents, production of business and de- 
velopment of the various agency plants in 
the eastern departments for the Aetna- 
World and Piedmont Fire Insurance Co. 
of Charlotte, N. C. Last October, when 
Harold J. Kiefer was elected secretary 
and transferred from Hartford to the 








New York department, Mr. Seymour 
succeeded him as general agent in the 
southern department. 

Mr. Seymour is a native of Hartford, 
a graduate of the Hartford High School 
and Amherst College in the class of 1914. 
In that same year he joined the Under- 
writers Association of New York State, 
resigning in 1920 to accept a position as 
state agent with the Concordia Fire. A 
year later his association with the Aetna 
Fire group began in Rochester, N. Y., 
as special agent. From here he was 
transferred to Baltimore as state agent 
for Maryland, Delaware and the District 
of Columbia. In December, 1932, he was 


sent to Philadelphia as state agent, where 
he remained until 1936, the date of his 
appointment as generai agent with head- 
quarters in Hartford. 

Assistant Manager Marshall was born 
in San Francisco in 1898. He joined the 
Aetna as an office boy in 1914. After 
serving an apprenticeship in the various 
departments ne became an examiner 
Later he was appointed special agent for 
northern California and western Nevada 
In 1927 he was transferred to Los An- 
geles to cover the southern California 
and Arizona territory. In 1935 he was 
transferred to the San Francisco branch 
as superintendent of production. 
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Every experienced insurance broker knows—as does 


every other business man—that a satisfied client is 


the best possible advertisement. 


When in co-operation with an Atlantic trained under- 
writer a broker qualifies a risk for an Atlantic policy, 
he takes the first step toward acquiring a salesman 
who costs him nothing. . 


Most brokers are familiar with our reputation for ad- 
justing losses promptly, generously, ungrudgingly—a 
reputation built up over the past 96 years by adhering 
to the policy of accepting only better class risks. 


Brokers benefit from this policy fully as much as we 
do. It enables them to build a satisfied, profitable 


chentele. 


We invite those who have never dealt with us to 
follow the lead of many experienced brokers who use 
Atlantic insurance as an aid in developing a constantly 


growing business. 


Send for our latest booklet and Financial Statement 
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TALES of the ROAD 


By E. H. HORNBOSTEL, 
New York State Agent, Firemen’s of N. J. 











intended as an advertise- 
takes vears 
devise an article 
been on the market 
for vears, and now that it is, is selling 
like hot cakes. The objective for vears 
by rubber shoe manufacturers should 
have been to get out a “rubber” that 
would be halfway between a light rainy 
weather rubber and one protecting the 
wearer in more stormy or “heavy” 
weather (especially snow). There are 


This is not 
ment, but illustrates that it 
for manufacturers to 
that should have 


heavy zippers on the market; also heavy 
rubbers that protect the upper part of 
the shoe, but these new rubbers are light 


and cool and come up to about the ankk 
both in front and on the continu- 
ously, and there is no ~ in front, 


sides, 


which generally tore at the ners 
I discovered this model at Osi vego, N 
Y., when I was looking for just "that 


sort of thing on the market. but which 
I had not discovered elsewhere, prob- 
ably because retailers loaded up on the 


kept it in the background to 
they real- 


old styles 
unload their old stock, because 


ized that if a customer saw them they 
would immediately fall for them, and not 
buy the old styles. 
* ne 
diene Customs 

It seems funny how long it takes for 
some of these new ideas to come into 
being. For instance, for many years we 


had to bend down with our faces against 
a hot radiator to turn off the steam with 


a wooden handle attached to valve, that 
nine times out of ten would break or 
split. Then someone a little brighter 
than the rest invented the rod valve 


with indicator, so that you can turn the 
steam on or off (and know you are doing 





I.U.B. Adopts Rules For 
Extended Cover Endorsement 
The 


notified members of a number 


Interstate Underwriters Board has 
of change 
in rules in regard to the extended cov- 
erage endorsement reporting form 

“The minimum $500 and $300 per ac- 
count requirement will include the fire 
and extended coverage endorsement haz- 
ards, but side lines when written individ- 
ually will require additional premiums 
above the fire as now provided in th: 
rule for minimum premium-side line cov- 
erages,” the bulletin states. The location 
rule has been amended by adding “the 
extended coverage endorsement should 
apply at all locations covered under the 
fire policy.” 

A further change in the 
for arriving at the 
under Form No. 2 has been approved by 
the governing committee, inasmuch as 
the method outlined in previous bulle- 
tins apparently did not achieve the de- 
sired result. The rule as now approved 
reads as follows: 

“The provisional amount under Form 
No. 2 shall be the total of the estimated 
values filed or the total of the average 


requirements 
provisional amount 


values reported to this board for the 
previous year.” 

Previous rulings relating to Clause 
“C,” Form No. 1, and Clause “B,” Form 


No. 2, under the heading liability at loca- 
tions acquired prior to the inception of 
the policy, have been further amended 
to read as follows: 

“At any location where the assured 
had property as above described which 
was not declared to this company unless 
included in the first report of values as 


it) standing and with ease. Traveling 
men will well understand the experiences 


people generally had with these near- 
the-base valves. Another improvement 
was putting the key-hole over the door- 


eon for countless centuries it was 
placed under the door-knob—why I don’t 
know—except to make it harder for peo- 
ple to unlock. Another outmoded cus- 
tom was (and still is) placing hotel shoe 
shining stands in the wash room. 
There are traveling men who are so 
steeped in old usages that they still ask 


for a pitcher of ice water, even when 
the faucet water is pure and cold, and 
even when some hotels have ice water 
on tap. To meet this demand the Onon- 


daga at Syracuse still has water bottles 
in rooms for guests who cling to old cus- 
toms, although there is no cooler or 
purer water than that which comes out 
of the faucets in Syracuse from spring- 
filled Skaneateles Lake. 
x * x 
Ice Water in Hotels 
I remember that in some of the second 
class hotels in small towns, before the 
days of running water, there was a row 
of pitchers with room numbers and each 
guest was supposed to take his pitcher 
of ice water to his room himself after 
leaving his call, on retiring for the night. 
Then and before the days of telephones 
or bells in each room, a clerk in the 
morning went along the hall and pound- 
ed loud enough to wake the dead, wak- 
ing everybody before they wanted it. 
It seemed almost that they took a 
special delight in pounding as noisily as 
possible. This is one of the many de- 
lights (?) we had to suffer on the road 
in the old days. 


provided in the value reporting clause 
and is then subject to the limit of lia- 
bility of an acquired location as indicated 
in the last item of Paragraph No. 3— 
Limit of Liability.” 


Illinois Fire Losses 
Down $953,000 in 1937 


Fire losses in Illinois in 1937 showed 
a decrease of $953,926 as from 1936, with 
3,267 fewer fires. This is revealed by 
the report of State Fire Marshal Sher- 
man V. Coultas. The year’s figures show 
total losses amounting to $11,081,347 from 
16,306 fires. During the year forty- three 
convictions were obtained in incendiary 
fires : A total of 590 cases were investi- 
gated. 
_ Marked decrease in school fire losses 
is noted. School fires in 1936 caused 
losses of $404,085 as against $167.050 last 
year. This was the lowest school loss 
since 1930. Number of school fires de- 
creased from ninety-six to eighty-seven. 
Mr. Coultas’ report states that a state- 
wide inspection is being made of all 
school buildings to determine their fire 
safety. He states also that many of the 
outworn and hazardous buildings are 
being replaced by PWA project schools 
EXAMINERS HEAR W. E. MYERS 

William E. Myers of the inland marine 


department of the Commercial Union 
addressed members of the Fire Insur- 


ance Examiners Association on “Inland 
Marine Insurance and Its Relation to 
Fire Insurance Underwriting” at their 


monthly meeting Tuesday evening at the 
One Park Restaurant, 1 Park Avenue, 
New York City. 
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HOME F. & M. OPERATIONS 





Company Increased Premium Income, 
and Underwriting Profit Was $96,000 
Over That of 1936 

At the annual shareholders’ meeting of 
Home Fire & Marine February 8 the 
company’s annual statement for 1937 was 
presented by Charles R. Page, president. 
Net premiums totaled $2,325,000, an in- 
crease of 4% over 1936. Net investment 
income, after provision for Federal in- 
come tax, was $234,000 against $221,000 
in 1936. 

On the basis of valuation required by 
insurance commissioners, gross assets are 
$6,554.000 and policyholders’ surplus $3,- 
736,000. At actual market values gross 
assets are $6,590,000 and policyholders’ 
surplus $3,772,000. Underwriting profit, 
after provisions for Federal income tax, 


was $193,000, an increase over 1936 of 
$96,000. 
The following directors were clected: 


J. B. Levison, chairman; W. M. Alex- 
ander, James B. BI = Edward T. Cairns, 
Colbert Coldw ell, Edward L. Eyre, M. 


Fleishhacker, J. W. Mailliard, Jr.. W. 
H. Orrick, Charles R. Page and S. L. 
Rawlings. 





Paul L. Haid in London 
To Confer With Lloyd’s 


Four well known American insurance 
men are arriving in London this week to 
confer with British leaders on business 
matters. They are Paul L. Haid, presi- 
dent, Insurance Executives Association ; 
Hawley T. Chester, Chubb & Son; L. C. 
Lewis, vice-president, Insurance Co. of 
North America, and E. L. Perrin, vice- 
president, Automobile of Hartford. They 
all sailed from New York early last Sat- 
urday on the Bremen. 

Mr. Haid will confer in London with 
a group of members of the non-marine 
association of London Lloyd’s, his trip 
to England following an exchange of 
correspondence with Matthew D. Drys- 
dale, chairman of Lloyd’s Underwriters 
Fire and Non-Marine Association, rela- 
tive to operations in the United States. 
Lloyd’s now is licensed in two states in 
this country, Kentucky and Illinois. 





TO HONOR JOHN D. SAINT 


John D. Saint, who has resigned as 
executive secretary of the Oklahoma 
agents’ association to take a similar post 
with the Tennessee association, will be 
guest of honor at a testimonial dinner 
to be given next Monday evening, Feb- 
ruary 21, at the Oklahoma Club, Okla- 
homa City, under the joint auspices of 
agents and fieldmen. Serving on the 
agents’ committee are Buford Breeding, 
chairman, W. Clark and J. Adams. The 
fieldmen’s committee consists of T. Ray 
Phillips, chairman; C. Cowan and T. 
Earp. 





WILLIAM W. GAUNT DIES 


An insurance man in Louisville, Ky., 
for twenty-nine years, William W. Gaunt, 
56, member of the firm of Gaunt, Hous- 
ton and Fitzhugh, died recently at 
the Mayo Clinic, Rochester, Minn., where 
he went in November in an attempt to 
regain his health. A native of Carroll- 
ton, he was a member of the Louisville 
Board of Fire Underwriters, the Pen- 
dennis Club, Louisville Country Club and 
River Valley Club. Surviving are his 
wife, son and daughter. 
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America Fore Promotions 


(Continued from Page 1) 


companies Of the America Fore Group. 
Five of them started as file clerks or 
office boys. The oldest veteran of the 
soup has spent forty-seven years with 
America Fore, the youngest in point of 
nine years. 

John A. Carlson 

Mr. Carlson has an unbroken record 
of thirty-six years with the America 
Fore Companies with the exception of 
about a year and a half in the early 
days. He began his work for the Con- 
tinental in 1902 as a file boy. After 
progressing through the various minor 
erades he became assistant examiner in 
1906. In 1908 he rejoined the Continen- 
tal as a special agent after some time 
out on a ranch, In 1910 he was given 
his own field of Utah, Wyoming, Mon- 
tana and Idaho with headquarters at 
Salt Lake City. A year later he was 
transferred to Spokane, Wash., and given 
additional territory. 

In 1918 he was transferred to San 
Francisco as assistant manager of the 
Pacific department and in 1929 when 
the Niagara became a member of the 
America Fore Group, Mr. Carlson was 
appointed assistant secretary in charge 
of production and underwriting in the 
consolidated six-company operation. In 
1934 he was advanced to secretary and 
upon the death of Vice-President Par- 
rish in 1937 was placed in charge of the 
fire group’s Pacific department. 

Arthur A. Nelson 

Secretary Arthur A. Nelson, a native 
New Yorker, joined the America Fore 
Group in 1923 as an examiner in the 
home office. Previous to coming with 
this organization he had already devel- 
oped a well rounded insurance back- 
eround with thirteen years of diversified 
departmental experience in the North 
British & Mercantile. In February, 1929, 
he was given the responsible position 
of manager of the suburban New York 
department. In February, 1935, he was 
elected assistant secretary. 

As chief engineer of the America Fore 
fire companies Assistant Secretary Fred- 
erick P. Walther has contributed largely 
to the success and growth of the en- 
gineering department during his twenty- 
seven years with the group. Grounded 
in his engineering work at the Armour 
Institute of Technology and with ex- 
perience on the Chicago Board of Fire 
Underwriters, the Insurance Survey Bu- 
reau of Chicago and the National Board 
of Fire Underwriters, Mr. Walther came 
to the America Fore Group well fitted 
to assume his duties. 

L. A. Williamson 


General adjuster and now Assistant 
Secretary L. A. Williamson began his 
insurance work with the Continental in 
1908 in the engineering department. Pre- 
vious to that time he had been a con- 
sulting engineer and professor of elec- 
tricity at Stevens Institute. Within a 
short time Mr. Williamson was trans- 
ferred to the agency department and 
spent several years traveling for the 
company as an inspector and _ special 
agent in the Eastern Central states. He 
resigned his company connections in 1916 
to become staff adjuster with the Gen- 
cral Adjustment Bureau at Albany, N. 

In that connection he was appointed 
manager of the Rochester, N. Y., office 
but returned to America Fore as as- 
sistant general adjuster in 1922. Two 
years later he became general adjuster 
of fire companies in the New York of- 
fice loss department. 

Arthur H. Derbyshire 


Assistant Secretary Arthur H. Derby- 
shire was initiated into the insurance 
business as a file clerk in the Chicago 
oficcs of the Continental in 1907. After 
"iencing routine promotions he was 
sent into the field as an inland marine 
department special agent and later made 
nager of the inland marine depart- 
me It was in this capacity that he 
canic to the home office in 1936 to take 
ral charge of the companies’ inland 
© production country-wide. 

istant Secretary De Mott Belcher 


service, 


had twenty-two years’ experience in in- 
surance brokerage work before coming 
with America Fore in 1929 as manager 
of the general cover department. Just 
before affiliating himself with this group 
he had for some years been assistant 
secretary of R. A. Corroon & Co., Inc. 
Mr. Belcher’s work is centered largely 
in cooperating with agents and brokers 
in the handling of multiple location in- 


surance. 
Walton H. Griffith 

Assistant Secretary Walton H. Grif- 
fith entered insurance fresh from hon- 
ors at the University of Georgia. He 
spent the first twelve years in the South 
doing home office and field work. In 
1925 he resigned his position as assistant 
secretary of the National Union Fire 
in charge of its automobile department 
to manage the automobile department of 
the America Fore Companies which he 
has done since that time. Mr. Griffith is 
a member of Phi Beta Kappa and was 
a captain of the 319th Field Artillery, 
82nd Division, during the World War. 

Upon graduation with honors in en- 
gineering from Syracuse in 1912 Assist- 





ant Secretary Robert H. Byrnes formed 
his first association with insurance by 
becoming affiliated with the Underwrit- 
ers Association of New York State. He 
resigned in 1917 for a period of service 
as first lieutenant, 84th Field Artillery. 
After the war he became special agent 
for the Niagara Fire doing field work 
in central New York, and later in the 
Syracuse territory until coming to the 
home office in 1929 as manager of the 
use and occupancy department. 

Photographs of those promoted will be 
published next Friday. 





NATIONAL UNION STATEMENT 
The National Union Fire of Pittsburgh 
reports assets of $16,132,933 as of De- 
cember 31, 1937. Policyholders’ surplus 
amounts to $7,171,361 and consists of 
capital of $1,100,000, a special reserve 
of $1,000,000 and net surplus of $5,071,- 
361. The reserve for unearned premiums 
totals $7,211,703, an increase of more than 
$500,000 over the close of 1936. 





W. Ross McCain, president, and Jo- 
seph W. Russell, vice-president of the 
Aetna Fire group of companies, accom- 
panied by Mrs. McCain and Mrs. Rus- 
sell, will sail Saturday on the Pennsyl- 
vania for California. 
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Canadian Definitions 


Prepared by Committee 


\ committee composed of W. E. D. 
Baldwin of the All-Canada_ Insuranc¢ 
Federation; W. H. Gilliland, Dominion 
Department of Insurance; Col. Sidney 
W. Band, United States Fidelity & Guar- 
anty, and Hartley D. McNairn, Super- 
intendent, and Howard Armstrong, John 
Edwards and H. C. Ness, of the Ontario 
Department, has prepared uniform defini- 
tions of classes of insurance in Canada. 
When these are approved by the Domin- 
ion Superintendent they will be presented 
to all the Canadian superintendents at 
their conference next August. 


N. J. SQUARE CLUB DANCE 

The Insurance Square Club of New 
Jersey will hold its third annual enter- 
tainment and dance on Friday evening, 
February 25, at the Mosque in Newark 
Vice-President Alfred F. Turton is 
chairman of the committee in charge. 
Tickets are priced at $1.10 each. 


R. I. DWELLING RATES CUT 

A reduction of about 10% on dwellings 
and contents has been announced for 
Rhode Island, effective immediately. 
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New English Policy Covers Loss Memorial Erected to Heroic aj haush severely burned, set ov: to fn 
y " ss : e two surviving pa ngers 
Young Lloyd Ss Underwriter Despite almost insuperable diffict:ities he 
I C C F il P The gallant deed of James Guthrie Succeeded in descending some 2,0\) feet 

n ase ustomer alis to ay Westray, young Lloyd’s underwriter who down a gorge and even struggled on for 

met death while trying to bring help fall 1 —s after a twenty-five foot : 
The Trade Indemnity Co., London, is the Trade Indemnity Co. has designed to two injured fellow passengers after his relat Bs A appeal —— 
issuing insurance against loss on work its new policy. The premium is based 2" @it crash in Australia, has been com- a tian ‘eons 99 bee in . a r two 
in progress. It is said to have been m the standing of the buyer and the ™emorated by the unveiling of a me- out Wh n hi be i poss f ot to 
received favorably among manufacturers actual extent of the risk involved. The ™0ral to him in that country. seated pm Br 4 mm 4 i, 7 es 

of special plant and equipment where proposal form contains questions regard- The air liner crashed in wild, moun- rette betwee gg oe “ His. Cm I 
substantial sums are often involved. This ing the nature, size and duration of the ‘@!m0uS country, and four of its occu- low pas cues 3 still alive wy 
insurance is described in “The Policy” contract, together with a request for in. Pants were killed outright. Westray, : Bh cerns were ~~ still ive by 
as follows: formation regarding the financial stand- § ———— -—— eee # hao hear rward, 
“The new indemnity, briefly, has been ing of the principal with whom the con- gations will ultimately result in far ness . , 7 en ee 


devised to supply a want on the part of 
contractors and manufacturers while en- 
gaged in constructional work or in the 
and 
It ensures that they will be 
indemnified in the event of the gg ed 
yeing 


manufacture of specialized plant 


equipment. 


becoming insolvent and thereby 


unable to pay for work already com- 
pleted. : 

“In dealing with credit insurance of 
this type each case must be dealt with 
according to its own merits, but the 
three main principles are as follows: The 


company agrees to insure a percentagr, 
eenerally 75% of any the assured 
may suffer by reason of the insolvency 
of the buyer, the buyer taken to mean 
the employer for whom a contract is 
undertaken or the the 


loss 


purchaser of 


goods. The second is that the loss cov- 
ered is the insured percentage, again 
generally 75%, of the excess expendi- 


ture by the assured over payments re- 
ceived under the contract including any 
contingent liability in respect of ma- 
terial ordered or work done by sub-con- 
tractors. 
Must Be Valid Claim 

“The third and important prin- 
ciple is the condition that the loss cov- 
claim 


mosi 


ered must constitute a_ valid 
against the insolvent estate of the 
buyer. 

“The 75% maximum has been sect as 


a safeguard against contractors contract- 
ing for goods with firms of a doubtful 
financial standing. By bearing 25% of 
the risk it is felt that the contractor 
will: investigate to the fullest extent the 
possibilities of his customer’s ability to 
carry out the terms of the contract, 
whereas if he knew he could obtain in- 
surance for every penny at risk, it might 
result in his accepting orders for work 
from customers of whom he mig‘it en- 
tertain some doubt of their solvency. 

As an example of how the policy 
works, consider the case of a contractor 
who tenders successfully for a particular 
job. In all probability the terms of the 
contract are such that provision is made 
for monthly payments against monthly 
certificates as work proceeds, with pos- 
sibly an additional amount on comple- 
tion and the balance after a period of 
maintenance. 

Expense Ahead of Payments 

“At the beginning of the contract, the 
contractor has probably incurred con- 
siderable expense before a certificate for 
work can be obtained. Then, as is 
nearly always the case, throughout the 
job his expenses are well ahead of the 
payments he receives, while in addition 
there are usually contingent liabilities 
toward suppliers and sub-contractors for 
materials ordered or delivered. 

“It is obvious that at some period dur- 
ing the contract, the contractor has at 
risk a maximum or peak amount out- 
standing representing the difference be- 
tween his expenditure and _ receipts. 
Should the principal for whom the con- 
tract is being carried out become in- 
solvent, the contractor stands to lose a 
substantial amount. 

“As another example, there is the case 
where a manufacturer of special equip- 
ment, plant or machinery risks a loss on 
work in progress should his customer be- 
come insolvent before the goods are de- 
livered and paid for. Despite high con- 
struction costs, in many cases specialized 
equipment has practically little or no re- 
sale value other than at prices resulting 
in the sacrifice of a considerab'e amount 
of the cost of design and workmanship. 

Basis for Making Rates 


“To meet these possible eventualitics, 


tract 1s held. 

“Using this as the basis for the insur- 
ance the company supplements the in- 
formation with the results of their own 
investigations. Such cooperative investi- 


greater benefits to industry than even 
those accruing to certain individuals or 
companies through their ability to ob- 
tain protection in certain and specific 
contracts.” 





















































































Edward J. Strutt of Strutt & Parker 
dairy owners, London, has been 
to a seat on the head office boar: 
Yorkshire. 


lected 
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New War Risk Agreement Troubles 
Gradually Being Straightened Out 


The Joint War Risk Rating Committee 
of Company and Lloyd’s Underwriters in 
London has issued a schedule in which 
the principal amendments are those nec- 
essary to give effect to the “Waterborne 
War Risk Agreement,” which became ef- 
fective February 1. In doing so they 
have aroused considerable opposition 
from importers and exporters. 

The heading of the preamble now 
reads: “War risks subject to institute 
war clauses, February 1, 1938” —these 
being the clauses in which the risk is 
restricted to the period during which the 
insured interest is on board the overseas 
vessel. Provision is also made for the 
use of the new institute clauses for in- 
suring property carried by air. 

It has also been necessary to delete 
the provision for insuring the transit 
from the port of destination to the in- 
terior, and there is a new section rating 
strikes, riots and civil commotion risks 
for interior risks, when such cover, not 
including war risk, is required for in- 
terior sendings. : 

This section does not apply to Spanish 
and Sino-Japanese voyages, on which the 
principle of the “waterborne” agreement 
applies to strikes, riots and civil commo- 
tion risk, as well as to the war risk. The 
only important change in the rates of 
the schedule concerns voyages to or 
from Gibraltar and Tangier only, which 
are now rated at 1s.6d.% cargo and 9 
pence for both specie and registered 
mail. Hitherto cargo had been rated at 
2s,.6d.% for both ports, specie for Gib- 
raltar at 1s.3d.% and for Tangier at 
1s.6d.%, and registered post for Gib- 
raltar at 9d.% and for Tangier at 1s.6d.%. 

The Import and Export Merchants’ 
Section of the London Chamber of Com- 
merce has addressed a letter of protest 
to the Institute of London Underwriters 
in which it is pointed out that the new 
clauses will disturb present mercantile 
practices, especially in connection with 
through bills of lading. In many cases, 
the letter adds, it will no longer be pos- 
sible to synchronize documents, and un- 
certainty may develop as to the point at 
which the respective liabilities of ship- 
pers, consignees and the banks begin 
and end. 

Problem Being Met Here 

In the United States marine under- 
writers report that considerable progress 
is being made to straighten out the diffi- 
culties arising out of changes caused by 
the restriction of war risk coverage. 
Some special problems still await solu- 
tion but in general business practices will 
be arranged so that there will be a min- 
imum of difficulty. The American For- 
eign Insurance Association is providing 
in a limited way war risk coverage on 
shore to protect its own clients. The 

. F. 1. A. operates in many parts of 
the world, 

According to many exporters they have 


FINANCED CAR RULING BY VT. 
Insurance Commissioner Donald A. 
Heme:way of Vermont has issued a 
tuling to the effect that purchasers of 





automobiles on the instalment plan must 
be given full information regarding the 
Isuraice protection and the cost there- 


of. ‘The ruling states also that when 


Msurance covers the joint interest of 
the purchaser and finance company any 
return of premium because of cancella- 
tion ©f the coverage or dividends de- 
clared by the insurer must be returned 
to the purchaser as his interest ap- 
Pears. Vermont has now followed simi- 
ar aciion taken by New Jersey, Con- 
hectic:t and Tennessee in recent months, 


been able, under certain conditions, ta 
get special insurance policies protecting 
their merchandise against civil commo- 
tion, riots and war risks in Spansh and 
Chinese ports, but each policy has been 
an individual type drawn to meet a par- 
ticular case. For cargoes diverted to 
peaceful ports, the problem, they said, 
has been fairly simple but involves con- 
siderable cabling. 

Importers face the difficulty from an- 
other angle. They have been accustomed 
to purchase goods with delivery terms 
specifying insurance coverage from the 
time the merchandise leaves the ware- 
house abroad until it is safely stored 
here. Those doing business with Spanish 
or Chinese ports, or buying goods which 
pass near the war zones, are faced with 
the fact that their merchandise will be 
unprotected until it is actually on board 
the vessel. 

As a result the importers, through the 
National Council of American Importers 
and Traders, Inc., have worked out a 
special provision for their purchase con- 
tracts under which ownership of the 
goods will not be assumed by the im- 
porters until the merchandise is actually 
in the hold of the steamship and eligible 
for war risk insurance. 


British Marine Market 
Rumors Called Unfounded 


Recent rumors that some of the small- 
er British marine offices and Lloyd’s syn- 
dicates are in difficulties as a result of 
the extremely heavy losses suffered dur- 
ing November and December last, are 
entirely discredited in the London mar- 
ket, according to British advices. 

It is pointed out that it is not the 
big total losses—such as that of the 
President Hoover—costing the world 
market well over $6,000,000 which dim- 
inish the fund of premiums in a ma- 
rine insurance account, but the con- 
tinuous drain of numerous casualties 
which cost the market far more in 
repair bills than the few outstanding 
total losses. 

It is admitted that the marine market 
passed through an unusually bad period 
during 1937, but at the same time it is 
pointed out that the new hull agree- 
ment of last June has already paved 
the way to recovery. Moreover, from 
about 1930 to 1935 the marine market 
earned such good profits that it now pos- 
sesses more than adequate reserves to 
meet the losses of a bad year such 
as 1937. 





WAR RISK ON AIR CARGOES 





British Underwriters Apply Same Re- 
strictions to Such Risks as to 
Water-Borne Traffic 
The War Risk Committee of the In- 
stitute of London Underwriters has 
agreed to the adoption of a clause in 
connection with the insurance of prop- 
erty by air which puts air-borne traffic 
in the same relative position as water- 
borne traffic respecting the insurance of 

war risks. 

The clause stipulates that the insur- 
ance shall not attach to the interest 
prior to entering an aircraft, or after 
discharging at the final place of dis- 
charge, or after the expiry of fifteen 
days, counting from midnight of the day 
of arrival of the aircraft at the final 
place of discharge, whichever shall first 
occur. It will also not cover the inter- 
est at. an intermediate place whether 
transhipment or not, after fifteen days 
(counting from midnight on the day of 
arrival of the aircraft with the interest) 
until the interest finally leaves such 
place, or, in the event of transhipment, 
enters the on-carrying aircraft. 

The clause is simply the application 
of the water-borne agreement, which 
took effect February 1, to air-borne traf- 
fic. Broadly, it rules out cover on shore. 

Marine underwriters have already 
agreed to exclude war risk cover on 
shore, limiting the cover from the time 
that the interest is loaded until it is 
discharged, or until the expiry of fifteen 
days from the day on which the vessel 
concerned arrives at the final port of 
discharge. The same period of fifteen 
days is to apply to air-borne property. 





BOSTON AGENT FOR MARINE 
The Girard Fire & Marine has ap- 
pointed Benno F. Bernstein as inland 
marine agent for Boston, J. Francis 
Cleary of that agency is now in charge 
of the inland marine department. 





LLOYD’S UNDERWRITER DEAD 
The death has occurred, following a 
sudden heart attack, of William Arm- 
strong Huggins, well known Lloyd’s un- 
derwriter. 


Honor Raymond T. Marshall 
On His Sixtieth Birthday 


Raymond T. Marshall, president of Al- 
bert Willcox & Co., Inc., 99 John Street, 
New. York City, last Friday celebrated 
his sixtieth birthday. To mark the occa- 
sion in proper manner he was guest of 
honor at a dinner given Thursday night 
at the New York Athletic Club by about 
thirty-five of his friends, and there he 
was presented with a handsome silver 
tray bearing the facsimile signatures of 
forty-eight close friends in the business. 
The presentation was made by Douglas 
F. Cox, president of Appleton & Cox, 
Inc., and Paul L. Haid, president of the 
Insurance Executives Association, acted 
as toastmaster. 





Endorsement on Truck Policy 


Upheld by Court in Texas 


The operator of a truck line carrying 
freight to points between El Paso and 
Fort Stockton, Tex., had a policy from 
the Employers’ Fire of Boston covering 
cargoes and specifically excepting loss or 
damage to goods by their becoming wet. 
A cargo endorsement agreed that the 
policy covered the insured’s legal liabil- 
ity while operating as a motor carrier 
under the Texas statute for loss, damage 
or injury on the motor freight vehicle, 
the company agreeing to pay all damage 
based on legal liability. This indorse- 
ment provided that it should not affect 
the policy contract or relation arising 
under the policy between the insured and 
the company independent of the indorse- 
ment. 

While transporting a cargo of shoes 
the shoes were damaged by becoming 
wet by reason of a rain storm. The 
carrier paid a judgment against him for 
this damage and sued the company for 
the damages paid. The Texas Court of 
Civil Appeals held, Employers’ Fire v. 
McCrary, 108 S.W. (2d) 570, that the 
judgment in favor of the shipper of the 
goods against the carrier for the loss or 
damage caused by a peril not insured, 
but by the policy contract expressly ex- 
cluded from insurance, would not give 
the carrier a cause of action against the 
insurance company. 





British Claim the Queen Elizabeth 
Will Be Safest Liner Ever Built 


The new Cunard-White Star liner No. 
552 is to be launched at Clydebank by 
Queen Elizabeth on September 27, four 
years almost to the dav after the launch- 
ing of her sister ship, the Queen Mary. 
With a gross tonnage of about 84,000, 
compared with the Queen Mary’s 81,235, 
she will be the largest vessel afloat. She 
will be named the Queen Elizabeth. 

The Queen Elizabeth is insured while 
under antral for £4,500,000 ($22,- 
500,000), of which £3,760,000° ($18,800,000) 
is placed in the market and the remain- 
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ing £740,000 ($3,700,000) is covered by 
the Board of Trade. 

The weight of the hull when it takes 
the water will be more than 40,000 tons, 
several thousand more than the launch- 
ing weight of the Queen Mary. 
world’s record will thus be established. 
Massive drag chains will check the mo- 
mentum of the ship as she leaves the 
ways and bring her to a standstill with 
her stern pointing into the River Cart, 
tributary of the Clyde. 

It is claimed that the Queen Elizabeth 
will be the safest ship ever built. She 
will differ in a number of respects from 
the Queen Mary. Advantage will be 
taken of the progress in naval archi- 
tecture and marine engineering which 
has been made in the four years since 
the !aunching of her predecessor. The 
new ship will have an overall length of 
1,030 feet, compared with the 1,020 feet 
of the Queen Mary and she will have 
two smokestacks instead of three. She 
is to have a bow anchor, as well as an- 
chors on the port and starboard sides. 
The arrangement of three anchors is in 
use in some of the German liners. There 
are to be thirteen decks, compared with 
twelve on the Queen Mary. Passenger 
accommodation has been increased from 
2,112 to about 2,390, and the crew from 
1,100 to 1,225. 

The new vessel will be commissioned 
early in 1940 when the Cunard company 
will be celebrating its centenary. By 
then the new Mauretania, to be launched 
at Birkenhead for Cunard White Star 
on July 28 next, should have been in 
service for about a year. 
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Liscomb and Leslie 
Star at Pittsburgh Day 


SAFE DRIVER. “PLAN FEATURED 
Large Attendance to Hear Such Speak- 
ers as J. E. Powell, F. L. Madden 
and Martin W. Lewis 

The safe driver rewar ard plan was promi- 
nently on the program of the twelfth 


annual Pittsburgh Insurance Day _ on 
Monday. Proponent of it was William 
Leslie, pene manager, National Bu- 


reau of Casualty & Surety Underwriters, 
who spoke at the casualty round table 
forum, sponsored by the Casualty Asso- 
ciation of Pittsburgh and over which 
Frank S. Kauffman presided. That eve- 
ning at the banquet C. F. Liscomb of 
Duluth, president, National Association 
of Insurance Agents, gave the pro- 
ducer’s view of the plan. He did not 
discuss its merits or demerits nor did he 
attempt to renew the arguments in favor 
of a substitute plan. He pointed to 
many sections of the country where 
agents are vigorously protesting and op- 


posing it; whereas in others it is con- 
sidered salable ‘and acceptable. But in 
all sections, Mr. Liscomb said, “we are 


agreed on the sincerity of purpose which 
prompted its development and join in 
the honest hope that it will create a 
safety factor so devoutly to be desired, 
and that thereby it will operate in the 
interest of the public.” 

It was Mr. Liscomb’s thoughtful opin- 
ion that ‘ ‘caution bred from this experi- 
ence should give the casualty business in 
the future the wisdom and courage to 
explore matters affecting our industry 
as a joint enterprise between companies 
and agents.” 


$1,000 Policy a “Surprise Package” 


Mr. Liscomb then referred to the 
$1,000 single limit combination policy as 
a “surprise package” about which the 
Bureau had made “the astounding state- 
ment that the agents’ committees had re- 
quested that it be made available.” Here 
again we have a misunderstanding, he 
said. “The records show that during our 
conferences mention of a $1,000 limit 
policy was made but once, and then not 
by a member of our agents’ committee. 
Our association was opposed to such a 
policy a year ago, and we must, there- 
fore, disclaim the stamp of our approval 
which the Bureau has placed upon it.” 

His speech then took a positive turn, 
and he said: 

“If the insurance business in this experience 
has been taught caution in the future approach 
to matters of this kind, and I am convinced 
that that has happened, then all this turmoil, 
bitterness and dissension will not have been in 
vain. There are evidences that this may be true 
in the recent appointment of two outstanding 
men in casualty organizations, both of whom 


we believe are well fitted to develop company- 
agency velletlens in the casualty field such as 
are now enjoyed in the fire insurance business. 


Leslie Asked Many Questions 


In his address Mr. Leslie said that the 
plan is now pending approval of the 
Pennsylvania Insurance Department. If 
approved those drivers who qualify un- 
der it in this state will receive an aver- 
age reduction of 12.7% from their pres- 
ent premiums. Conusisaenne Hunt gave 
no indication this week of changing his 
publicly expressed attitude of disap- 
proval toward the plan.) Plenty of ques- 
tions were fired at Mr. Leslie from 
agents attending and he ducked none 
of them. 

At the A. & H. round table forum, 
sponsored by the Pittsburgh A. & H. 
Association, J .E. Powell, Provident L. 
& A., spoke on “Accident Insurance as 
an Agency Builder” and Frank L. Mad- 
den, Pennsylvania Insurance Depart- 
ment, outlined problems of analyzing 


Program Approved For 
1938 A. & H. Week 





COMMITTEE MEETS IN CHICAGO 





Sales Promotional Campaign Available 
to Participating Cos.; New “68” But- 
ton; Harold R. Gordon Chairman 





At a well attended general committee 
meeting a week ago plans for the 1938 
observance of Accident & Health Week, 
April 25-30, were approved. The commit- 
tee was in all-day session at Hotel La 
Salle, Chicago, with Chairman Harold 
R. Gordon as ’ presiding officer. In ad- 
dition to the official poster for the week, 
already announced, there will be na- 
tion-wide distribution of a new “68” but- 
ton, letterheads, an eight- ~page booklet 
entitled “Three Smart Fellows,” stickers 
and some effective sales promotion ma- 
terial prepared by a Chicago advertis- 
ing agency. All of this is for the use 
of agents and brokers to stimulate in- 
terest in A. & H. insurance, and the 
committee anticipates that this interest 
will be greater than ever before. Every 
participating company will be able to tie 
in its own sales plan for the month of 
April with A. & H. Insurance Week. 
Local clubs and associations are expect- 
ed to show increased activity. 

The sales promotional program, spe- 
cially prepared, aroused considerable in- 
terest among the committeemen as it 
gives a definite plan of direct mail action 
bechnilices a series of pre- -approach post 
cards; a “pick ’em out” pictorial map 
suggesting types of prospects for A. & 
H.; a bulletin called “Three Out of 
Four” emphasizing prospecting and 
pointing out that three out of four peo- 
ple need income protection; “Let Noth- 
ing Stop You,” a folder showing possi- 
bilities for production during the week. 
In addition a bulletin “Keep Shooting” 
containing the latest accident facts and 
figures, will be available to agents as 
sales ammunition as well as “See ’em all,” 
which will helpfully spur the agent on 
in his canvassing, 

New York Club on Its Toes 

Stimulated by the general committee’s 
program the New York A. & H. Club at 
an educational meeting this week laid 
plans to hold an all-day sales congress, 
a sales breakfast and producer’s banquet. 
Specific dates will be set later. John 
F. O’Loughlin, Royal Indemnity vice- 
president, has accepted the honorary 
position of chief sponsor of A. & H. 
activities in Greater New York this 
year and he outlined to a capacity audi- 
ence of producers on Tuesday in the 
Great Hall of the C. of C. Building the 
ambitious program of the N. Y. Club. 

“Manual classification” was the theme 
of the lecture with W. F. White, ag 


Eagle, Globe, as commentator. L. 
Muller, A. & . specialist on John 
Street, and E. S. Waller, Jr., Indemnity 


Co., were the salesmen who interviewed 
the following—acting in the role of 
prospects. 

W. F. Casey, Accident & Casualty; James A. 
Murphy, Phoenix Indemnity; W. Kick, Cen- 
tury Indemnity; Earle Y. Duncanson, Connecti- 
cut General; W. C. Jeffrey, Ocean Accident; 
R. W. Pope, Employers’ Liability; J. R. Mainzer, 
L. & L. Indemnity; Michael I. Gurian, United 
States Casualty, and Irving Lewis, Aetna Life. 

W. T. Hammer, chairman Education: al Commit- 
tee of the club, presided. 





A. & H. policies. W. M. Ivey, Monarch 
Life, presided. 
Martin W. Lewis, president, Towner 


Rating Bureau, was the guest speaker 
at the fidelity- surety round table forum, 
and he told about production campaigns 
to stimulate sales interest in these lines. 
Mr, Lewis was a_ pioneer in running 
such a drive in New York City lJast 
year. J. E. Harlan, F. & D., presided. 
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Legislation in Mass. 
Enlivens Federation 

CHURCH REELECTED PRESIDENT 

House Speaker Cahill Warns Insurance 


Against Legislative Trends, Urging 
United Action 





“Any person who gives a penny to in- 
fluence legislation on Beacon Hill is a 
sucker, in my opinion,” said Horace T. 
Cahill, Speaker of the Massachusetts 
House, addressing some 600 insurance 
men from every section of the state at- 
tending the annual meeting of the In- 
surance Federation of Massachusetts in 
Boston, February 14. The meeting was 
the largest attended in many years be- 
cause of the 1,977 bills introduced in the 
current legislature, one-twelfth affected 
stock insurance other than life. 


Election of Officers 

Frederic C. Church of Boit, Dalton, 
Church & Hamilton, Boston agency was 
reelected president and Miss Mary A. 
Blackbourn reelected secretary-treasurer, 
while the other officials were chosen as 
follows: Regional vice-presidents: John 
J. Cornish, Thomas R. P. Gibb, Jesse 
Harding, Robert A. Hogsett, Harry E. 
Moore, Lawrence W. Moore, James P. 
Parker, Thomas S. Prouty, Harry A. 
Sawyer, Robert A. Sullivan, T. Lawton 
Whitlock, all of Boston; O. ’P. Richard- 
son, Attleboro ; Warren S. Shaw, Brock- 
ton; Edwin J. Cole, Fall .iver; George 
A. Underwood, Gardner; George i. 
Taylor, Great Barrington; James G. 
Page and Newman H. Seldon, Haver- 
hill; James H. Leighton, Lowell; Harvey 
A. ’Gallup, North Adams; Harvey R. 
Preston and Henry A. Field, Springfield ; 
Howard G. Noble, Westfield ; H. Ward 


Bates and Rockwood H. Bullock, Wor- 
cester. Directors were also elected as 
follows: Arthur J. Anderson, Walter B. 


Buttinger, Alexander Ellis, T. J. Falvey, 
Frank Harrington, Charles C Hewitt, 
Andrew S. Nelson, Edward C. Stone, 
all of Boston; George C. H. Smith, Fall 
River; Frank R. Knox, Holyoke; A. 
Shirley Black, Lynn; Arthur Francis, H. 
J. Perry, New Bedford ; George E. Moul- 
ton, Newburyport ; Henry A. Bidwell, 
Northampton; Robert D. Bardwell, Pitts- 
field; William D. MacDonald, Spring- 
field; Charles H. Kierstead, ‘Taunton ; 
Thomas E, Babb, Jr., and W. P. Mc- 


Pherson, Worcester. 


Among the speakers S. H. Wragg, 
president of the state senate, declared 
that he “was never in favor of the state 
going into the insurance business,” and 
cited his aversion to such monopolistic 
practice as state compensation. House 
Speaker Cahill pointed out the trend 
toward bureaucracy in both national and 
state government and that the present 
trend of all legislation is toward social- 
ization of business. He counseled that 
the insurance group and every group 
should be alert to protect its interest 
against government encroachments. 

Concerning legislation he said it is high- 
ly important that business keep itself 


Post 1081 Opposes N. Y. Bills 


Restricting Claim Adjusters 


Insurance Post No. 1081 of the Ameri- 
can Legion, New York, registered its op- 
position at a meeting Tuesday, to two 
bills now in the New York legislature, 
which would eliminate the use of in- 
surance company claim adjusters on 
workmen’s compensation and auto lia- 
bility cases. A resolution was passed 
to be sent to the legislators urging that 
these bills be killed. They are Assembly 
670, which provides that only attorneys 
be allowed to appear before labor 
boards, and Assembly 440, which provides 
that in personal injury cases in connec- 
tion with auto accidents that no release 
be valid where the cla‘mant is not rep- 
resented by an attorney unless it is ap- 
proved by a high court. 

The entertainment feature of the eve- 
ning was the movie showing the high- 
lights of the Legion’s national conven- 
tion held in New York last September, 
exhibited through courtesy of Hiram 
Walker & Co. 

Senior past commander, James S. 
Russell, speaking for all the other past 
commanders, presented the post with a 
beautiful solid brass gavel bell. W. I. 
Baxter, Continental Casualty, was elect- 
ed welfare officer, to fill out the unex- 
pired term of the late George Foley. 

Vice-Commander Edward Glatzmayer, 
Travelers, presented certificates of mem- 
bership to 110 members of the post who 
have served continuously for more than 
five years. Commander Herman G. 
Treiss, Great American Indemnity, pre- 
sided. 





clean in its public relations and its con- 
tacts with legislative matters. He de- 
clared that during his long experience 
on Beacon Hill he could say in all sin- 
cerity that the insurance business had 
kept its skirts clean. 

President Church said that the public 
is being educated to the fact that it can- 
not get something for nothing. “Insur- 
ance must be careful not to appear self- 
ish and it must accept what is best for 
the public. 

John W. Downs, general counsel and 
manager of the Federation, presented a 
comprehensive report on legislation. He 
stressed: “The two most important sit- 
uations confronting insurance are House 
Bill 456, the monopolistic state fund for 
compensation, and the definite trend to 
make compensation compulsory on the 
part of the employer. We have pending 
fourteen bills purporting to do this very 
thing and to provide for definite alloca- 
tion or assignment of rejected risks by 
the insurance commissioner.” 





C. W. French, president, Seaboard 
Surety, has returned from a Mid-west 
field trip. He was guest of honor at a 
luncheon in Indianapolis given by H. 
Woodsmall, Seaboard’s state agent, an 
he discussed business conditions from 
the surety viewpoint. Mr. French als® 


visited his 83-year-old father at Lake 
Geneva, Wis. 
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Travelers Agents Get 
Facts on Reward Plan 


NO ISSUES DUCKED, SAYS STULTS 


Big Newark Turnout to Get Details 
From J. J. Hart and Harold McKay; 
W. B. Clarkson Presides 


The Travelers launched its field cam- 
paign to acquaint agents with the safe 
driver reward plan in great style in 
Newark, N. J., last Friday. Called by 
Manager William B. Clarkson, close to 
200 agents of northern New Jersey gath- 
ered at the Newark A. C. to hear talks 
by John J. Hart, superintendent, home 
office automobile department, and Harold 
McKay, assistant superintendent of 
agents. Frankness and sincerity char- 
acterized their remarks. Among those 
present was C, Stanley Stults of Hights- 
town, N. J., member of the executive 
commuttee of the National Association 
of Insurance Agents, who while not en- 
thusiastic over the new plan said it was 
a step in the right, direction. 

Introduced as a “walking encyclopedia 
on the reward plan,” Mr. Hart first 
traced its development. For more than 
two years, he said, the Travelers and oth- 
er carriers studied every possible ap- 
proach to the auto accident solution be- 
fore reaching a decision. Competition from 
the commission paying mutuals, non- 
agency mutuals and non-bureau_ stock 
companies had steadily increased. ‘The 
Bureau companies, cognizant of their 
obligation to insureds and agents, de- 
termined not to be rushed quickly into 
innovation. But the need, for modern- 
izing automobile casualty insurance was 
apparent. 


Four Plans Discarded 


The old merit rating plan of ten years 
ago was reviewed and discarded. So was 
the occupational rating plan after the 
company had developed experience on 
approximately $20,000,000 of premiums, 
broken down to occupations. There was 
too great a variation within such occu- 
pations to warrant its adoption. The 
named operator plan and the mileage 
basis of insuring cars were also studied 
and dropped. The Travelers even went 
to several manufacturers of speedometers 
with the question “Is there a real non- 
tampe rable speedometer?” They said 

‘Finally, said Mr. Hart, “we came to 
the safe driver reward plan as the last 
step in our research. It is not perfect 
but it is a step in the right direction 
because it answers the demand for a 
differential in rate between the good and 
the not-so-good driver.” The 4.8% rate 
increase is made as a penalty for the 
not-so-good risk, and if there were not 
such a loading such risks would not be 
contributors to the plan. It is in effect 
a demerit for poor driving, he said 

A New Sales Approach 

The speaker admitted that the new 
plan would not overnight make careless 
drivers better but it will make them 
more accident-conscious. “Agents may 
very properly caution clients whose poli- 
cies have run for nearly a year with no 
accidents to drive carefully for the next 
thirty days so that you will win the re- 
ward.” He regarded this as a new safety 
approach. The speaker saw no reason 
for hiding the 4.8% rate increase from 
prospects and insureds and urged that it 
be pointed to as the poor driver’s de- 
merit. The new plan, he felt, will help 
in retaining renewals. Its simplicity is 
one of its chief features, and every policy 
issued under it “carries an endorsement 
of the company and its promise to pi iy 
the reward for no-accident driving.” 

Referring to recent conferences with 
agents’ and brokers’ representatives Mr. 
Hart said the companies participated 
With an open mind. He blamed the pre- 
mature publicity given the plan for the 
present misunderstanding among agents 
as to commission cuts. “Commission is 
Paid on the gross premium,” he empha- 
sized, and “since we had to have a con- 
tribution from the agents along with 
that of insureds and the companies we 
felt that it was better to cut their com- 


Death Begins at 40! 


The annual automobile fatality booklet 
of the Travelers is entitled “Death Be- 
gins at 40!” and preliminary announce- 
ment of it was made to ~ New Jer- 
sey agents of the company last Friday, 
meeting at Newark, N. J. It was stressed 
that this booklet, published in the in- 
terest of street and highway safety, 
should be given wide circulation among 
car drivers. <A detailed story on its 
content will appear next week. 





mission slightly at the very beginning.” 
Viewed from another angle, “the addi- 
tional business written under the plan 
should more than offset the commission 
reduction which for agents is .7%.” 

Mr. Hart indicated his willingness to 
answer all objections to the plan. He 
admitted that small claims would prob- 
ably increase. Also that the estimated 
12% of the motorists whose poor driv- 
ing will deprive them of the reward will 
be disgruntled. He saw no reason to 
liken the reward to a mutual dividend 
as “that is granted to all drivers alike 
whereas our reward is granted only to 
those with perfect records.” As to the 
thirty-day waiting period, it was stipu- 
lated chiefly for the development of 
claims. But after the reward has been 
paid if a claim should crop up “we will 
not go back to the insured and ask for 
the return of the reward,” he empha- 
sized. 

$1,000 Single Limit Policy 

Mr. Hart had an interesting angle on 
the $1,000 single limit combination policy. 
He explained it as an effort to check 
the agitation for compulsory automobile 
insurance, This policy in his opinion will 
enable the agent to insure more people 
heretofore uninsured. He admitted that 
it gave inadequate coverage, but “after 
all; $1,000 of insurance is better than 
nothing if an accident occurs.” En- 
larging upon this idea Mr. McKay later 
in the day stressed that this policy 
should bring more people into insurance 
ranks. And the more people insured the 
less chance there will be for compulsory 
insurance. The good salesman, he pic- 
tured, will carefully build up his $1,000 
client to a point of adequacy just as the 
life agent builds up a sizeable estate from 
a small beginning. 

Canvass Made of Agents 


One of the most interesting features 
of Harold McKay’s talk, which was given 
in the afternoon, was when he told about 
the canvass of both large and small town 
agents made by the Travelers before the 
safe driver reward plan was adopted. To 
all the question was put “What would 
you like to see us do in this automobile 
situation?” The data was compiled by 
the home office after months of field 
work. 

Mr. McKay was enthusiastic over the 
sales features of the plan and pointed 
out: “You will have more time to spend 
on your renewals. The reward check is 
sent to you for presentation and this will 
give you personal contact with your in- 
sureds at a time when it is most valu- 
able.” Agents can also use originality in 
presenting the check. Continuing, Mr. 
McKay said: 

“The sales features of this plan should 
mean more income to you, more busi- 
ness for bureau stock companies, more 
cars insured, and less cry from state au- 


Safe Driver Reward Plan Developments 


There was keen interest this week as 
to the manner in which the National 
Bureau will file its safe driver reward 
plan with the New York Insurance De- 
partment. This subject was discussed 
by Bureau company executives on W ed- 
nesday in New York. General Manager 
Leslie reported on his recent informal 
conference with Department officials, 
agents and brokers, which was also at- 
tended by representatives of non-bureau 
companies who have alternative plans at 
stake in New York. The Bureau, it is 
said, is toying with the idea of filing 
its plan with a 10% discount for no ac- 
cidents and no initial rate increase. 

The sentiment following the Depart- 
ment meeting was that Superintendent 
Pink is in sympathy with a reward for 
safe driving at the end of the year, but 
must decide on its uniformity. Another 
big problem before him is the rate de- 
viations filed by non-bureau companies. 

* * 


A survey of new basic liability rates 
made by the Bureau in conjunction with 
the new plan was announced Wednes- 
day. Its feature is that 88 out of 100 
insured motorists in 97 of the 107 rat- 
ing territories where the plan is now op- 
erating will pay less premium than pre- 
viously, although rates, based on accident 
and loss experience, went up February 
1 in nearly half the territories. Rates 
were lowered or unchanged in the rest 
of the territories. 

The Bureau points out that whether 
the rate was higher, unchanged or lower, 
an addition of 48% had been made to 
the base rate in each territory which, 
while it appears to be an arbitrary in- 
crease over the level indicated by ex- 
perience alone, actually is a charge upon 
the not-so-good driver. 

The plan is now operating in twenty- 
five states and the D. of Since 
February 1 it has been suspended in 
Minnesota and Kentucky pending addi- 
tional discussion with state authorities. 

Of the 107 territories rates were in- 
creased in forty-six, lowered in thirty- 
one and unchanged in thirty. Reduc- 
tions were widespread in three states. 
Rates went down in twelve of eighteen 
New Jersey territories; six out of seven 
in Tennessee and four out of five in 


Maryland. They were unchanged in 
Arkansas, Montana, Nevada and 
Nebraska. 


* * * 
In Michigan the state association of 
agents in mid-year session decided to 
name a committee of five to frame an 





thorities for compulsory insurance.” 

He said that one of the best endorse- 
ments of the plan was its effect upon 
direct writing and non-bureau com- 
panies. Many of them are announcing 
discounts below that given by the bu- 
reau companies. He wondered why they 
could not operate with a 5% diffcren- 
tial; dropping below this point was ap- 
proaching the safety margin, he said. 

Advertising and Direct Mail Helps 

Mr. McKay then spoke of the coopera- 
tive advertising program which is ap- 
pearing in the daily newspapers and 
stressed that these ads brought the agent 
prominently into the picture. He re- 
ferred to a cooperative page ad, signed 
by Hartford, Conn., agents, which has 
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expression of its adverse sentiment to- 
ward the reward plan. The Michigan 
Department apparently does not intend 


to bar its operation in the state. Many 
agents, however, are said to be using 
non-bureau companies. W. A. Doylk 


treasurer of the association, led the at 
tack on the plan. 
* * 

Vernon D. Rooks, Kentucky, acting 
director of insurance, has been advised 
by Assistant Attorney Genera] Funk that 
the plan is in violation of the state’s 
anti-rebate law. 


x * * 
The insurance commissioners of Ohio 

Minnesota and Wisconsin have rejected 

the plan, while in Oklahoma decision on 

it Rn been postponed until February 28, 

when a Bureau representative will mect 

with the Oklahoma Insurance Board. 

* * * 


The Insurance Brokers Association of 
Illinois is unanimously opposed to the 
plan. It has not been formally presented 
to the Illinois Department for approval. 

* >” 

Among the large non-bureau com- 
panies the General Accident, Employers’ 
Liability and American Automobile 
have advised producers of rate discount 
changes in their respective plans, ap- 
plicable outside of New York. 


G. Foster Seabed Active 
In College Luncheon Club 


G. Foster Sanford, Jr., vice-president 
of Smyth, Sanford & Gerard, insurance 
brokers, is taking an active part in the 
launching of a new luncheon club for 
college men to be called the Training 
Table, Inc., which will have its own head- 
quarters at 56 Beaver Strect starting 
March 15. The new club will succeed 
the Penn-Cornell Luncheon Club now 
located at this location. Mr. Sanford 
has been president of the latter club 
which is a year old and has a member- 
ship of 375 including a number of insur- 
ance men. Lounge, game room and lunch- 
eon facilities have made this a popular 
rendezvous for college men 

The new Training Table, Inc., has al- 
ready held its organization meetings, and 
present plans call for a maximum of 
700, one hundred from each of the fol- 
lowing universities: U. of P., Cornell, 
Princeton, Yale, Dartmouth, Columbia 
and Williams. Dues will be $10 a year 
Mr. Sanford represents the U. of P. 
on the organization committee of seven 





appeared there and to individual ads 
placed by agents in many cities. The 
Travelers in common with other com- 
panies has prepared special literature, 
car stickers, mewspaper reprints, etc.; 
also a giant Autogram, auto insurance 
proposal form, a booklet of suggested 
sales letters and a poster in a metal 
frame for counter or window display 
The general theme of this material is 
“It’s easier now to carry good automo 
bile insurance drive carefully and 
save money.” 

E. E. Ehlers on Local Cooperation 

E E. Ehlers, assistant manager of thx 
Newark branch, followed Mr. McKay b: 
giving in more detail the sales coopera- 
tion which agents could expect. H: 
thought agents should go after “Y” 
classification cars on which the premium 
in some northern New Jersey territories 
is greatly reduced. The agents were 
greatly interested in a letter he read 
written by an insured heretofore in a 
mutual. With the announcement of the 
safe driver reward plan this insured was 
agreeable to returning to the stock com- 
pany fold. 

The meeting closed with a talk by C 
Stanley Stults who said he was in 
pressed by the common sense manne’ 
with which Messrs. Hart and McKay had 
presented the new plan. “They ducked 
no issue; we got all the facts. I am 
now more in favor of going along with 
the plan,” he said. The meeting was 
then thrown open for questions and all 
presented were answered. 
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Bureau Revises P. L. and P. D. Rates 


On Manufacturers and Contractors 


Revised rates for manufacturers’ and 
contractors’ public liability and property 
damage insurance were made effective 
February 14 by the National Bureau of 
Casualty & Surety Underwriters. 

The revision of rates for public liability 
coverage affects a substantial part of the 
businéss for the entire country with 
the exception of New York State. The 
rate level country-wide outside of New 
York. State has been increased slightly. 
The result, according to the National 
Bureau, is a truing-up of the rates for 
individual classifications on the basis of 
the latest available experience. 

For a number of individual classifica- 
tions the rates have been decreased in 
some territories and increased in others. 
For a majority of the low hazard classi- 
fications no rate changes have been made 
in any territory. 

A separate manual rate territory has 
been established embracing the states 
of Alabama, Arkansas and Mississippi 
which in the past have carried the same 
rates as most of the other southern 
states. In New York State rates were 
changed for a limited number of classifi- 
cations but these were largely of a minor 
character. The definition of the Greater 
New York territory has been extended 
to include New York Harbor for appli- 
cation to the vessel and dredging classi- 
fications. 

P. D. Rates Revised Country-wide 

The property damage liability rates 
have been completely revised country- 
wide, bringing about a substantial re- 
duction in the average rate level for this 
form of coverage. With very few ex- 
ceptions the rates are uniform for all 
states. For a large number of classifi- 
cations the rates have been reduced 
throughout the country and only in a 
few instances have increases been made. 
For many classifications, principally man- 
ufacturing, where there is a low degree 
of hazard, a one cent rate has been es- 
tablished. This change represents a 
material reduction from rates previous- 
ly in force, the lowest of which was two 
cents. At the same time the minimum 
premiums for the property damage cov- 
erage have been reduced, the lowest 
minimum now being $5 as compared with 
$10 previously. 

This is the first comprehensive revision 
of property damage rates in recent 
years. The premium volume is small 
compared with the volume for public 
liability insurance, and the coverage is 
still largely in a state of development 
and experimentation. In developing the 
revised rates, the National Bureau said, 
consideration was given to the experi- 
ence indications, to the hazards involved 
in the respective classifications and to 
the existing relativity between rates for 
individual classifications. 

Classification Code Changes 


A number of changes in classification 
code numbers have been adopted for both 
public liability and property damage lia- 
bility insurance. Many code numbers 
have been discontinued and replaced by 
code numbers for other existing classifi- 

cations. This results in a number of 
classification combinations, a reduction of 
forty-four out of an existing total of 
over 200 pre-existing code numbers. It 
is anticipated that these changes will 
produce a considerable saving in ac- 
counting and statistical work. In the 
majority of cases the classification com- 
binations do not involve changes in the 
manual rates. 

In addition, a number of manual rules 
and classification wordings for several 
of the liability forms of coverage other 
than automobile have been revised. Of 
particular importance is the rule relating 
to alteration permits which has been ex- 
tended as respects policies covering resi- 
dences, estates and farms to permit the 
use of the alteration permit endorsement 
for the construction of buildings or 
structures in addition to and at the same 


location as existing buildings or struc- 
tures. Under the previous rule it was 
not permissible to attach an alteration 
permit endorsement to a residence, es- 
tate or farm policy to provide insurance 
for the construction of an additional 
dwelling, garage or other outbuilding 
separate from but at the same location 
as the residence, although such an en- 
dorsement was applicable if the struc- 
ture were built as an addition attached 
to the residence. The new rule permits 
the use of the endorsement in either 


case. 
Other Changes 


New classifications and rates have 
been adopted for fruit or vegetable pick- 
ing or packing and for iron or steel erec- 
tion of one or two family dwellings. 

An owners’, landlords’ and tenants’ 
classification has been set up to cover 
concessionaires selling beverages or food 
at exhibitions, parks, shows and all tvpes 
of sports contests. This classification 
contemplates coverage also for the prod- 


uct liability hazard both on and away 
from the premises. 
The public liability coverage for col- 


leges and schools has also been amended 
to exclude all professional negligence 
claims. 

Both the public and property damage 
liability rates for race horses in the 
teams section of the liability manual have 
been reduced in all territories. 


1.C.C. Amends Rules On 


Insurance Co. Requirements 


The rules of the Interstate Commerce 
Commission relating to the eligibility of 
insurance companies under the surety 
section of the Motor Carrier Act have 
been amended to permit the commission 
at any time to refuse to accept or to re- 
voke its approval of any surety bond or 
insurance policy, the commission an- 
nounced recently. 


The Commission said that when it was 
called upon to adopt. standards for in- 
surance companies insuring motor car- 
riers it decided temporarily, in the ab- 
sence of any Federal agency to investi- 
gate the companies, to accept the stand- 
ards recognized by the states. 

The Commission thereupon required 
that companies be authorized legally to 
transact business in each state in which 
their policies covered operations of in- 
sured motor carriers. It predicated its 
right to revoke on a determination that 
the company involved no longer complied 
with the commission’s rules. 

“As a result of experience gained 
through regulation under the act,” said 
the commission, “we have become con- 
vinced that there are circumstances un- 
der which approval of security should be 
refused, or approval previously given 
should be revoked, even though there 
appears to be technical compliance with 
our rules.” 

The Commission said it had found that 
some companies authorized to do busi- 
ness in one state had lost their licenses 
through suspension in other states, and 
that in some states companies under re- 
habilitation, owing to weak financial con- 
ditions, had not been deprived of their 
right to do business. 








SHERWOOD, DAVIS TRANSFERRED 


Homer D. Sherwood, formerly manager 
of casualty lines in the New Haven 
branch of the Travelers, has been trans- 
ferred to the home office where he will 
serve as assistant supervisor of the agen- 
cy field service department. Mr. Sher- 


wood is thus returning to the office he 
occupied before he was appointed a field 
manager a few years ago. 

Alexander K. Davis, casualty manager 
at Cincinnati, has been appointed casu- 
alty manager of the New Haven office. 


STANDARD ADVANCES FOUR 





They Are R. E. Sturges, F. G. Bradley, 
Alex Neilson, T. O. Schwarz; Good 
Gains Made Last Year 


All officers and directors of the Stand- 
ard Accident have been reelected and in 
addition R. E. Sturges, formerly super- 
intendent, liability claim department, and 
F. G. Bradley, formerly superintendent, 
contract bond department, were appoint- 
ed assistant secretaries. Alex Neilson, 
who has been serving as assistant comp- 
troller, has been made assistant to the 
treasurer. He has had a dozen years’ 
service with the company. T. O. Schwarz, 
nine years with the Standard, has been 
appointed actuary. 

The company’s premium volume in 1937 
was $16,444,807, an increase of 10.1% over 
1936. Underwriting results were better 
than for any year in the fifty-four years 
of the company. Underwriting profit 
was $1,272.414 compared with $362,719 in 
1936. While investment income was sub- 
stantially in excess of 1936, investment 
valuations showed depreciation. The 
Standard Accident increased its reserve 
for change in security valuations, making 
the total for that purnose at the end of 
the year $650000 Surplus to policy- 
holders was put on an actual market 
basis. The surplus and capital was $3,- 
407,958. Durine the year the Standard 
Accident retired 6,158 shares of preferred 
stock with a redemption value of $461,850. 


Bankers Indemnity Made 


Many Increases in 1937 


The Bankers Indemnity closed 1937 
with net premiums written $4,020,817, a 
gain of $124,811; premium reserve $1,- 
790,522, increase ‘$189,792 ; statutory loss 
reserve $2,381,612, increase $135,405; loss 
ratio 46.12% compared to 51.56% in 1936. 

The company made an operating gain 
of $129.864, an improvement of $85,240 
over 1936. Depreciation in value of 
bonds and stocks over the previous year 
was $662,224 which reduced policyholders’ 
surplus by $450,000. Capital stands at 
$800,000 and surplus at $700,000, making 
a policyholders’ surplus of $1,500,000. Vol- 
untary reserve set up was $100,605. Divi- 
dends paid last year $24,000 





American Reinsurance 


Surplus Substantial 


American Reinsurance, New York, shows 
in its annual statement that on December 
31, 1937, it had assets of $11,879,775, re- 
serve for claims $4,358.549, unearned pre- 
mium reserve $1,185,623, catastrophe re- 
serve $500,000 and reserves for other lia- 
bilities. After providing these safeguards 
for policyholders there remained a surplus 
of $5,028,762 which includes $2,000,000 of 
capital. 





MERCHANTS INDEMNITY GROWS 


The Merchants Indemnity Corp. of 
New York, ten years old this month, 
closed 1937 with total assets of $2,540,- 
811, capital of $700,000, net surplus of 
$823,590, making a surplus to policy- 
holders of $1,523,590. Its net premium 
income last year was $787,000, an in- 
crease of 10% over the 1936 figure. 
The company made an_ underwriting 
profit on this business of $72,445. 





SLOVER AUTOMOBILE MANAGER 


The Glens Falls Indemnity has pro- 
moted Warren D. Slover to manager of 
its automobile department in the home 
office. Mr. Slover has been with the 
company for ten years and has served 
as chief automobile underwriter for three 
years. Prior to going with the Glens 
Falls he was a broker and local agent 
in New York City and Tarrytown. 





N. Y. CONGRESS APRIL 19-21 


The Greater New York Safety Con- 
gress, one of the largest of the regional 
gatherings, always well attended by in- 
surance people, will be held April 19-21, 
at Hotel Astor. 


— 


Chemical Smeller Test 
Used on Motor Drivers 


ADMITTED AS COURT EVIDENCE 





Dr. R. N. Harger Tells Safety Concress 
Device Will Detect Alcohol in One 
Glass of Beer 





How much whiskey makes an unsafe 
driver? Two jiggers! Dr. Rollo N. 
Harger, professor of biochemistry and 
toxicology at Indiana University, gaye 
that estimate to highway traffic experts 
attending the National Safety Concress, 

Based on studies made with a new 
type “chemical breath smeller” with 
which he seeks to replace the police. 
man’s nose test, Dr. Harger said three 
ounces of whisky, or a little less than 
two jiggers, is sufficient to fog the brain 
and render a driver unsafe. 

No larger than the ordinary camera, 
the scientific breath smeller used in the 
tests has as its nose a sensitive chem- 
ical reagent. The fluid, normally a 
healthy pink color, is unaffected by 
onion, garlic or sen-sen, but pales at 
the slightest suggestion of alcohol on 
the driver’s breath. 

Reckons Content Accurately 

On the principle that the alcohol in 
the breath is proportional to the con- 
centration of alcohol in the blood and 
brain, Dr. Harger said, the new device 
can reckon the alcohol content of an 
offending driver accurately. Even the 
small amount of alcohol in a single glass 
of beer can be detected easily. 

The policeman’s nose for ‘booze, said 
Dr. Harger, is frequently unfair, though 
commonly accepted as evidence in court. 
In reality the odor of the breath of one 
who has been imbibing is due more to 
the flavoring matter of the liquor rather 
than the small amount of alcohol present. 

Selection of breath samples for chem- 
ical tests for intoxication rather than 
other body materials, Dr. Harger said, 
was made because of greater simplicity 
of the breath test. Since tests take 
only five minutes to perform and do 
not require a chemically trained oper- 
ator, portable units may be carried by 
the policeman to the scene of the acci- 
dent to fix responsibility. 

The new chemical test has been put 
in practice by the Indianapolis Police 
Department, A chemical smeller is sup- 
plied each district police station and 
tests made in accident cases are ad- 
mitted to evidence in the city’s municipal 
courts. 


Home Office of American 
States of Ind.. Modernized 


Remodeling of the home office build- 
ing of the American States of Indian- 
apolis has been completed, making it 
one of the most modern automobile in- 
surance company headquarters in_ the 
Mid-west. The exterior of the building 
has been resurfaced with Indiana lime- 
stone with a black marble base. 

The main entrance has a bronze grill- 
work door and the trim has been carried 
around the windows on the third floor. 
The interior has been altered to provide 
additional facilities for all departments 
in keeping with the expansion of the 
company. Prior to remodeling the com- 
pany acquired the land and building in 
one of the city’s major real estate trans- 
actions last year. 


SERVICE OFFICE OPENED 

The Employers’ group has opened a 
Rhode Island service department. under 
the managership of Howard F. Cluff in 
the Turks Head Building, Providence. 
This office will service the business 0 
the three Employers’ group companies 
in Rhode Island, being fully equipped 
with claim engineering and payroll audit 
departments. Mr. Cluff has been serving 
this territory for over twelve years as 
special agent. 


ARBON REMAINS PRESIDENT 

Leonard M. Arbon, manager casualty 
department Jones & Mitchell, Spokane, 
was re-elected president of the Spokane 
Insurance Association. 
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Method of Operating Study Club in 
Connection With Insurance Society 


Idea of Establishing Group Originated With Maude E. Inch 
And Joseph J. Graf to Serve as Vehicle For 


Extension of Educational Facilities 


There is a comparatively new Study 
Club for young insurance men in New 
York City, the idea for which was first 
conceived in a conversation between the 
assistant secretary of the Insurance So- 
ciety of New York, Miss Maude E. 
Inch and Joseph J. Graf of the Marine 
Office of America early in the Spring 
of 1937. Mr. Graf had just completed 
4 thesis on “The History of the United 


States Longshoremen’s and Harbor 
Workers’ Compensation Act,” which won 
for him a fellowship in the Insurance 
Institute of America. The assistant sec- 
retary remarked that it was surprising 
that more men in the insurance business 
had not also attempted a similar under- 
taking. 

It was thought that if a group of in- 
terested members would mect periodical- 
ly perhaps more interest would be shown. 
\t the suggestion of the assistant sec- 
retary Mr. Graf called together Howard 
Francisco, formerly connected with the 
North British & Mercantile. and LeClede 
E. Langer of the Marine Office of Amer- 
ica and formulated plans for the organ- 
ization of the Study Club. Members 
were solicited and the first meeting was 
called on June 24, 1937. William E. Mc- 
Kell, president of the society, addressed 
the members and gave his whole-hearted 
support and encouragement. 


Aims of Organization 


Membership is confined to graduates 
of the Insurance Society which assures 
intelligent discussion of subjects relat- 
ing to the business and gives members 
practical information on classes of busi- 
ness other than their own. The follow- 
ing purposes of the club were submitted 
and approved: 

To assist thé society whenever possible 
in the administration of the insurance 
courses, 

To establish informal forum sessions. 
_To encourage the members of the so- 
ciety to be more active. 

To encourage and assist whenever pos- 
sible the writing of theses looking to- 
ward Fellowship in the Insurance In- 
stitute of America. 

To hold an annual dinner for the youth 
of the society and to invite the officers 
to attend. 

To encourage young men in the in- 
surance business to become members of 
the society. 


Character of Discussions 
Meetings are held on the first and 
third Monday of every month in the 
office of the secretary of the Insurance 
Society, at 100 William Street at 5:15 
pm. No set time is made for. adjourn- 
ment and meetings usually last until the 
usiness of the evening is completed. 
Actual work really began after a dinner 
party given at Hotel McAlpin Septem- 
ber 9, 1937. The following topics were 
discussed during 1937: 
September 20—Insurable 
Peter Drake. 
aber 4—Re-insurance—William K. 
‘letcher. 
P Geto. r 18—I. U. B. Covers—Laurence 


rdon, 


Interest — 


Nov ber 1—United States Longshore- 
mens and Harbor Workers’ Compensa- 
ton Act and Casualty Coverage for 
Vessel Operations—Joseph J. Graf. 

November 15—Stock v. Mutual Insur- 
ance irom the Standpoint of a Stock 
Comp iny Underwriter— Edward L. 
Kemble 

November 20—Position of a Broker in 
the Matter of “Mutual” Competition— 
Howard W. Saler. 





JOSEPH J. GRAF 


December 13—Compulsory Automobile 
Insurance—Willis E. Mayne, Jr. 


Meetings This Year 


Beginning with the January meetings 
this year the group is analyzing a stock 
company’s annual statement. The state- 
ment will be broken down into its com- 
ponent parts and examined minutely. The 
discussions were scheduled as follows: 

Bonds, Stocks, Mortgage Loans—Wil- 
liam H. Moller, January 10. 

Premiums in Course of Collection; 
Accrued Interest; Cash in Banks; Other 
Assets—Charles M. Kane, January 24. 

Reserve for Unearned Premium—A. 
Toennies, February 7. 

Reserve for Losses—LeClede E. Lan- 
ger, February 28. 

Reserve for Taxes: 
Voluntary Reserves; 
Leider, March 7. 

Net Surplus— William  C. 
March 21. 

The chairman of the group is Joseph 
J. Graf who was asked by the members 
to assume all other offices, acting also 
in the capacity of secretary, organizer, 
planning board and the many other of- 
fices necessary for the smooth running 
of the group. 


Procedure at Meetings 


The meetings are conducted in a very 
informal manner, being more in the na- 
ture of a round table conference. The 
intense interest aroused by the speakers 
at each meeting is quite remarkable. 
Prior to the attempt to analyze an annual 
statement, each member spoke on a topic 
of his own choosing. The membership 
list consists of : 

John Bender, North British & Mercan- 
tile; Peter Drake, Sisley & Co.; William 
K. Fletcher; Howard Francisco, the 
Lerner Shops; Laurence Gordon, Home 
Insurance Co.; Joseph J. Graf, Marine 
Office of America; Charles M. Kane, U. 
S. P. & I Agency; Edward L. Kemble, 
Zurich; Charles Lambrecht, Commercial 
Union; H. W. T. Kuehn, United States 
Casualty; LeClede E. Langer, Marine 
Office of America; William Leider, 
Chubb & Son; William C. Marrin, Great 
American Indemnity; Willis E. Mayne, 
Jr., General Accident; William H. Moller, 
Atlantic Mutual; Howard Saler, Corn- 
wall & Stevens; A. Toennies, O’Brien 
& O’Brien; William Joyner, Jr., Great 


Expenses _ etc. ; 
Capital—William 


Marrin, 


Fidelity Bond Drive 
Ready For Michigan 


STARTS IN DETROIT MARCH 3 





Welton, Lunt and Moseman First Speak- 
ers Announced on Program Run- 
ning Until March 24 





Four more companies have agreed to 
participate in the fidelity bond campaign 
of the Surety Association of Michigan. 
They are the American Employers, Em- 
ployers’ Liability, Globe Indemnity and 
Great American Indemnity. The list is 
now complete and includes twenty-three 
companies. The dates for the meetings 
have been definitely fixed as follows: De- 
troit, March 3; Grand Rapids, March 4; 
Saginaw, March 10; Battle Creek, March 
17; Detroit, March 24. 

The meetings will be held at 2 P. M. 
The following speakers have accepted for 
the first meeting in Detroit March 3: 
Spencer Welton, vice-president, Massa- 
chusetts Bonding; Edward C. Lunt, vice- 
president, Great American Indemnity; 
Edward N. Moseman, general attorney, 
Standard Accident. 

The list of speakers already assures 
a good program for the first meeting in 
Detroit. Other speakers for the Detroit 
program will be announced. Mr. Welton, 
Mr. Lunt and Mr. Moseman will go to 
Grand Rapids the next day and speak 
at the Grand Rapids meeting March 4. 
It is hoped that the first two meetings 
in Detroit and Grand Rapids will give 
the campaign a running start which will 
carry it through the remaining meetings 
with flying colors, 

Cooperation of state and local agency 
associations is being given frecly as well 
as the cooperation of such groups as 
credit men’s associations, business ac- 
countants groups, and other organiza- 
tions interested in fidelity business. The 
meetings will all be open to any agents 
and business people interested in fidelity 
bonds. Agents are urged to invite and 
bring with them any of their clients who 
are present purchasers or possible pur- 
chasers of fidelity bonds and are inter- 
ested in the various problems associated 
with the fidelity business. 


PUTS STATE IN INSURANCE 

Another attempt to put the state into 
the insurance business was made Jan- 
uary 27, when the Kentucky House re- 
ported favorably and gave first reading 
to a bill that would require all auto- 
mobile operators to pay $2 annually to a 
found out of which would be paid court 
judgments for personal injury and prop- 
erty damage losses caused by financially 
irresponsible motorists. As the bill is 
written no provision is made for exemp- 
tion of those carrying liability or prop- 
erty damage insurance, or who are finan- 
cially responsible. 








ZURICH ACCOUNTANT DEAD 

Thomas Boyne, 59, senior accountant, 
Zurich, in Chicago, died recently of 
a- heart attack while walking along a 
downtown street. His widow, four sons 
and a daughter survive. 





American; E. H. Kingsbury, Fidelity & 
Casualty. 
Membership Increasing 

The group is made up at present of 
representatives of nearly every phase of 
the insurance business—fire and allied 
lines, marine, casualty, and surety. Some 
of its members are in the employ of in- 
surance companies; others in the em- 
ploy of agents or brokers, and one is an 
insurance manager of a mercantile con- 
cern. The company men are underwrit- 
ers, claims men, or accountants. In gen- 
eral the group is a good cross-section of 
the insurance industry. 

Membership is increasing gradually 
and it is hoped that it will grow to such 
proportions that it will be necessary to 
divide it into sections dealing solely 
with casualty, surety, fire and allied lines, 
or marine. This would enable its’: mem- 
bers to move from one group to another, 
depending on that group which may be 
of the greatest interest or need at any 
particular time. 
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Clean-Up Being Made 
Of Ambulance Chasers 


ATTORNEYS AND PHYSICIANS 





Fourteen on Trial in Los Angeles In 
Campaign to Wipe Out Automo- 
bile Accident Ring 





Fourteen attorneys and physicians are 
on trial in Superior Court, Los Angeles, 
on charges of conspiracy to violate the 
ambulance chasing section of the insur- 
ance code, the trials being part of the 
clean-up campaign against the fake auto- 
mobile accident ring that cost the in- 
surance companies approximately $1,000,- 
000. The accused are: Attorneys Louis 
Feinstein, Samuel Schekman, J. B. Man- 
dell, Emmett A. Tomkins and E. A. 
Clauson and Drs. W. R. Humphrey. M. 
C. Cooley, E. H. Anthony, John E 
Porter, G. O. McKeehan (convicted on 
a charge of a fake auto accident), P. C. 
Lawyer, E. D. Abraham and F. A. Pearl. 

Drs, A. L. Wallace, R. S. Whittaker, 
E. B. Liddell and C. D. Frederick all 
pleaded guilty and will be sentenced. Dr 
Roy E. Shipley waived jury trial and 
submitted his case to the court solely on 
the transcript of the preliminary hear- 
ing. Dr. John E. Baker, former Holly- 
wood police surgeon, gained a dismissal 
of his case because he already is under 
sentence to San Quentin following con- 
viction on another similar charge. 
Joseph Bone, already under sentence for 
the same offenses as Dr. Baker, also 
won a dismissal in the present case. 

George O. Dorris, self-confessed 
“brains” of the alleged fake accident 
ring, who pleaded guilty and turned 
state’s evidence in the cases formerly 
tried, also is on trial in the present case, 
and is the only layman involved. 





PENNA. RULING ON FORMS 





Insurance Commissioner Hunt Announces 
Relinquishment of Requirements 
in Certain Cases 


Insurance Commissioner Owen B. Hunt 
of Pennsylvania has informed companies 
that until further notice they will not be 
required to submit to his Department for 
approval any form of fidelity or surety 
bond, or forms used in connection there- 
with; any policy of marine insurance or 
forms used in connection therewith; any 
policy of title insurance or forms in con- 
nection therewith, or any fire insurance 
policy that conforms verbatim with the 
policy prescribed by section 523 of the 
act approved May 17, 1921, P. L. 682, as 
amended, or forms used in connection 
therewith. His letter states: 

“Any form heretofore mentioned that 
was submitted to the Department prior 
to the date of this ruling, February 3, 
on which any company has not received 
the specific approval of the Department 
may be issued until that form is disap- 
proved. This ruling is subject to change 
upon ten days’ notice of such change. 

“All companies writing the classes of 
insurance heretofore mentioned are cau- 
tioned to make absolutely certain, before 
issuing any policy or supplemental form 
covering these classes of insurance, that 
they are properly licensed by the Depart- 
ment to write these various lines. 





FIREMAN’S FUND INDEMNITY 





Net Premiums Increased 13% Over 1936; 
Underwriting Profit of $140,000 
Is Shown 

The Fireman’s Fund Indemnity closed 
1937 with net premiums of $5,794,000, a 
13% increase over 1936. Net investment 
income after Federal income tax was 
$295,000 against $256,000 in 1936. On the 
Insurance Commissioners’ valuation gross 
assets reached $9,726,000 and policyhold- 
ers’ surplus $3,429,000. At actual market 
values gross assets are $9,797,000 and pol- 
icvholders’ surplus $3,499,000. 

The company’s underwriting profit 
after provision for Federal income tax 
was $140,000, which compares with the 
1936 figure of $6,000. 
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Official Changes In 
Hartford A. & I. Co. 


THOMSON-F LAX MAN ADVANCE 


Comptroller Hamilton ‘Retiring at Own 
Request; H. Bissell Carey On 
Board of Directors 


lames L. Thomson has been elected 
vice-president of the Hartford Accident 
& Indemnity. Barnard Flaxman becomes 
assistant secretary. H. Bissell Carey, 
Refrigeration C 
board of 


president, Automatic 


was elected a director. The 
directors voted to accede to the request 
of Comptroller Robert C, Lees Hamilton 
that he be permitted to retire from ac- 
tive association with the company in thx 
near future. Mr. Thomson was a mem- 
ber of the board for six years before be- 
ing elected chairman of the finance com- 
mittee. He first became affiliated with 
the Hartford in 1934 when he was elect- 
ed vice-chairman of the finance com 
mittee. 

Barnard Flaxman has been with th 
Hartford Fire at the home office since 
1924 \ craduate of Syracuse Univer- 
sity, class of 1922, he was associated 
with Standard Statistics Co., coming to 
Hartford from that connection. He was 
assistant secretary of the Hart- 
in 1937. 

Tribute to Hamilton 

Commenting on Mr. Hamilton’s re- 
tirement, President | 


clected 
ford Fire 


Rutherford — said: 
‘He has been connected with the com- 
1914 and has been its comp- 
troller since February 10, 1916. He has 
served the company faithfully and ably 
from its modest beginning to its present 
enviable place in the insurance world. He 
has contributed much to its success and 
at all times has exhibited a keen sense 
of loyalty, unselfishness and devotion to 
duty. He has endeared himself to his 
associate officials and to the agents and 
employes, and all of us will miss him. 
But he is not to be entirely disassociated 
from us since he has kindly —, 
to make his rich experience available 
the company whenever called upon.” 

Mr. Hamilton was born in Bothwell, 
Scotland, June 4, 1867. In this country 
he was first employed as a public ac- 
countant in Cleveland and it was there 
he joined the Ocean Accident in 1903. He 
continued with that corporation until 
1911, when he joined the Royal Indem- 
nity. In 1913 he became treasurer of 
the General Accident. May 1, 1914, he 
became associated with the newly organ- 
ized Hartford Accident & Indemnity ad 
nce 1916 has served as comptroller 

H. Bissell Carey, the new director, is 
president and director of the Automatic 


pany since 


Newly Promoted Casualty Officials 





C. G. HALLOWELL 


Vice-President 
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E. C. Higgins Retires From 
Aetna After 35 Years 

Ernest C. Higgins’ 

service has been an- 


Secretary retire- 
ment from active 
nounced with deep regret by President 
Morgan B. Brainard of the Aetna Life. 
Mr. Higgins asked that he be 
f his duties as head of the Aetna’s lia- 
bility underwriting department because 
of ill health. Last June Mr. 
completed thirty-five 
\etna organization, during 
he held many important executive 
tions. When he first with the 
\etna in 1902, plans had just been com- 
pleted for establishing the accident and 
liability department. To him was given 
the responsibility of coordinating in one 
division the various forms of casualty 
insurance to be written in this new de- 
partment. In recognition of the effective 
way in which this assignment was car- 
ried out, Mr. Higgins was five years 
later elected assistant secretary in the 
liability department, and in 1912 he was 
promoted to secretary in charge of the 
underwriting of compensation and _lia- 
bility business, 

From 1916 to 1919, in addition to his 
other duties, Mr. Higgins served as sec- 
retary and treasurer of the Associated 
Companies, a group of carriers organized 


relieved 


Higgins 
with the 
which time 


years 


posi- 


came 


Refrigeration Co., a director of the Hart- 
ford Electric Light Co. M. S. Little 
Manufacturing Co., Standard Screw Co. 
ind Standard Fire. 


ROBERT I. CATLIN 
Vice-President 


to write coal mine and other hazardous 
risks. He has long been recognized as 
an authority in the field of liability and 
compensation underwriting. 
His Successor F. E. Barber 

Secretary F. E. Barber, who succeeds 
Mr. Higgins as head of the liability under- 
writing department, has seen thirty-four 
years’ service with the Aetna Companies. 
Native of West Hartford, educated there, 
he joined the Aetna immediately upon 
completion of his business course, in an 
underwriting capacity. He was made as- 
sistant secretary, accident and _ liability 
department, since 1922, 


Other Promotions 


Agency Secretary Knapp has been as- 
sociated with the Aetna’s agency de- 
partment since 1920. He was made an 
official of the company in 1926 with du- 
ties of field supervisor, casualty-agency 
department. Two years ago he was 
elected assistant secretary, Aetna Casu- 
alty & Surety. He isa Cornell graduate. 

Field Supervisor Larson, native of New 
Hampshire, started in the accident un- 
derwriting department of the Aetna in 
1922. Assigned to field work he worked 
as an A. & H. special agent first at 
Springfield, Mass., and later at Indianap- 
olis. In 1924 he was transferred to the 
home office agency department. Since 
1929 he has been engaged in general 
production work, and his duties in the 
past two years have been in various 
supervisory capacities in the casualty- 
surety agency department. 

Field Supervisor Bryan, graduate of 
the University of Texas, completed the 
\etna home office bond training course 
in 1925 following which he was assigned 
to the Dallas bond department. In 1926 


of Aetna 


E. C. KNAPP 
Agency Secretary 


Attiliated Companies 
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MORRISSEY GOES TO NEWARK 


Lloyd A. Ballentine elevated at Home 
Office; Burger Continues as Chi- 
cago Branch Manager 


John B. Munson has assumed charg; 
of the western department of the Bank. 
ers Indemnity with offices in the Insyr- 
ance Exchange Building, Chica At 
the annual meeting of the company he 
was appointed a vice-president and will 
work in close cooperation with Robe 
Bird, vice-president in charge of the 
western department of the American In- 
surance Co., which owns the Bankers 
Indemnity. George E. Morrissey who 
has held this position for the past year 
and a half is returning to the home 
office in Newark. Lloyd W. Burger con- 
tinues as manager of the Chicago 
branch office. , 

Mr. Munson, graduate of Syracuse 
University in 1912 with a degree in elec- 
trical engineering, was associated with 
the California branch of the National 
Bureau of C. & S. Underwriters and 
went to the Hartford Accident as an 
underwriter shortly after it started. In 
1920 he went with the Union Indemnity 
as vice-president in charge of under- 
writing. There he traveled extensively 
and acquired a broad executive experi- 
ence. In 1929 he joined the Massa- 
chusetts Bonding and held _ responsible 
posts in underwriting and production in 
St. Louis, New York and at the home 
office in Boston. 

Last year Mr. Munson took charge of 
the inspection and engineering depart- 
ment of the Bankers Indemnity. Mr 
Munson’s position at the Bankers’ home 
office will be filled by Lloyd A. Ballen- 
tine, a graduate of Stevens Institute of 
Technology in 1923. He has had an ex- 
tensive experience in insurance engi- 
neering and for the past seven years 
has been connected with the engineer- 
ing division of the American Surety, 


RESIGNS FROM P. C,. BUREAU 


Central Surety of Kansas City has re- 
signed from membership in the West 
Coast Automobile Insurance ge 
due to its desire to be free from all 
obligations and restrictions in meeting 
competitive conditions in the auto lia- 
bility line in California. 





he was placed in charge of the bond 
department of Burnett & Gosling, Aetna 
general agents at San Antonio, and in 
1929 was transferred to the home office. 
He has since had supervisory duties in 
the —- surety agency department 








F. E. BARBER 
Secretary 
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pan ey Lawyers Tilt 
Over Claim Adjuster 
LAW PRACTICE NOT MONOPOLY 
Merritt Lane Leaves Hudson Bar Asso- 
ciation Giving Definite Views On 


Attorney’s Prerogatives 


Merritt Lane has tendered his resig- 
to the Hudson County (N. J.) 


natio the y | 
Bar \ssociation because he is not in 
sympathy with that organization’s atti- 


tude toward certain employes of insur- 
ance companies who handle claims and 

id by some members of the bar 
to be practicing law illegally. Lane had 
been taken to task by the bar associa- 
tion for saying in open court that in his 
opinion the public would be better off 
if it could do without lawyers. This 
remark was made by Lane in argument 
before Vice-Chancellor Berry in a suit 
brought by the bar associations of At- 
lantic and Camden counties, the State 
Bar Association and Charles D. Hyman, 
\tlantic City lawyer. They sued to re- 
strain Walter D. Ullrich of Atlantic City 
from alleged practice of law. Ullrich is 
not a lawyer but he serves insurance 
companies in adjusting compensation 
claims. Lane had argued that the pur- 
pose of the compensation act is to keep 
down costs. 


Against Bar Integration 


Lane rebuked the Hudson Bar Asso- 
ciation for what he terms its impropriety 
in challenging his utterance in open 
court in defending a client in a suit 
which is still pending. He asserted that 
the bar association is in effect a party 
to the litigation in which his remark was 
made and that it is trying to control 
counsel on both sides of a litigation in 
which it is one of the interested parties. 
He says also that action of the Hudson 
bar group in demanding an explanation 
from him ‘ ‘supplies one good reason at 
least against any integration of the bar. 
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FE Ne UNDERWRITER 


\s the situation now stands the asso- 
ciation is without power to do more than 
expel a member whose remarks in a 
pending cause may have been offensive 
to its members. If the bar were inte- 
grated the member, I suppose, might be 
Lael of his right to practice law.’ 

Effect on Companies 

Lane said also that if the court re- 
strained Ullrich from doing the kind of 
work he is now engaged in the insur- 
ance companies would have to hire law- 
yers to pass on $5 a week claims and 
similar matters and that this would 
wreck the companies financially. Lane 
had argued that a lawyer’s right to prac- 
tice law is not a property right and as- 
serted that a lawyer’s certificate does 
not give him the exclusive right to prac- 
tice law. Lane declined to respond in 
any manner to the command or request 
of the association to explain what he had 
said. He is still a member of the Essex 
County Bar Association. 


MUST RECOGNIZE “INTERESTS 


Vice-President Morcom of Aetna Says 
That Company and Agent Objec- 
tives Are Identical 
Speaking at the Hartford Club at th 
dinner concluding the thirty-seventh ses- 
sion of the Aetna’s home office casualty 
and surety sales course for agents, Vice- 
President C. B. Morcom of the Aetna 
Casualty & Surety emphasized the need 
for clear thinking in approaching the 
problems confronting the casualty and 
surety business today. Mr. Morcom said: 


“The time has arrived when the man 
who succeeds in the insurance business 
is the man who knows what it is all 


about. The interest of the established 
casualty companies and those of the in- 
telligent and prudent producers are 
identical. Any program to be perma- 
nent and successful must advance the 
interest of both agents and companies 
and at the same time promote the gen- 
eral welfare of the public. 

“The new automobile safe driver re- 


Compulsory Insurance 
Sought by Grand Jury 


AGITATION IN NEW JERSEY 





Usual Arguments Presented Why Auto 
Law Should Be Enacted Similar to 
Massachusetts Act 





Enactment in New 
pulsory automobile 


Jersey of a com- 
insurance law was 
proposed in a resolution adopted by the 
Union County grand jury. The 
stated: “Whereas, 
tion of a 
this body wherein persons were charged 
with causing the death of another 
through the reckless and careless opera- 
tioti of a motor vehicle, it was ascer- 
tained that the majority of the persons 
so accused do not have any liability in- 
surance on their automobiles and are not 
financially re sponsible. The accused were 
indicted in some instances and in others 


resolution 
during the investiga- 
number of cases submitted to 


ward program advanced by the Bureau 
companies is very definitely in the in- 
terest of all three parties. It is sound 
in its conception and gives every indica- 
tion of being workable.” 

Chairman at the dinner was A. E. 
Redding, field supervisor of the Aetna 
Casualty & Surety and instructor in 
charge of the sales course. Other speak- 
ers, in addition to Mr. Morcom, were 
William W. Ellis, instructor; Agency 
Secretary Edward C. Knapp and Field 
Supervisors Rudolph C. Larson and Aus- 
tin D. Bryan. 


ENTERS HAWAII 


The Great American Indemnity has 
entered the Territory of Hawaii and will 
be represented there by Clarke & 
Rourke, Ltd., as general agents who will 
operate under the name of Great Amer- 
ican Insurance Agency. 


Page 


the complaints were dismissed becaus¢ 
there was not sufficient evidence 
Responsible Civilly 

“In the investigation of a number of 
complaints where the defendants were 
not indicted, the facts and circumstances 
indicated that the defendants charged, 
though not criminally responsible, wer« 
nevertheless civilly responsible but that 
there is a probability that there would 
be no financial recovery by the estate of 
the deceased due to the failure - the 
operator or owner of the vehicle involved 
to carry liability insurance, and the lack 
of financial responsibility. 

“This grand inquest understands that 
in Massachusetts the law requires that a 
car operator or the owner thereof must, 
before obtaining a license, show that he 


has cither had liability insurance issued 
him or that he is financially responsibl 
to pay a judgment. It has come to our 


attention that in this state if 
is recovered against a defendant in- 
volved in a motor vehicle accident which 
he is unable to pay, or if the operator 
of a motor vehicle has been found guilty 
of violating the motor vehicle act, that 
his license is forfeited unless he produces 
a liability insurance policy or shows his 
financial ability to pay a judgment 
against him, thus affording the operat 
of a vehicle the opportunity of haying 
one accident or a violation of the law 
before it becomes necessary for him 
take insurance. 

“The ratio of cases so submitted to us 
indicates that accidents are caused by 
motor vehicle operators many of whom 
do not carry insurance, and we feel that 
it would be for the best interest of th 
people in general that an act be passed 
by the legislature somewhat similar to 
that in effect in Massachusetts making it 
compulsory for the owner of a motor ve- 
hicle to have insurance against liability, 
or to show his financial responsibility to 
pay a judgment in such amount as may 
be fixed by the legislature of this stat 
before a license to own or operate a 
motor vehicle is issued.” 


a judgment 
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| On the Production “Firing Line” 








Jay W. Rose of Buffalo 


Dirt Farmer by Inheritance He Has Held Many Executive 
Offices in Agents’ Ass’ns; Prominent On 
Educational Side of Insurance 


By Spencer Welton, Pribatetic Vice-President 


Any member of the National Ass 
ciation of Insurance Agents who has a 
tended as many as two annual meetin, 
knows Jay Kose of Buffalo. To confe 
that he didn’t would prove him the vei 
est tyro of insurance conventioneers. 

Jay Kose, a bit rotund, a touch ¢ 
Winter in his hair, spectacles gieamin, 
brightly, a cheery smue on his trace an. 
genuine warmth 1n his greeting, has bee: 
prominent in state and national asso 
ciation work since nobody knows when 

Just now, as secretary and treasure 
of the New York State Association ot 
Local Agents, he is going yeoman ser- 
vice in teaching agents and as mucn Of 
the insuring pubuc as he can reach, 
what compuisory automobue lability m- 
surance really means when transiated 
imto terms of coverage on individual 
cars. 

J. W. Rose is a dirt farmer by in- 
heritance, having had the good fortule 
to be born on one in Mansneld, Pa. fis 
parents were or tne same cCommunily 
and jay Kose had the advantage Ol a 
tarm boyhood to give him tne 1ounda- 
tion or nealth and vigor whica stilt e1i- 
abies him to put in many conseculive 
hours of menial and physical acuvity 
Wiltn no visible signs of fatigue, 

Like all farm boys, he began to be 
usetul as soon as he was Old enough to 
ride a horse and drive a cow and like aii 
tarm boys, the writer being no exception, 
he early developed a definite techuique 
tor avoiding as many chores as possibic. 

First Job in Harness Store 

Town boys play zestiul games, but 
young jay got his sole change trom the 
endiess tarm routine through an oc- 
casional fishing and hunting expedition 
near his home. At 10 he had absorbed 
enough book-liearning at the local dis- 
trict school to assume the role oi teach- 
er, it being no particular breach ot con- 
fidence to say that one pronounced ad- 
vantage the young pedagogue had over 
his pupils was that he held the book 
and could see the answers. 

in 1894 he went to Butfalo to take a 
job in a harness store and from that 
relatively lowly commercial beginning 
moved on to the more impressive posi- 
tion of secretary of a savings and loan 
association, There he really had his feet 
firmly on the ladder of finance, but the 
insurance octopus reached out and gath- 
ered him in, 

First Insurance Job 

The Great Eastern Casualty Co. paid 
Jay Rose a small personal accident 
claim, coveted the young man and made 
him an offer which looked to him better 
than the job he had, 

So, another insurance man was born. 

His first venture in business on his 
own account was as general agent for 
the Great Eastern Casualty Co., later 
merged with the Union Indemnity. When 
that enterprise fell apart, Jay Rose con- 
tinued as, and still is, agent of the 
American of Newark, the Columbia of 
Dayton, the Commonwealth, Caledonian 
and Baltimore American, all of which 
companies he has represented almost 
from the beginning. 

He has given generously of his time 
and thought to the advancement of in- 
surance as an institution and has held 
many executive offices in insurance as- 
sociations. From 1924 to 1927 he was 
secretary and treasurer of the New York 
State Local Agents Association, presi- 
dent of the New York State Association 
from 1922 to 1928, president of the Buf- 





JAY W. ROSE 


falo Association of Fire Underwriters 
from 1930 to 1932, member executive 
committee, National Association of In- 
surance Agents from 1927 to 1931, and 
in 1934 became again secretary and 
treasurer of the New York State Asso- 
ciation. 

Few men have even attempted to do 
the amount of constructive work he has 
carried on as a matter of course, and in 
the past several years he has organized 
and addressed large meetings in most of 
the key cities of New York State to 
bring about an intelligent understanding 
of what compulsory insurance means as 
it relates to automobile liability. 

Secret of His Success as Educator 

Jay Rose succeeds in this educational 
work because he is wholly in earnest, 
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and the people to whom he talks recog- 
nize that, because he talks straight from 
the shoulder with no rhetorical flourishes 
or platform pyrotechnics, and because 
he has been through the mill and makes 
a practical man’s talk to people who 
have reason to be genuinely interested 
in what he has to say. 

The insurance business seems to him 
to be an ideal career because its ramifi- 
cations extend into every field of human 
endeavor because he likes agency and 
insurance organization work. 

He finds casualty, fire and life lines 
most interesting because, so he says, it 
is easy to visualize the needed protec- 
tion to property, earning power and 
family. He believes those lines offer the 
best possibilities for a young man just 
starting, and suggests that the formula 
for success is “a real knowledge of the 
business and frequent purchases of shoe 
leather.” 

Mr. Rose modestly disclaims any per- 
sonal credit, but admits that he just 
“happened” to be on the committee 
which first suggested to former Insur- 
ance Superintendent Francis R. Stoddart 
of New York State what they thought 
should be the basic fundamentals of an 
agents and brokers qualification law, a 
plan for its operation and a list of some 
200 questions suggested for use in any 
required examination. 

Those laws as subsequently enacted 
and their administration are in almost 
exact accord with the suggestions made 
by that committee. 

Hobbies 

Mr. Rose’s interest in politics is that 
of an observing citizen and conscienti- 
ous voter. He likes art, painting, books 
and music with special emphasis on the 
last two. He is also fond of the theater 
and likes an occasional game of contract 
bridge in Winter. His avocation in Sum- 
mer is, to use his own words, “terrible 
golf.” 
He is a member and former secretary 
of the Wanakah Country Club, and is 
currently president of the Men’s Club 
of the Westminster Church. 

Mrs. Rose is a gracious lady of great 
charm and amiability and is as familiar 
and welcome a figure at conventions as 
is Jay himself. She was born at Elmira, 
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N. Y., but soon thereafter moved to 
Buffalo where she has lived since and 
where she interests herself in the church 
and social activities incident to long 
residence in that community. 

Together they form one of the best 
liked and most sought-after couples in 
the whole association field, and a na- 
tional meeting without both in attend- 
ance would be disappointing to a legion 
of other delegates, prominent among 
which would be this reporter, 


Penna. Agents Hear 
Of Commission Rise 


APPROVE SAFE DRIVER PLAN 








Pittsburgh Association Has Full-Time 
Manager; New Local Board Is 
Organized at Lancaster 





While the Pennsylvania Association of 
Insurance Agents was in mid-year meet- 
ing in Harrisburg February 8 announce- 
ment was made of action taken by the 
companies to increase the commissions 
for workmen’s compensation from the 
drastic reductions made as a result of 
amendments to the Pennsylvania Com- 
pensation law. The following changes 
were made: General agents 12!4% in- 
creased to 15%; regional agents 814% in- 
creased to 10%; local agents 7% in- 
creased to 84%. 

These increases are the direct result 
of negotiations between the Pennsyl- 
vania Association and the acquisition cost 
conference for casualty insurance. Ac- 
knowledgment was made of the splendid 
assistance given by the National Asso- 
ciation of Insurance Agents and _ the 
National Association of Casualty & 
Surety Agents. 

Formal announcement was made of 
appointment of Ralph H. Alexander as 
full-time manager for the Fire Insur- 
ance Agents Association of Pittsburgh. 
Mr. Alexander was formerly with Hoover 
& Diggs of Pittsburgh and for many 
years has been a director of the state 
association. ' 

A new local board has been organized 
in Lancaster, known as Lancaster Stock 
Insurance Agents Association with J 
G. Forney president and Norman B. 
McCulloch secretary. Mr. McCulloch 
is chairman of the membership commit- 
tee of the Pennsylvania Association and 
chairman of the committee on education 
of the National Association. : 

The association adopted a resolution 
stating that it “wholeheartedly approves 
the safe driver reward plan.” The con- 
sensus was that while the plan is not 
entirely satisfactory to agents it is head- 
ed in the right direction and should be 
given a trial, 

The Insurance Department reported on 
its new methods of licensing agents. The 
number of licensees has been reduce 
materially and a much higher percent 
age qualify for the examination. The 
Pennsylvania State College which has 4 
special insurance course in line with the 
department regulations reported many 
enrolments, 


G. P. SCHMIDT RESIGNS 
Godfrey P. Schmidt, counsel to tht 
Excess Insurance Co. of America, has 
resigned to become counsel to Elmer 
Andrews, industrial commissioner, 4 
partment of labor, State of New 10M 





assigned to division of women in indus 
try and minimum wage, of which Miss 
Frieda S. Miller is director. 

Before his connection with the Excess 
Mr. Schmidt was with the New Yor 
Insurance Department and the Banking 
Department. 
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